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Officials Dedicate 
New America Fore 
Building In Chicago 

Leaders in Industry, Public Offi- 


cials Attend Ceremonies on 
Tuesday Morning, June 25 


HERD RESPONDS TO MAYOR 
Chairman and President Says 37% 


of America Fore Premiums Come 


From 18-State Western Dept. 


Leaders in industry, state and city of- 
ficials June 25 attended the dedication of 
the America Fore Insurance Group’s new 
15-story Western department home at 
360 West Jackson Boulevard on _ the 
perimeter of Chicago’s Loop. Vice Presi- 
dent and Manager Ernest A. Henne, 
Western department, and Vice President 
Herman P. Winter, Western department, 
introduced the principal speakers at the 
morning ceremony—Mayor Richard J. 
Daley of Chicago and Illinois Insurance 
Director Joseph Gerber. 

Mayor Daley reviewed the role Amer- 
ica Fore Companies had played in the 
history and growth of Chicago and the 
Middle West over the past century and 
congratulated the group on the hand- 
some addition it had made to the new 
Chicago skyline. 


Herd Responds to Mayor 


In response to Mayor Daley’s greeting, 
J. Victor Herd chairman and president 
of all companies of the group, thanked 
the people of Chicago for the support 
they have given America Fore Com- 
panies throughout the years. He stated 
that premium income from the 18-state 
Western department last year amounted 
to over 100 million dollars, or about 37% 
of America Fore’s total premium writings 
for 1956. Mr. Herd also pointed out that 
America Fore’s investment in this same 
territory exceeds $165,000,009. 

The America Fore Group Western de- 
partment supervises business from the 
states of Colorado, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Michigan, Minnesota, 
Missouri, Nebraska, New Mexico, North 
Dakota, Ohio, Oklahoma, South Dakota, 
Tennessee, Wisconsin and Wyoming. 

The new America Fore building is 
completely fire-resistive and constructed 
with heavily reinforced concrete. It 
stands on the east bank of the Chicago 
River, directly opposite Chicago’s Union 
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John Hancock To Have 
Western Home Office 
At San Francisco 


Multi-Story Building To Be Erected 
In Downtown Section at Cali- 
fornia and Battery Streets 


SERVE 7 STATES AND HAWAII 


President Elliott Says Move Will 
Centralize Administrative, Sales, 
Investment Functions 


-Latest 
trend toward regional home offices for 


Boston- development in thi 
life insurance companies is the decision 
of John Hancock Mutual Life to build 
a Western home office building in San 
Francisco to be headquarters for its op- 
Western 

unnouncement by 


states and 
Byron kK 


company also 


erations in seven 
Hawaii. The « 
Elliott, 
points out that this is just a further step 


president of the 


in the company’s program of centralizing 
home field 
Mr. Elliott said the company 


office functions in the 
has se 
cured title to properties located at the 
southeast corner of California and Bat 
tery Streets, and will proceed with con 


struction of a multi-story building as 


soon as demolition of existing buildings 
is completed. 

The new office is designed to expedite 
service to John Hancock policy owners 
in the western area and will also serve 
as a means of centralizing administra 
tive, sales and investment functions 


Company’s Large Business In Region 


“In spite of the investment required for 
this additional home office, it is felt that 
due to the rapid growth of population 
and the company’s insurance in force 
and investments in the region, the build 
ing will prove to be the most economical 
way of properly serving John Hancock 
policy owners and the public.” Mr. Elliott 
said. 

The John Hancock has approximately 
$114 billion of insurance in force, and 
investments totalling some $520 million in 
the seven Western states and Hawaii 
which will be served by the new office 

Raymond Deston, western vice . 
dent for the company with offices at 35 
California Street, San Francisco, will re 
lease further details regarding the build 
ing as soon as the architect's drawings 
have been completed. Cahill Brothers 
Inc. has been selected to handle demo 
lition and construction work. Norris, 
Beggs & Simpson will handle the man 
agement of the existing buildings pend 
ing their demolition and have also been 
appointed leasing agents for that portion 
of the new building which will not be 
occupied by the John Hancock for its 
own operations 

The architectural styie will be a blend 
of conservative granite exterior with a 
practical amount of glass. Basement 
parking facilities will be provided 
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BUYER’S CHOICE: 


Variety of plans for basic policy on husband’s life, in amounts of $4,000 or more. 


Term on wife to her age 55, 60, 65 or 70 for any amount up to 50% of basic policy 
(minimum $2,000, maximum $10,000). 


@ Term to age 21 on each child 14 days to 18 years old, 50% of wife’s coverage (minimum 
$1,000, maximum $5,000), lesser benefits until 6 months old. 


@ At husband’s death: Fully paid-up on wife and children. 
@ At wife’s death: Fully paid-up on children. 


@ Wife’s and children’s insurance convertible at expiration of term coverage, without evidence 
of insurability. Children’s convertible for as much as five times original coverage. 


ADDITIONAL FEATURES AVAILABLE 


@ Accidental Death Benefit on basic policy. 
@ Disability: Waiver only, or Waiver and Income on basic policy. 


( e Extra Protection: up to 150% of basic policy 


An ne 
ae ) @ Annually reducing Mortgage Insurance 
1°) ese 
Rid e@ Family Protection: Income from father’s death to end of 10, 15, 
ars | or 20 years after issue date 


For full information and sales helps see our nearest General Agent. 


Massachusetts Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 





The Policyholders’ Company 
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Aetna Life Leaders’ Meetings 


President Henry S. Beers Sees No Need To Legislate Limits on Group Life; Group 
and Ordinary Complement Each Other; Some Agency Leaders On Program. 


Whitefield, N. H.—Henry S. Beers, 
president of Aetna Life Insurance Co., 
decried the belief that legislation was 
needed to stop the growth of Group 
life insurance before it crowds the Ordi- 
nary business out of existence. Mr. Beers 
spoke at a four-day regional meeting of 
the company’s leading representatives. 

Attacking the view that pictures the 
rise of Group insurance as “the cancer- 
ous growth of mass selling,” Mr. Beers 
declared that such an ‘attitude can only 
arise from “an unfortunate unfamiliarity 
with Group insurance, how it is sold, and 
how it works after being sold.” 

Mr. Beers asserted his strong belief 
in low maximum limits of Group life 
insurance and said he regretted that 
“high limits are becoming popular and 
are being demanded by Group insurance 
purchasers.” He pointed out, however, 
that his reasons for favoring low Group 
life limits did not include a belief that 
“the field of Ordinary sales needs to be 
protected by legislation or other man- 
datory rule against the competition of 
life insurance.” 

Mr. Beers admitted that there have 
been instances where Group insurance 
caused Ordinary policies to be dropped 
and where it decreased the amount of 
Ordinary that could have been sold, but 
pointed out that these cases constitute 
“a small sainority of any agent’s pros- 
pects and . ‘tients. The aggregate effect of 
Group sales as a part of total life insur- 
ance selling has been in the direction 
of helping to persuade the American 
public of the value of a substantial pro- 
gram of life .1surance.” 


Group and Ordinary Complementary 


“Group surance and Ordinary insur- 
ance are complementary,” the Aetna Life 
president said. “The popularity of one 
does not detract from the popularity of 
the other. On the contrary, the effect is 
cumulative—because the growing popu- 
larity of either Group or Ordinary adds 
to the popularity of life insurance itself. 
Our greatest competitor is not other life 
insurance but the prospect’s tendency to 
spend his income on things other than 
life insurance.” 

Mr. Beers was optimistic about the 
future of the Ordinary, life insurance 
business which, he said, “may be on the 
threshold of a period of great growth and 
prosperity. The American public has be- 
come widely convinced that nearly every- 
body should carry a substantial amount 
of life insurance and, in each succeeding 
decade, it becomes possible to raise the 
sights of the public regarding what may 
constitute an adequate life insurance 
program.” 

The Whitefield meeting was the first 
of a series of four conferences held dur- 
ing the month for the Aetna Life Corps 
of Regionnaires, national honorary’ or- 
ganization of the company’s top pro- 
ducers, under the direction of Robert B. 
Coolidge, vice president. 

Four members of the Regionnaires’ 
Old Guard, who have been members of 
the corps each of the 29 years since it 
was founded, were honored at the open- 
ing of the meeting. They were Ernest 

. McCutcheon of Hartford; Erhardt G. 
Siledes CLU, of New Haven; Harry G. 


Feldman of Pittsburgh, and H. Cochran 
Fisher, CLU, of Washington. 


Some of the Talks Heard 


In other talks at the conference, 
Thomas J. Wolff of Hartford stated that 
in estate analysis work each prospective 
policyholder should be presented a life 
insurance program designed to meet his 
particular needs. To facilitate closing the 
sale, copies of the proposal are also pre- 
pared for the prospect’s attorney, ac- 
countant and trust officer, all of whom 
should be present when the program is 
explained, Mr. Wolff said. 

I. F. Cook, vice president, Group divi- 
sion, stated ‘that the best opportunities 
for Aetna Life producers in the Group 
field are in writing miniature Group 
plans, major medical and comprehensive 
plans, Group life with paid-up values, 
and Group annuities. 

Considering the thousands of small 
businesses, Mr. Cook said the prospects 
for w riting miniature Group were almost 
limitless. Referring to major medical, he 
stated that “few developments in the 
employe benefits field have caught the 
imagination of management, unions, em- 
ployes and the public so quickly.” He 
pointed out that Group paid-up coverage, 
pioneered by Aetna Life 15 years ago, 
is “Group insurance in its most modern 
and permanent form.” 

Fulfilling the moral obligation of an 
employer to pay the salary of a key man 
while incapacitated is one of the manifold 
adv antages of key man accident and 
health insurance, said Willard C. Cousins, 
field supervisor. 

Mr. Cousins pointed out that the cov- 

erage is particularly helpful to small 
businesses by helping to offset the finan- 
cial drain imposed on a firm’s resources 
through the disability of a key man. 
_ Key man accident and health insurance 
is a vital supplement to workmen’s com- 
pensation and disability benefits, both of 
which are insufficient to meet the income 
needs of higher salaried men, Mr. Cous- 
ins stressed. 

Emil Post of Brooklyn pointed out that 
building up “centers of influence” through 
friends, business acquaintances and mem- 
berships i in organizations is the keystone 
of life insurance selling. Thereafter, di- 
rect mail can be helpful in cultivating 
these centers of influence. Rather than 


calling on professional men haphazardly, 
Mr. Post said, he periodically sends a 
letter to groups such as doctors and den- 
tists, which he follows up by personally 
interviewing all respondents. 


“More Markets” Campaign 


The 1957 “More Markets” advertising 
campaign “can spearhead prospecting 
and set the course for some of the most 
productive selling in your career,” John 
H. Warner, Aetna Life advertising man- 
ager, told the assembled agents. 

Extensive advertising in leading trade 
publications keyed to particular markets 
has been planned in order to reach the 
greatest number of major businesses, he 
said. Mr. Warner cautioned, however, 
that the real force behind the campaign 
lies in the manner in which the indi- 
vidual agent follows through and con- 
tacts the heads of businesses discussed 
in the advertisements. 

George Rapaport, assistant general 
agent at Springfield, Mass., stated that 
while many plans have been used in sit- 
uations involving uninsurable partners, 
the one which has served him best calls 
for what amounts to key man insurance 
on the insurable partner. This plan en- 
hances the latter’s ability to borrow 
money to indemnify the other partner’s 
family and also offsets the loss to his 
own family should he die while the loan 
is still outstanding. 

Truman Purdy of Sunbury singled out 
improved employe relations and the ac- 
quisition of tax-free dollars as two major 
advantages that will accrue through a 
pension plan to the owner of a sniz ull to 
medium sized business. Pension plans 
will prove helpful to a firm in attracting 
a high calibre of employe, particularly 
in the case of recently organized busi- 
nesses, he explained. Pension plans for 
these companies are generally the most 
economical to write, since the employes 
are more apt to be in a younger age 
bracket. 

Stressing the importance of life in- 
surance to society, William H. Meivin Ir. 
of Pittsburgh said the agent’s career op- 
portunities are best served by fulfilling 
his responsibility toward his clients. 
While some agents express powerful se!l- 
ing ideas, Mr. Melvin told his coileagues, 
they often do not use sufficiently under- 
standable terms to convince the prospect 


MDRT Annual Meeting Program 


The latter half of the program for the 
annual meeting of the Million Dollar 
Round Table June 30-July 3 will in- 
clude these events, according to MDRT 
Vice Chairman William D. Davidson, 
CLU, Equitable Society, Chicago, who is 
chairman of the program committee : 

A lecture Tuesday morning, July 2, 
on “Recent Tax Cases, Rulings and Reg- 
ulations,” by Denis Brandon Maduro, 
New York tax and business insurance 
legal authority. Following his talk, Mr. 
Maduro will be quizzed on behalf of the 
members by a panel consisting of Stan- 
ley S. Watts, Equitable Society, Nor- 
folk, Va.; John H. Thurman, CLU, 
Penn Mutual, Atlanta, and D. Miley 
Phipps, CLU, New England Life, Cleve- 
land. 

Twelve concurrent room hopping ses- 
sions Tuesday evening, of which five will 
be on business insurance, two on estate 
planning, one on Group insurance cover- 
ages, one on employe benefit plans, one 
on programming and estate planning, 


and two on miscellaneous package sales. 

An entire morning session Wednesday 
on executive compensation plans, Start- 
ing with talks by Forrest Wallace, Chi- 
cago, of McKinsey & Co., Inc., man- 
agement consultants, who will talk on 
management aspects of executive com- 
pensation, and James F. Thornburg, 
South Bend, Ind., attorney, who will dis- 
cuss the legal aspects of executive com- 
pensation plans. He has acted as legal 
consultant on some of the largest plans 
in the country. 

Following Messrs. Wallace and Thorn- 
burg, a panel on executive compensation 
moderated by William T. Earls, CLU, 
general agent, Mutual Benefit Life, Cin- 
cinnati, past Chairman of the Round 
Table. Panelists will be Harry C. Cope- 
land, Jr., Massachusetts Mutual general 
agent at Syracuse, N. Y., who will cover 
agreement forms for deferred compen- 
sation plans; Robert K. Clark, CLU, 
New England Life, Cleveland, who will 

(Continued on Page 20) 





John Haley 
HENRY S. BEERS 


of the future need and value of liie 
insurance. When an agent fully under- 
stands the beneficial effecis of a claim 
on a family unit, he will be abie to offer 
all policies in a more convincing way 
that will motivate the prospect to feel 
the need for the protection. 

Bigger insurance cases that will bring 
more stimulation and satisfaction can -” 
developed by adopting a professional < 
titude toward life insurance se!ling, nid 
Wetherbee Lamson, CLU, of Lowell 

Advanced study and cooperation with 
other business advisors can help tie in- 
surance representative to i:ecome protes- 
sional and well versed in his business, 
Mr. Lamson stated, since suc) men as 
lawyers and accountants are the ones 
who will provide the necessary ‘ ssistance 
when an agent is negotiating sy sarge 
policies as split dollar insurance, busi- 
ness coverage, pension trusts pale de- 
ferred compensation. 

Further economic growth, already 
“well ahead of schedule,” was forecast 
in the next 10 years by Arthur R. 
Upgren, dean of the Amos Tuck Scisool 
of Business Administration at Dart- 
mouth College. 

In 1954, Dean Upgren recailed, Presi 
dent Eisenhower predicted a rise in gross 
national production from $358 billion of 
that year to $500 billion by 1965. In less 
than three years, however, it rose by 
$66 billion, or 40 per cent of the gain 
expected for the 1l-year period. 

“Clearly, there is a quickenims 
pontential growth which is the vatural 
result of increased capital fing icing -and 
of increased abilities of the bank ing zy 
system to provide for the needs of in- 
dustry,” he stated 

Continued long-run economic growth 
will be facilitated as soon as the current 
threat of inflation subsides, Dean T 


to our 


Upgren 
declared. Forces expected to <urb infla- 
tion are the supplies of goods “which 
will pour forth in increased measure’ 
from plants newly equipped and expand- 
ed in the past tw2 years; the increase 
in personal savings ; the automatic in- 
crease in savings represented by gross 
depreciation reserves, and a “modestly 
enlarged surplus” in the 1957 budget 
which will make more money available 
for financing business this year and next. 
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Paul Troth, S. Waring 
Asst. Vice Presidents 


ADVANCED BY NEW YORK LIFE 


Allen Bailey, Francis Cooper and Wm. 
Hart Division Heads of Public 
Relations Dept. 


The appointment of two assistant vice 
presidents in the department, 
three new title designations in the public 


agency 


relations department and the naming of 





PAUL H. TROTH, JR. 
a superintendent in the personnel de- 
partment have been announced by New 
York 


Paul 


Life. 

H. Troth, Jr., and Stewart War- 
ing will become assistant vice presidents 
in the agency department. 

Mr. Troth, now director of Group sales 





promotion in the group department, will 


transfer to agency with responsibility 


r sales promotion of all company cov- 








Mr. Waring, presently director of mul- 


om _] ‘ ¢ r +311 ~ sh! 
tiple sales in agency, will be responsible 


for agency Group sales, A.&S., pen- 
sion trust, brokerage and Nyl-A-Plan. 
Mr. Troth joined the company as 


Group field assistant in 1951. Since 1952 


as director of Group sales promotion, 


he has assisted in the development of 
field and policy holder relations within 


the company’s Group department. 





Mr. Waring also came to New York 
Life in the Group department in 1951 
s eld assistant. He was appointed 

Group manager in 1952 and 
€ [ ency Group sales in 1954 
as made director of multiple sales 
in October, 1956 


Bailey, Cooper and Hart Advanced 


Allen M 
and Willian 


Francis L. Coe 


art will bec 


yper 
ome direc- 











‘ts, director of ad- 





ert f public informa 
i, in the Public Rela- 
All have been senior 


epartment. 
the company in 1949 
the development of 
’s public relations activities 
ite and Mortgage Loan, as 
- program and 
fore join- 
ailey was active 
business public 
several 
nt with Earl 








years 





relations const 





and Company. 
Mr. Cooper who became advertising 
manager in 1956, previously was editor 


of the New York Life News and pub- 
lic relations advisor in employe rela- 
tions. He worked on newspapers in Min- 


neapolis and Rochester before joining 
New York Life in 1946. om 
Mr. Hart joined New York Life in 


1953 to organize the news bureau. Pre- 
viously, he was in public relations with 
N. Y. World’s Fair, Pan American 
World Airways, Idlewild Airport, and 
was information officer for the Port of 
New York Authority. 

Dale Employment Division Supt. 


Harry S. Dale has been named super- 





STEWART WARING 


division 


Mr. Dale, 


intendent of the employment 
in the personnel department. 

who has been employment supervisor, 
joined the company in 1914. After two 
years in the home office agency depart- 
ment, he became a member of the agency 
field. force in New York City. From that 
time until 1939, he held the posts of 
cashier, agency organizer and agency 
director in several metropolitan offices. 
In 1948 he joined the staff of the per- 
sonnel department as personnel assistant. 


New York Life Merges 
Actuarial—Research 


JOHN F. RYAN V.P. AND ACTUARY 





Charles M. Sternhell 2nd V.P. and Ac- 
tuary; Many Others Advanced 
in New Setup 





A re-alignment of personnel, a num- 
ber of title changes and the merging of 
the previous actuarial and insurance re- 
search departments into a new actuarial 
department, have been announced by the 
New York Life. 

John F. Ryan has been desigtlated vice 
president and actuary under senior vice 
president and chief actuary James T. 
Phillips. 

Other new title designations are: 

Charles M. Sternhell, second vice pres- 
ident and actuary; James R. McDon- 
nell, actuary; Charles S. Schnelle, actu- 
ary; Joseph C. Sibigtroth, actuary; Dan- 
iel Barry, associate actuary. 

H. Frank Homan, Jr., assistant vice 
president; Albert E. del Vecchio, execu- 
tive assistant; John A. Golden, admin- 
istrative assistant; Cornelius Hyatt, Jr., 
administrative assistant; J. Benham 
Phelps and Clinton A. Burch, manager 
and assistant manager, respectively, of 
the Policy Forms Division. 


Ryan Heads Enlarged Actuarial Dept. 


Mr. Ryan, who will have immediate 
responsibility for the enlarged actuarial 
department under Mr. Phillips, joined 
New York Life in 1929. A Fellow of 
the Society of Actuaries, he was ap- 
pointed assistant actuary in 1945, execu- 
tive assistant in 1949, assistant vice 
president in 1950, second vice president 
in 1954 and a vice president in October, 
1956. 

He is a member of several of the So- 
ciety’s committees. He is a member and 
secretary of the program committee of 
International Congress of Actuaries for 
1957 and a member of Home Office Life 
Underwriters Association. He lectured 
for several years for the Insurance So- 
ciety of New York. 

Actuarial Assignments 

Mr. Sternhell joined New York Life 
in 1951 as an executive assistant. A 
Fellow of Society of Actuaries and grad- 
uate of City College of New York, Mr. 
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ance? You can handle all their business . . . including Life. 
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department ready to give you, the general insurance man, all 
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Sternhell was named assistant vice pres- 
ident in 1954 and a second vice president 
in October, 1956. 

Mr. McDonnell has been with the 
company since 1925. A Fellow of So- 
ciety of Actuaries, he became assistant 
actuary in 1949 and associate actuary in 
1954. 

Mr. Schnelle joined New York Life 
in 1931 following his graduation from 
Yale. He was appointed assistant actu- 


ary in 1949 and associate actuary in 1954. 





JOHN F. RYAN 


He is a Fellow of Society of Actuaries 
and is also past president of the com- 
pany’s Goodfellowship Club. 

Mr. Sibigtroth, a Fellow of Society of 
Actuaries and graduate of University of 
Illinois, joined the company in 1952 as 
administrative assistant. He was ap- 
pointed executive assistant in 1954 and 
assistant vice president in October, 1956. 

Mr. Barry joined New York Life in 
1939. During Army service in World 





CHARLES M. STERNHELL 


War II he was assigned to the Research 
and Development service at Johns Hop- 
kins University. Mr. Barry was ap- 
pointed assistant actuary in 1954. He isa 
Fellow of Society of Actuaries. 

Mr. Homan, who for several years has 
had responsibility for the actuarial de- 
partment’s policy forms division, has 
been executive assistant since 1955. He 
joined New York Life in 1931, became 
actuarial assistant in 1949 and admin- 
istrative assistant in 1954. 

Mr. del Vecchio joined the company’s 
actuarial department in 1929. He later 
worked in the disability benefits and 
program agreement departments before 


(Continued on Page 12) 
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APPEARING 55,877,170 TIMES 


...to help wrap up record sales 
of New York Life’s newest product! 
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by millions in Life, 
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NALU Position on Employe Welfare 
And Pension Plans Legislation ‘Told 


Washington — The National Associa- 


tion of Life Underwriters has gone on 


record with a Senate Subcommittee as 


endorsing Federal legislation to require 


welfare and _ pension 


and make annual 


certain employe 


plans to register with 
reports of their financial operations to a 
government agency and to make full dis- 
closure of such operations to benefici- 
aries and other interested parties. How- 
ever, NALU said any such legislation 
should be limited in its application to 
so-called “cents-per-hour” and_ similar 
types of plans and not be extended to 
reach “level-of-benefits” plans. 

NALU’s views were set forth in a 
statement signed by Harry N. Phillips, 
CLU (Sun Life of Canada, Los Angeles), 
chairman of the NALU Group Insurance 
Committee, and Carlyle M. Dunaway, 
NALU general counsel. It was _ filed 
June 19 with the Senate Labor Sub- 
committee on Welfare and Pension Fund 
legislation. 

In support of 
disclosure legislation 
to cents-per-hour and similar welfare 
and pension plans and should not cover 
the level-of-benefits variety, the state- 
ment said: 

a ypic ally, 
hour) plan, the 
ligation is to pay a 
generally based on a_ percentage of 
his payroll, into a welfare or pension 
fund. It then becomes the duty of the 
f the fund to provide 
such benefits as 
ntribution is sufficient 
h the purchases of 


NALU’s position that 


should apply only 


under such a (cents-per- 
9 oyer’s primary ob- 
fixed contribution, 


aries 








insurance or otherwise. In such a situa- 
tion, it is oby to the extent that 
the employer tribution is used for 
non-benefit purposes, his employes’ 
beanhts will be directly reduced. As the 









Subcommittee on Welfare and Pension 
Fur found in number of instances 
this type « ngement provides un- 
scrupulou als with both the 
temptati oppo tunity to dip 
their ha ‘till,’ or otherwise 


to assets for Biretreocen or 
between the time 
r makes his contribution to 
or pension oe and the 
hen his ribution is used t 
benefits for his employes. 


use 
> purpose 
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the wel 
time w 
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Advantages of Level-of-Benefits Plan 








‘So far as we are, virtually no 
such skullduggery found by the 
Subcommittee are and Pension 
Funds to re the employer un 
dertook, » a fixed contribution 





wel 






t 1 fund, but to pro- 
vide spe n for his “re spe og 
under a so-called ‘level-of-benefits’ plan 
Parthes, it is not our ws ief th at the 
same paptet yn and opportunity for 
wrongdoing are simply not present wher 
level 2 l is involved Ba 
der pach the employer 


promises an agreed pack- 
a t | h he assumes all 
the cost. This 
iployer obviously 


interest in seeing to it 


tha € venents are p vided at as low 
a cost as >: otherwise, he would 
be in 





tion of squandering his 
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itimate interest 
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HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















benefits, whatever their cost to the em- 
ployer may be. 

“We repeat, therefore, that it is our 
belief that level-of-benefits plans pre- 
sent neither the opportunity for abuse 
nor the need for disclosure which exists 
in the case of cents-per-hour and similar 
plans. Level-of-benefits plans tend to be 
self-policing and, particularly where they 
are funded by insurance, as most of 
them are, always stand to benefit cost- 
wise from the very keen competition 
among insurance carriers for this type 
of business.” 

In addition to arguing that disclosure 
legislation with respect to level-of-bene- 
fits plans was “unnecessary and unwar- 
ranted in the light of present evidence,” 
the statement had this to say about two 
of the pending bills that would require 
registration, reporting and disclosure by 
such plans: 


“We further believe that if either bill 


were adopted, the resulting increased 
costs of administering welfare and pen- 
sion plans and the red tape that the 


required registration, 
closure would entail might easily tend 
to deter the adaption or liberalization of 
level-of-benefits plans by many employ- 


reporting and dis- 


ers, particularly in the small and me- 
dium-sized groups.” 


Commission Question 


NALU also urged that any disclosure 
enacted in the welfare and pension fund 
field should expressly forbid union offi- 
cials, union members, contributing em- 
ployers, their employes or members of 
such individuals’ families from sharing 
in any commission, fees or salaries paid 
by either an insurance company or a 
fund or from having any interest in any 
insurance agency or broker through 
which a fund placed its insurance. NALU 
expressed its belief that such a prohibi- 
tion in the law would “go far toward 
eliminating the exorbitant commissions, 
fees, salaries and kickbacks” that ap- 
parently have often been paid in connec- 
tion with the operations of employe wel- 
fare and pension funds. 

NALU took exception to a_ proposal 
contained in some of the bills under 
study by the Senate subcommittee that 
would require a plan’s annual report to 
specify the services rendered by an 
agent or broker receiving commissions 
or fees from an insurance carrier in 
connection with insurance purchased by 
the plan. Such a_ requirement, said 
NALU, would single out agents and 
brokers for “uniquely discriminatory 
treatment.” Hence, NALU recommended 
that the requirement be either deleted 
or made to apply to all persons receiv- 
ing compensation of any nature in con- 
nection with a welfare or pension plan. 





Where is the other 
$5.000? 


A PROSPECT had two friends in the 
Life Insurance business and wanted 
to split his purchase of permanent 
insurance between them. As a solu- 
tion he gave each man an equal 
amount of money and had each 
place a policy on his life. Within 
a year he died. One agent called 
on the widow with a check for 
$25,000 — the proceeds of a Manu- 
facturers Life G.M.P.* contract. 
Within a few days the second man 
delivered the proceeds of the 
$20,000 policy that he had arranged 
at the same premium. He faced an 
embarrassing situation when the 
widow asked, “Where’s the other 
$5,000?” 


There would have been little com- 
fort for her in the explanation that 
— if the policyholder had lived, if 
the Company had met its current 
dividend estimates, and if the insur- 
ance were no longer needed — the 
policy would have shown a low net 
surrendered cost at the end of 20 


years. From the widow’s point of 
view the “other $5,000” was a much 
more significant cost. 


This is an illustration of what can 
happen when Life Insurance is pur- 
chased on a net surrendered cost 
basis rather than for maximum pro- 
tection. We believe there’s only one 
significant cost factor when you are 
selling a client who requires sub- 
stantial lifetime coverage. That’s 
cost in terms of maximum pro- 
tection for the beneficiary for a 
given guaranteed outlay. Consider 
our G.M.P. contract from this 
angle. At age 35, $1,000 a year will 
provide over $54,000 of G.M.P. — 
as compared to less than $43,000 
under most whole life par contracts 
on which low net surrendered costs 
are currently estimated. 


Why don’t you call Manufactur- 
ers Life for help with your next “net 
cost” seniniseesnia case? 


*Whole Life non par $25,000 minimum. 


BRANCH OFFICES IN THE FOLLOWING CITIES: 
BALTIMORE ¢ BOISE ¢ CHICAGO « CINCINNATI « CLEVELAND « COLUMBUS ¢« DETROIT ¢ HARTFORD 


HONOLULU « LANSING « LOS ANGELES « 


MIAMI 


¢ MINNEAPOLIS ¢ NEWARK e PHILADELPHIA 


PITTSBURGH ¢ PORTLAND e SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE * SPOKANE « WASHINGTON, D.C. 


Also licensed in Arizona, Delaware, Kentucky, Virginia and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 








LIFE 
EXECUTIVE-ASSISTANT 
$10,000 
Eastern company, established over fifty 
years, good reputation in the industry. 


President of this company is ‘in the market’ 
for an executive assistant. He has given us 
the following specifications: Age to 45, 
college helpful (not mandatory). Minimum 
of 7 years experience on managerial or 
heavy supervisory levels, preferably Home 
Office. Background should have provided 
insight into both Administrative and Pro- 
duction functions. 
ALL INQUIRIES HANDLED 
CONFIDENTIALLY. 

Large selection positions currently available 
reo areas of the country. LIFE—ACCIDENT 

HEALTH—FIRE & CASUALTY. Write for 
pA information about our service—no 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














NALU also expressed gratification 
that all of the bills being considered 
by the Senate group provided only for 
registration, reporting and disclosure by 
welfare and pension plans, “properly leav- 


ing any necessary regulation of such 
plans in the hands of the individual 
states.” 


Named General Agent By 
Empire State Mutual Life 





GILBERT 


SANFORD F. 


Empire State Mutual Life of James- 
N. Y., announced the appoint- 
ment of Sanford F. Gilbert as general 
agent in the newly established agency 
of the company at Freeport, Long Is- 
land, N. Y 

Mr. Gilbert goes to Empire State from 
the Harold DeMian Agency of Postal 
Life where he agency supervisor. 
Mr. Gilbert received his life 
as a field underwriter of Mutual of New 
York, where he was 
National Field Club. 

The Gilbert 
kers, agents and surplus writers in Nas- 
sau, Suffolk and Queens Counties with a 
accident and 
forms 


town, 


was 
training 


a member of the 
Agency will service bro- 
complete portfolio of life, 


health, hospitalization, and all 
of Group insurance and D.B.L. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT os BROOKLYN 1,N. Y. 
Riangle 5-7362 
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DESIGNED ESPECIALLY FOR 
SPLIT DOLLAR AND KEY MAN SALES 


A fresh and intriguing approach 
to better employee morale through 
greater financial security. 


Announcing 


STATE MUTUAL’S 
NEW 


© 




























IMPORTANT HIGHLIGHTS 


of State Mutual’s New EQUITY BUILDER Policy 








on Face amount $25,000 and up. 
by Death benefit before age 65, or tenth an- 


niversary if later, face amount plus cash 
value. Thereafter, face amount only. 


@ Issued males actual ages 16 thru 70, 
females actual ages 19 thru 70. 


@ Females written with 3 year age rate-down 
credit in states where approved. 


fe # 
4 , 


WHOLE LIFE 
POLICY 


@ Also available to Special Class risks up 
to and including Table 16. 


@ High cash values in early years... Full 
reserve immediately. 


@ Level Term to Age 65 Rider for male 
applicants. 


@® Waiver of Premium Benefit available. 


Accidental Death Benefit available with 
coverage continuing to age 70. 


Dividends commencing at end of Ist year. 


@ When used for Split Dollar sales, em- 
ployee’s beneficiary assured of at least 





Is full face amount. 
om 
stal 
sor. 
ing Se a ee a ee 
' ' 
hi 1 STATE MUTUAL LIFE ASSURANCE COMPANY : 
be Learn today how State Mutual’s new Equity Builder offers‘ WORCESTER, MASSACHUSETTS a 
new and profitable sales opportunities for aggressive General 1 : ; a 
ro era +4 for 23 ‘| 1 Please rush full information about your new Equity § 
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Harry Gardiner Dies 
From Heart Attack 


FORMER HANCOCK ‘GENERAL AGT. 





One of Best Known Agency Managers 
in Country, Retired in 1951; 
56 Years in Insurance 





Harry’ Gardiner, who retired as gen- 
eral agent for John Hancock Mutual 
Life in New York in 1951, one of the 


best known and highly respected agency 
managers in the country, died on Mon- 
day after suffering a heart attack while 
participating in the governors’ tourna- 
at Baltusrol Golf Club in New 


ment 


Blackstone Studios 
HARRY GARDINER 
Jersey. Mr. Gardiner was a former gov- 
ernor of the club. His age was 74. 
Mr. Gardiner was a past president of 
the Life Mi anagers Association of Greater 


New York which named him “Man of 
the Year in Life Insurance in Greater 
New York” in 1950. He was for some 


years treasurer of the National Associa- 
tion of Life Underwriters, resigning in 
1951. He was a director of the North- 
eastern Life Insurance Co. of New York 
and among other affiliations he was a 
avert of the Augusta National Golf 
Club. 

Surviving Mrs. 


are his wife, Gertrude 


Wallis Gardiner; a daughter, Mrs. Albert 
T. Dittmann; two brothers, Joseph and 
Frank Gardiner, and three sisters, Miss 


Laura Gardiner, Mrs. Ethel Smith and 


Mrs. Wallace Broadbent. 
Started With Hancock as Office Boy 


Mr. Gardiner was a large, robust man 
physically, of genial personality who had 


the reputation of being a “soft touch” 
for the agent in financial difficulties 
although his own youth was one of 
struggle. He had little formal education 


for he went to work to help out the 
family when he was in his early ’teens. 
His first job was as office boy in the 
Paterson, N. J. agency of John Hancock 
where he received $3 week to run 


do odd clerical jobs and sweep 
the office. But he made the most of his 
opportunities and at 18 was appointed 
an agent collecting a debit of $35 a week 
which produced an income of $7 week. 
Mr. Gardiner served Hancock in a 
number of cities. He was made cashier 
at Philadelphia, an assistant superintend- 
ent at Bridgeport and was offered the 
position of traveling auditor with head- 


errands, 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 














C. G. Johnson’s New Post 


C. Gordon Johnson has been named 
underwriting director of Allstate Life, 
organized early this year as a subsidiary 
of Allstate Insurance Co., Skokie, III. 

Prior to joining Allstate, Mr. Johnson 
was manager of the underwriting division 
of The Maccabees, Detroit. He as: a 
member of the Institute of Home Office 
Underwriters and Canadian Home Office 
Underwriters Association. 





quarters in Albany, N. Y., but the diffi- 
culty was this position did not pay as 
much as he was then making as agent. 
The company wanted him for the posi- 
tion so a compromise was effected. Mr. 
Gardiner was interested in the change 
for he was the first Hancock man to be 
transferred from the weekly premium 
department to the Ordinary department, 
the distinction being quite marked in 
those times. 

Then Mr. 


Hancock to open 


Gardiner was asked by 
an agency in Kansas 
City covering 24 counties. He was so 
successful there that the company ap- 
pointed him general agent in New York 
in 1921 where he remained for 30 years 
building one of the greatest agency or- 
ganizations in the country. 


G. C. Krueger Elected 
Chicago Ass’n President 


SUCCEEDING DAN A. KAUFMAN 





Other Officers and Directors Are Unani- 
mously Elected at Recent Annnal 
Meeting 





Gerhard C. Krueger, Equitable Life 
of Iowa, was elected president of the 
Chicago Association of Life Under- 
writers at the recent annual meeting. 
He succeeds Dan A. Kaufman, CLU, 
Northwestern Mutual Life. Other offi- 
cers elected are Robert K. Schott, CLU, 
Phoenix Mutual, first vice president; 
George H. Schuermann, Union Central, 
second vice president; 
gren, Jr., CLU, Ohio National, treasurer; 
Roy D. Simon, CLU, Penn Mutual, na- 


tional committeeman. Secretary-manager 


of the association is Joy M. Luidens. 

Directors elected to serve 
June, 1959 are George Baldwin, 
table Society; Edward F. Fendt, 


table of Iowa; Harry E. Marvell, Pru- 


dential; Paul A. Hazard, CLU, New 
Eng land L ife; ra Inbinder, Metro- 
politan; Henry ( . Hunken, Connecticut 


Oliver R. Aspe- 


through 
Equi- 
Equi- 

















$148 Million 





An nouncing — 


Father Age 30-$5,000; 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 


All Children and New Arrivals-$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


in Force in Less Than 5 Years 





Mother Age 30-$1,000. 

































































teed Increasing Insurability; 
$5,000 or More; 











Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Policy Death up or Death up or 
Year Benefit |Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
= 10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 
ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 


(c) Guaranteed 4% Interest Rate on Loans of 
(d) Guaranteed Paid-up Values 3% C.S.O. Table; 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 


(e) Guar- 


(g) Guaranteed Reduced Premium 


If husband is dis- 





EXECUTIVE OPPORTUNITY IN 
GROUP PENSION ADMINISTRATION 
A large eastern company with fast 

growing group pension department has 
unusual opportunity for experienced 
man to head up administration section. 
Our personnel has been informed of 
this ad. Reply Box 2527, The Eastern 
Underwriter, 93 Nassau St., N. Y. 38. 











Stuart A. Monroe, Mutual 
Benefit; J. Stanley Simpson, CLU, Met- 
ropolitan; Edgar D. Tripple, CLU, The 
Rockwood Co. 

Directors elected to serve through 
June, 1958 are Arthur J. Blond, Lincoln 
National; Robert S. Bowles, CLU, Great- 
West Life; Rose Deutch Herman, CLU, 
Mutual of New York; Albert Jann, Pru- 
dential; John W. Jones, John Hancock; 
Merrill H. Lundgren, CLU, New York 
Life; William E. D. Moore, State Farm 
Life; Ralph Welch, Bankers Life of 
Nebraska, Paul E. Vollmers, Acacia Mu- 
tual. 

Of the membership of 2,100 there were 
504 who received the National Quality 
Award, and 233 had taken the CLU 
examinations this month. Over 500 were 
enrolled in the Life Underwriting Train- 
ing Courses this year in 22 classes lo- 
cated in all parts of the city, and there 
were 158 Chicagoans who were listed as 
members of the Illinois Leaders Round 
Table. 

The 139 members of the MDRT were 
given special recognition at the annual 
meeting and Quaife M. Ward, the newly 
appointed executive director was pre- 
sented to the audience. Harriet Preinitz 
is executive secretary of MDRT. 


Mutual; 





Mass. Protective and 


Paul Revere Meeting 

More than 300 sales leaders of Massa- 
chusetts Protective Association and Paul 
Revere Life are attending a series of 
regional conferences for qualified mem- 
bers of the Worcester, Mass. companies’ 
national sales organization. Qualification 
for the three-day meetings is based on 
production during a recently completed 
fifteen month period. 

Honored at the conferences are mem- 
bers of the President’s Club, an organi- 
zation of the companies’ top producers 
whose officers include Frank Lazarus of 
Boston, president; Carl H. Holland of 
Greensboro, vice president; and _ re- 
gional chairmen of the board of direc- 
tors, Harry V. Hopkins of Dayton, Ohio; 
xeorge L. Porter of San Francisco; and 
W. Tracy Prater of Albuquerque, N. M. 

The conferences are being conducted in 
Colorado Springs; Pasadena, Calif.; 
Newcastle, N. H.; Miami Beach; and 
Estes Park, Colo. 

Included in the sales conference pro- 
gram are discussions on training, sales 
procedure and techniques, and current 
insurance developments. 

The meetings are being conducted by 
regional superintendents Robert P. Hal- 
lock, Marshall E. Hammergren, Harland 
L. Knight, Frank V. Maner and Edwin 
L. Sharpe. Members of the home office 
staff included in the program are Presi- 
dent Frank L. Harrington, and Vice 
President and Director of Agencies, John 
J. Plumb. 


APPOINT ALAN G. COHN 

Occidental Life of California has ap- 
pointed Alan G. Cohn to assistant re- 
gional Group manager in the San Diego 
Group office. Mr. Cohen moved to San 
Diego in March, 1955 from the home 
office training circuit and was named 
sales representative in September of that 
year. 

















HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Insurance in Tribute 
To Thomas R. Pansing 


NEBRASKA INSURANCE DIRECTOR 





Dinner Attended by Prominent Officials 
and Executives; To Practice Law 
in Lincoln 





By CLarENcE AxMAN 


Lincoln, June 25—To attest their re- 
gard for Thomas R. Pansing, Nebraska 
Director of Insurance, the insurance 
business of Nebraska, executives from 
some other states, Insurance Commis- 
sioners Fred S. Taft of Wyoming and 
Frank Sullivan, Kansas, turned out at a 
dinner at a country club in Lincoln to- 
night. After four and a half years in 
the supervisory post he is entering pri- 
vate practice of law here on July 1. Also 
at the event were two of Pansing’s pre- 
decessors at State Insurance Department, 
Cecil Fraiser and Bernard Stone. Toast- 
master was E. J. Faulkner, president of 
Woodman Accident & Life Co., and for- 
mer president of Health Insurance Asso- 
ciation of America. Spokesman for the 
insurance industry was V. J. Skutt, presi- 
dent Mutual Benefit of Omaha. A bound 
volume of 300 letters from prominent 
figures in the business was presented to 
Mr. Pansing by Dwight Perkins, presi- 
dent Farmers Mutual of Nebraska. All 
highly praised his administration. Host 
at the dinner was Insurance Federation 
of Nebraska. On behalf of that organi- 
zation James Ackerman, vice president 
and general counsel, Zankers Life of 
Nebraska, presented guest of honor with 
a wrist watch. Representing Governor 
Anderson was Fred Herrington, a mem- 
ber of his cabinet. Toastmaster Faulkner 
was introduced by Howard Lundgren. 
The banquet was also the occasion for 
introducing John Binning who will suc- 
ceed Mr. Pansing as Director of Insur- 
ance. 


Industry Always Cooperated 


In his talk Director Pansing highly 
praised staff of the Insurance Depart- 
ment, especially Walter Madden, chief 
deputy. Mr. Pansing said the Department 
had always been conducted on a high 
plane. It did not regard itself as a police 
agent, but as an instrument of contact 
between the state and the public for 
the latter’s protection. He called Ne- 
braska a state where no political action 
interferred with its insurance supervi- 
sion. Governors gave Department free- 
dom of action and insurance industry 
itself has always cooperated, asserting 
that since he has been in office no 
legitimate request Department has made 
of the industry has been refused. He 
was not optimistic about the future of 
state supervision saying that Federal 
Government is easing itself more and 
more into field of insurance regulation. 
Director Appointee Binning promised a 
strong and forceful administration of the 
Department. His opinion of insurance 
industry and of insurance itself is high, 
he declared. 


Some of Those Attending 


Among public men present were Judge 
Paul White of Lancaster County, Presi- 
dent Burnham Yates of Lincoln Cham- 
ber of Commerce, Robert Crosby, former 
Governor, and Charles Moon of Nebraska 
Department of Health. Attending dinner 
also were presidents of 27 Nebraska 
insurance companies. 

Among others at banquet were Alex- 
ander Query, Ardell T. Everett and 
Donald McNaughton of Prudential; Gen- 
eral Counsel Ralph Kastner, ALC; Roy 
Macdonald, director of company rela- 
tions, Health Insurance Association of 
America; N. M. Longworth, United Life; 
J. Charles King, former executive vice 
president Hooper-Holmes Bureau; Barry 
Oakes, Bankers Life of Iowa; Harry 
Fuller, National Bureau of Casualty Un- 
derwriters; Spaulding Southall, National 
Association of Independent Insurers; 


Robert Rydman, North American Life & 
Casualty, and Joseph McGee, Old Ameri- 
can Insurance Co. 

New Nebraska Insurance Director 
John Binning has been assistant attorney 
general since September, 1954, and also 
was Lincoln City prosecutor. He had an 
outstanding war record in Marines dur- 
ing World War II and in Korean con- 
flict. He has been chairman of Lancaster 
County Young Republicans. A graduate 
of University of Nebraska School of 
Law, he is a native of Kimball, Neb. 
Mr. Binning has two children. 


Pansing Prominent in NAIC 


Mr. Pansing leaves Nebraska Insur- 


ance Department after being one of 
leading members of National Association 
of Insurance Commissioners and having 
at times been chairman of these com- 
mittees: valuation of securities, rates 
and rating organizations, life, and fra- 
ternal insurance. Probably he attracted 
most attention as chairman of subcom- 
mittee on accident and sickness adver- 
tising rules, that committee preparing 
rules governing advertising of that type 
of insurance which were adopted by 
Commissioners association. Commission- 
ers subcommittee which worked closely 
with insurance industry had 30 meetings 
before rules were adopted. 

A graduate of Omaha High School and 


University of Nebraska where he got 
B.A. degree in College of Law, Mr. 
Pansing spent a year in Boston adjust- 
ing automobile claims for Liberty Mu- 
tual. Mr. Pansing joined Navy in 1945 
and saw service in Mediterranean includ- 
ing an LST landing and then for three 
years was in legal department, Bankers 
Life of Nebraska, and in 1948 started a 
Lincoln law firm. For four years he was 
a member of Lincoln City Council and 
was acting mayor of Lincoln for a year. 
In 1952 he managed the successful cam- 
paign of Governor Crosby, head of law 
firm he is now joining. He became In- 
surance Director in January, 1953. He 
is married and has four children. 








living. 
















HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


quately covered a man’s family is now leaking aa 


through holes punched in it by the rising cost of 


But these holes can be easily patched, at a very 
small premium, with one of Occidental’s Income 


Protection Policies. 


These plans permit a man to buy exactly the size 
patch he needs by providing any selected amount 
($50 minimum) of monthly income — graduated 
if need be — for any selected period of from 10 
to 50 years. Convertible to age 65, they are is- 
sued substandard to Table F and are available with 


Double Indemnity and Income Disability. 


Leak-stopping protection that will give any family 


“More Peace of Mind Per Premium Dollar.” 


A Star in the West..." * 


Leaky Umbrellas 





Many an umbrella of protection that once ade- oop 








"WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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Republic 


Republic National Life, Dallas, has an- 
nounced a complete reorganization of 
division due to the resigna- 
Robert P. Hale, who has been 
vice president and director 


its agency 
tion of 
serving as 
of agencies. 
Clarence 


Skelton, senior vice presi- 





HOWARD J. CHANNELL 


dent and coordinator of production plan- 
ning has announced the following ap- 
pointments: 
Howard W. 
tant vice president 
branch offices. He 


becomes assis- 
director of 


assisted by 


Channell 
and 
will be 


National Reorganizes Agency Operations 


dent and sickness general agencies in 
addition to his present duties. 

Lyman E. King, CLU, is assistant vice 
president and director of agency train- 
ing. Charles D. Walters is assistant 
training director. Mr. King and Mr. 
Walters are responsible for the develop- 





JAMES W. GALLOWAY 


ment of the company’s training pro- 
gram. 

According to Mr. Skelton, with the 
new agency, general agency and _ bro- 
kerage reorganization together with the 
company’s rapidly expanding Group and 





EDWARD R. NADALIN 


Pete Robinson, 
superintendent 
Caprielian 


Jack H. Hargis and J. 
who have the title of 
of agencies, and Robert E. 
as agency secretary. 
James W. Galloway 


will be assistant 


vice president and director of general 
agencies. He will be assisted by Donald 
C. Clark who will have the title of 


superintendent of general agencies. 

Mr. Channel] and his assistants will 
have the responsibility of over-all super- 
vision and development of the company’s 
branch offices. Mr. Galloway and Mr. 
Clark will continue developing the com- 


pany’s new general agency operations 
throughout the states in which it oper- 
ates. 


Edward R. Nadalin becomes assistant 
vice president and director of brokerage. 
He and Mr. Galloway will have the as- 
sistance of Arthur T. Ellis as general 
agency and brokerage secretary 

Allen Cureton becomes assistant vice 
president and director of accident and 
sickness agencies. Mr. Cureton who has 
had long experience in the accident and 
sickness field will have the added re- 
sponsibility for the development of acci- 


ALLEN CURETON 


operations the 
announced 
insurance in 


reinsurance 
pects to achieve the 
two billion of life 
by December, 1959. 


company ex- 
goal of 
torce 


Assists in Heart Research 


Great-West Life recently made a 
grant to the University of Manitoba, 
Surgical Research Laboratory, Depart- 
ment of Surgery, sufficient to cover the 
purchase of a mechanical heart-lung 
oxygenator—recently developed as an 
aid in heart surgery. It will be avail- 
able to all surgeons from the teaching 
hospitals in the province affiliated with 
the University. 

The heart-lung oxygenator permits 
surgeons to by-pass blood around the 
heart and lungs and thereby allow for 
complicated operations on the inside of 
the heart. The essential parts of the 
equipment are a special pump to replace 
the heart and an apparatus to oxygen- 
ate the blood thus replacing the lungs. 

At the present time, only two other 
instruments of this kind are known to 
be in use in Canada. 


PLANS ANNUAL MEETING 


Northwestern Mutual’s Association Of 
Agents To Meet in Milwaukee 
July 22-24 


Because this is the centennial year of 
Northwestern Mutual Life, a record at- 
tendance is expected for the 77th annual 
Association of 
July 


meeting of the firm’s 


Agents, to be held in Milwaukee, 


22-24. 
Theme of the annual meeting will be 


“Featuring the Future,” according to 
G. Wendell Dygert, district agent in 
Fort Wayne, who is president of the 


Association of Agents. 
The executive committee planning the 


meeting includes, in addition to Mr. 
Dvgert: John ©. Todd, special agent in 
Chicago, vice president of the Associa- 
tion; John R. Mage, general agent in 


Los Angeles, second vice president; Les- 
ter A. Wilbert, special agent in Milwau- 
kee, secretary-treasurer: Dennis E. Mc- 
Tigue, district agent in Fort Dodge, 
Iowa; William C. Roeder, general agent 
in Aurora, Illinois; Charles E. Rosch, 
special agent in Baltimore; and Stanley 
S Trotman, district agent in New Haven. 
Harold W. Gardiner, director of educa- 
tion and field training for Northwestern 
Mutual, is the liaison representative of 
the company, working with the commit- 
tee in the preparation and presentation 
of their program. 

As in previous years, panel discussions 
and group sessions will stress sales op- 
portunities and techniques. Speeches will 
be given by outstanding agents and com- 
pany officers, beginning with the opening 


address by Edmund Fitzgerald, North- 
western Mutual’s president. 
Winners of awards under the system 


of honors of the Association of Agents 
will be given recognition during the 
meeting, and special centennial awards 
will be presented by the company. 

Special, district, and general agents’ 
associ tions will conduct individual meet- 
ings during the convention; there will 
be conferences for agents who are Char- 
tered Life Underwriters and for mem- 
bers of the company’s “Half Million and 
Over” Club. Special meetings have been 
arranged for agents attending their first 
convention, and a hospitality luncheon is 
scheduled for all wives in attendance 

The annual meeting of the Association 
is unique in the life insurance business, 
in that it is planned by and for com- 
pany agents. each of whom pays _ his 
own way to the meeting and his own ex- 
penses while in Milwaukee. 


NwNL Dividends 


Directors of Northwestern National 
Life have authorized an increase in divi- 
dends on participating policies for the 
year starting July 1, John Pillsbury, Jr., 
president, announced. 

Total dividends paid by 
to individual participating policyowners 
would normally increase about 11% due 
to the larger volume of insurance in 
force and the payment of another year’s 
premiums. The new scale will further in- 
crease this by about 11% so that during 
the new dividend year NwNL will pay 
out about 22% more in dividends to par- 
ticipating policyowners than in the year 
ending June 30. 

No change is contemplated in the pres- 
ent rate of 3% interest paid on dividend 
accumulations left with the company nor 
in the rate paid on individual premium 
deposit funds. 

Interest on trustees’ conversion funds 
established in conjunction with pension 
trust plans is being increased from 234% 
to 3%. Funds left on deposit with the 
company under supplemental agreements 
will continue to draw interest ranging 
from 24% to 3%%, depending on the 
terms of the origin: al policies. 

Mr. Pillsbury also reported that sales 
of new individual policies by Northwest- 
ern National Life Insurance Co. during 
May were 30% greater than for the 
same month last year and resulted in 
the best May in the firm’s history. 


the company 


Matt Jaffe Associates 
Hold Victory Celebration 








MATT 


JAFFE 


Matt Jaffe Associates, Ltd., Mount 
Vernon Life, New York, held its Fourth 
Multi-Million-Marathon Victory Cele- 
bration recently at the Sky Garden Roof 
of the St. Moritz Hotel. Officials of the 
agency, their associates and guests, in- 
cluding some of the top officers of Mount 
Vernon Life, attended the reception, 
which was followed by dinner and 
dancing. 

Among those present from the home 
office were Herbert L. Hutner, president 
and Mrs. Hutner; Vice President and 
Mrs. Jerome Gillroy; Superintendent of 
Agencies and Mrs. Richard W. Ells- 
worth; and Dr. Elias R. Stoller, medical 
director and Mrs. Stoller. Also attending 
was State Senator Thomas J. Mackell. 

President Hutner presented to Mat- 
thew Jaffe, Mount Vernon Life’s Presi- 
dent’s Award, for the company’s top 
agency in life commissions during 1956. 
Mr. Jaffe also received the Quota Tro- 
phy, for the agency exceeding its pro- 
duction quota for the year. 

Daniel Jaffe, a partner in 
was presented with the Agency Builder 
Trophy, which is given annually to the 
top ranking supervisor of a producers’ 
unit, based on superior performance in 
recruiting, sales and management. 

President Hutner paid tribute to Mr. 


the firm, 


Jaffe and his associates for their per- 
formance in the Fourth Multi-Million 
Marathon production campaign, which 


ran from April 15 to May 31. Forty-seven 
producers participated in the 1957 drive, 
which resulted in a total volume of over 
three million dollars representing a con- 
siderable increase over last year. 


Man of the Month Award 

A. Stuart Franklin of Beverly Hills, 
Cal., won Midland Mutual Life’s “Man 
of the Month” honors for May by lead- 
ing the organization’s entire field force 
in new business. This is the second time 
this year and the twenty-first time during 
his career with Midland Mutual that Mr. 
eesitia has won this honor. He also 
was the company’s Man of the Year for 
the past two years and is a member of 
the All-Star Club, Midland Mutual’s top 
honorary group. In 1956, he qualified for 
repeat membership in the Million Dollar 
Round Table. 

Mr. Franklin is associated with the 
Sam Van Elgort Agency. 


NAMED BROKERAGE MANAGER 
Occidental Life of California has ap- 
pointed Carmen V. DeVito as brokerage 
manager in the Hartford branch office. 
Mr. DeVito joins Occidental after serv- 
ing as an agent in Hartford for New 
York Life the past two years. 
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How 
GUARANTEED 
COST 


can help 





you sell 


BUSINESS 
LIFE 


Every day more and more businessmen are 
learning that life insurance can solve many per- 
plexing problems. When you offer them solu- 
tions you free their minds from these problems 
for production and sales. 

Of course businessmen are keenly aware of 
the dollar-and-cent picture on income and ex- 
pense, profit and loss. And they are especially 
interested in the specific cost of any solution 
you offer through insurance. 

When you talk with a prospect about a 
Travelers Business Life insurance contract, you 
can tell him the cost is guaranteed. 

Yes, you can quote to the penny the cost of 
the policy for any given number of years, and 
also the exact benefits available. 

This is the kind of information businessmen 
like. Information that leads to decisions to buy. 

See your nearest Travelers Life Manager or 
General Agent for full information on Travelers 
Business Life contracts. He’ll be happy to ex- 
plain the Guaranteed Cost principle more fully 
= show you how it can lead to interviews and 
sales. 


THE GOOD THINGS IN LIFE ARE GUARANTEED 


SINCE 1865, ONE OF THE 
LEADING LIFE INSURANCE COMPANIES 


HARTFORD 15, CONNECTICUT 
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Congress of Actuaries 
Meets N. Y. C. Oct. 14-25 


LAST MEETING IN U.S. IN 1909 
1200 Actuaries From Nations of Free 
World to Attend; To Spend Two 


Days in Toronto 


The Fifteenth International Congress 
of Actuaries will meet in the United 
States this fall, the first time in 48 


years. The main part of the meeting will 
be in New York City between October 
14 and 25. The last time that an Inter- 
national Congress of Actuaries took 
place in the United States was in 1909. 

More than 1200 actuaries from nations 
all over the free world have already in- 
dicated that they will attend the Con- 
gress. Some 600 will come from 30 coun- 
tries outside of the United States and 
Canada. The program will highlight im- 
portant actuz irial developments since the 
previous International Congress in Ma- 
drid in 1954. Some 90 papers on various 
aspects of actuarial work will be pre- 
sented. 

Features of Program 


There will be three general sessions on 
ee: subjects: 

1. “Development and use of electronic 
data es equipment.” This will in- 
clude both tape and punch-card equip- 
ment which operate through internally- 
stored programs, together with auxiliary 
information storage devices used directly 
with such equipment. 

2. “Group coverage for life 
and pensions.” Emphasis will be 
to current practices and techniques in 
rating, underwriting, mortality, expense 
and merchandising considerations of 
group life insurance; and to a detailed 
study of insured and uninsured pension 
plans. 

3. “The 
dividual 
and life 


insur ance 
given 


classification of risks for in- 
life insurance.” Risk selection 
insurance on substandard risks 
will be highlighted. 

One day will be devoted to three 
sions held simultaneously: 

1. “Analytical expressions of risks in- 
volved in general insurance.” This 
sion will deal with such general prob- 
lems as the collective risk theory; the 
factor method for expressing the 
premium as a product of independent 
factors; and reinsurance. Special prob- 
lems of sickness, fire and automobile in- 
surance will also be considered. 

“Effect of population changes on 
life and disability insurance, pensions and 
national social insurance.” This 
will deal with measuring and interpreting 
population mortality and morbidity; and 
the effect of past and future trends on 
insurance and pension programs. 

“Shortened methods of making ac- 
tuarial computations.” The area covered 
by this session will include methods for 
varying bases of calculation; and meth- 
ods used in valuations of reserves, as- 
sets and liabilities. 

As they take place, all the proceedings 
of the International Congress will be in- 
Stantaneously translated into five lan- 
guages—English, French, German, Ital- 
ian and Spanish. Seats will be equipped 
with headphones and, by means of a 
selector switch, an actuary will be able 
to “tune in” to the language with which 
he is most familiar. 


ses- 
ses- 


risk 


se Ssic mn 


Meet In Toronto for Two Days 


During the second week of the Inter- 
national Congress, the actuaries will 
meet in Toronto, Ont., where they will 
participate in a two-day program ar- 
ranged by Canadian hosts of the Interna- 
tionai Congress. Next, they will return 
to New York to attend an Electronics 
Seminar where a detailed discussion of 
electronic data processing equipment will 
be held. 

Among the other highlights of the In- 
ternational Congress of Actuaries will be 
an opening-day reception for guests, and 
a banquet and ball. Arrangements have 
been made for trips to Washington, D. C. 
and to Niagara Falls. The actuaries will 


also visit insurance company offices to 


ALBERT LINTON 
Chairman Organizing Committee 
15th International Congress 
of Actuaries 


see demonstrations of the use of elec- 


tronic data processing equipment. 
Who Are on Committee 


Chairman of the organizing committee 
of the Fifteenth International Congress 
of Actuaries is M. Albert Linton, chair- 
man of the board, Provident Mutual 
Life. The vice chairman is J. Gordon 
Beatty, vice president and chief actuary, 
Canada Life. Secretary -treasurer is Val- 
entine Howell, executive vice president, 
The Prudential. 

Other members of the organizing com- 
mittee are: William M. Anderson, presi- 
dent, North American Life; George W. 
Bourke, president, Sun Life of Canada; 
Alden T. Bunyan, secretary and asso- 
ciate ge Phoenix Mutual Life; Ali- 
stair M. Campbell, executive vice presi- 
dent, Sun Life of Canada; Leigh Cruess, 


vice president and chief actuary, Mut- 
tual Life of New York; Malvin E. Davis, 
vice president and chief actuary . Metro- 


politan Life; Richard C. Guest, vice pres- 


ident, Massachusetts Mutual Life. 
Also, Benjamin T. Holmes, vice presi- 
dent and actuary, Confederation Life; 


Reinhard A. Hohaus, vice president and 
chief actuary, Metropolit: in Life; Walter 
Klem, senior vice president and actuz ry, 
Equitab le Society; John R. Larus, vice 
president and actuary, Phoenix Mutual 


Life; Laurence H. Longley-Cook, ac- 
tuary, Insurance Co. of North America; 
Daniel J. Lyons, vice president, Guard- 


ian Life; Edmund M. McConney, past 
president, Bankers Life Co.; John E. 
Morrison, assistant general manager and 
actuary, Great-West Life. 

Also, Ray D. Murphy, chairman, Equi- 
table Society; Francis S. Perryman, as- 
sistant U.S. manager and actuary, Royal- 





N. Y. Life Changes 


(Continued from Page 4) 


being transferred in 1949 to Mr. Phillips’ 
office. A graduate of Fordham Univer- 
sity and a member of New York State 
Bar, Mr. del Vecchio was appointed ad- 


ministrative assistant in 1951. 
Mr. Golden came with New York 
Life in 1927. He was a member of the 


actuarial department until 1954 when he 
was transferred to Mr. Phillips’ office 
where he served as office manager and 
personnel assistant. Mr. Golden’s new 
duties will be in the actuarial depart- 
ment. He also is a past president of 
the Goodfellowship Club. 


Mr. Hyatt joined New York Life in 
1936, becoming correspondent in the 


policy changes division in 1939. He was 
transferred to Mr. Phillips’ office in 
1951, where, since 1955, he has held the 
position of correspondence supervisor 
and research assistant. He is a Fellow 
of LOMA 

Mr. Phelps joined the company’s actu- 
arial department in 1927, following his 
graduation from Vermont University. He 
worked in the general division until 1950, 
when he was transferred to policy forms 
division where he has been supervisor 
since 1955. 

Mr. Burch, who has also been super- 
visor in the policy forms divisiof# since 
1955, joined New York Life in 1933. Be- 
fore his transfer to policy forms divi- 
sion, he worked in the valuation and 
general divisions of the actuarial depart- 
ment. 

There has been a 3-floor relocation of 
various divisions—representing the larg- 
est move since the company occupied 
its home office building in 1928. The 
relocated divisions have been moved to 
areas logically indicated by the change- 
over to the “705” operations as well as 
the actuarial department’s other opera- 
tions. Now relocated on the fourth floor 
are the operations involving data proc- 


essing, records maintenance, etc.; on the 
fifth floor, policy owner services and 
general administration; and on the sev- 
enth floor, research. 


CANADA LIFE DISTRICT MGR. 

F. E. Griffith, Jr., has been appointed 
district manager of Canada Life in Kala- 
mazoo. A native of that city, he has 
been active in sales work for many years. 
He has recently returned to Kalamazoo 
after receiving ‘additional training at the 
company’s home office in Toronto. 





Liverpool Insurance Group; James T. 
Phillips, senior vice president and chief 
actuary, New York Life; Henry F. Rood, 
vice president and actuary, Lincoln Na- 
tional Life; Charles A. Taylor, presi- 
dent, Life Insurance Co. of Virginia ; 
Clarence H. Tookey, actuarial vice presi- 
dent, Occidental Life of California; and 
Andrew C. Webster, vice president for 
selection, Mutual Life of New York. 








PROTECTION. 


MORGAN O. DOOLITTLE, 
President 





Are You Looking for a General Agency? 


If your present company cannot 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, 
talization, (Individual or Family). 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


offer you one, investigate 


Hospi- 


DOUGLAS S. FELT 
Agency Vice Pres. 














CONTRACT WRITER 
Man or woman experienced in draft- 
ing group pension contracts will find 
congenial atmosphere, good prospects 
for advancement with New England 
company prominent in pension field. 
Reply Box ZXW, The Eastern Under- 
writer, 93 Nassau St., New York 38, 











Secretary of Acacia Mutual 





JAMES WEIKEL, JR. 


As announced briefly in The Eastern 
Underwriter last week, Acacia Mutual 
Life has made James Weikel, Jr., 
tified with various departments of 
Washington secretary of 
the company. 

Joining Acacia at the home office 32 
years ago, Mr. Weikel has had broad 
experience in the company, for the past 
several years being supervisor of the 
policy underwriting department. He was 
made assistant secretary in 1951 and 
has served as secretary of the under- 
writing committee since 1948. 

Mr. Weikel became a Fellow LOMA 
in 1955 and has taken a number of 
courses in office administration at Mary- 
land University. In addition to his duties 
as secretary of the company, he will have 
responsibility for the supervision of a 
number of home office departments. 


iden- 
the 
organization, 


Franklin Names Wallace 


James B. Wallace has been appointed 
general agent in Muskogee, arma: 
for Franklin Life, Springfield, I 

Mr. Wallace has been nen ele with 
the life insurance business in eastern 
Oklahoma for the past five years. For 
the past three years he has been a top 
producer for Business Men’s Assurance, 
and ranked third among the state’s top 
producing salesmen in 1956. 

In his new position with the Franklin, 
Mr. Wallace will combine personal pro- 
duction with agency development in the 
Muskogee area. 


Midland Mutual Appoints 
Price at Washington, D. C. 


Midland Mutual Life has announced 
the appointment of James B. Price, Jr., 
as general agent in Washington, D. 
He will represent the company through- 
out the District of Columbia, eight coun- 
ties in Maryland and eleven Virginia 
counties. 

Mr. Price has several years’ insurance 
experience, both as an agent and as gen- 
eral agent for Lafayette Life. He was 
graduated from Hampden-Sydney Col- 
lege with a B.S. degree and from Amer- 
ican University with a Master’s Degree 
in Economics. 
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let’s take 
a look at 
Jefferson Standard’s 





Mr. 4%...A Sure-fire Attention Getter 


Mr. 4% is the emblem of the Jefferson Standard agent. 
He symbolizes the 4% interest paid by Jefferson Standard 
on dividend accumulations and policy proceeds left on de- 
posit to provide income. This 4% interest rateis the highest 
paid by any major life insurance company in the nation. 
Mr. 4% is a registered service mark and is for the exclusive 
use of the Jefferson Standard agent. 





4% For Agents, Too! 


Jefferson Standard has a plan for accumulating agents’ renewal commis- 
sions at 4% interest . . . the best rate of interest paid by any sim#ér plan 
in the industry. Today there is nearly $2 Million on deposit to the credit 
of Jefferson Standard agents who are participating in the program. This 
plan provides a profitable way to build for the future. For example, a Jef- 
ferson Standard agent who pays for $400,000 a year and leaves his renewals 
on deposit can expect to have over $92,000 accumulated at the end of 
twenty years. 


Important points for Jefferson Standard career men .. . and “something 
worth looking into.” 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 


efferson \bandard a 


Over $1.6 Billion Life Insurance In Force 





“*Now Celebrating 
50 Years cf Looking Ahead” 
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Made Agency Supervisor 
Of H. D. Josephson Agency 


WILLIAM SCHUR 


William Schur, CLU, 
agency supervisor of the Halsey D. Jo- 
Mutual. 
the New 


was appointed 


sephson agency of Connecticut 
After attending a 
School for Social Research he entered 
the life insurance business in 1946 with 
Home Life. Later he became brokerage 
supervisor for Connecticut Mutual. In 
April, 1949 he joined Equitable Society 
as assistant agency manager. In this 
capacity Mr. Schur was responsible for 
the recruiting, training and supervision 
of full time agents. In October, 1951 he 
returned to Connecticut Mutual as the 
educational director for the Josephson 
agency. In 1954 Mr. Schur went back to 
personal production and has written 60 
cases each year for an average of $800,000 
of business. As a personal producer he 
has been a constant member of the Lead- 
ers Round Table, the company’s top club 
membership organization 

Mr. Schur was born in New York and 
is a graduate of the College of the City 
of New York where he received his 
B.B.A. degree in 1940. He became a CLU 
in 1949. He has been active in life under- 
writer activities and has been an in- 
structor for the LUTC, Part II in Man- 
hattan for four years. He has also been 
an instructor for the Life Agents Quali- 
fication Training Course. 


meeting at 


PROMOTES GORDON F. HILLMAN 


Elected Vice President of Reserve Life 
in Charge of Disability Sales; 
His Career 

Gordon F. Hillman has been elected 
a vice president of Reserve Life of Dal- 
las. He is in charge of the disability in- 
surance department of Reserve 
Life, the company being one of the large 
writers of individual health and accident 
insurance. Its disability sales in the first 
five months of this year have shown an 
increase in excess of 10% compared with 
the same period last year. This increase 
than 


sales 


represents more $1,800,000 in pre- 
mium income. 
Mr. Hillman has been office manager 


of the disability insurance sales depart- 
ment for the past decade during which 
time Reserve Life has shown a premium 
increase in disability sales from $920,000 
in 1946 to more than $40,000,000 in 1956. 
He will be in charge of the company’s 
269 sales offices throughout the country. 
Reserve Life has a sales force of 3,000 

Born in Canton, Ohio, Mr. Hillman 
moved to Dallas in 1947, having also lived 
several years in Nashville, Tenn. During 
World War II he served as a pilot with 
the E ighth Air Force in England. He is 
active in the Park Cities Baptist Church 
and is a member of the Associated In- 
vestors Club. 





Increasing Supply Of 
Actuarial Candidates 


LOOK TO SECONDARY SCHOOLS 


Society of Actuaries Joins with Mathe- 
matical Ass’n of America in U.S. 
and Canada Contests 


Much has been written and said about 
the short supply of actuarial candidates 
and the likelihood of an even greater 
scarcity in the years ahead. This year 
the Society of Actuaries took a positive 
step toward increasing the future supply 
of actuarial candidates by joining with 
the Mathematical Association of America 
in sponsoring a mathematics contest in 
the secondary schools of the United 
States and Canada. This activity has 
been under the Society’s public relations 
committee with Pearce Shepherd, vice 
president and actuary of The Prudential, 
as chairman. William Allan, actuary, 
Home Life, is serving as a member of 
the public relations committee with the 
assignment as liaison representative of 
the Society on the contest committee. 
The examination was held on May 9. 

The student in each high school who 
received the highest grade in the —- 
examination is given recognition and ¢ 
medal for scholarship and ss akidieagis. 
Special recognition by the award of the 
bronze cup went to the high school with 
the highest combined total of its three 
highest student grade in the contest. 

Through the annual contest the Society 
of Actuaries hopes to encourage more 
students to take additional mathematics 
courses with the conviction that some 
of these youngsters will eventually enter 
the actuarial profession. 


Occidental Award Winners 

Presentation of awards in Occidental 
Life of California’s third annual Group 
achievement awards competition climaxed 
the company’s 1957 Group seminar at 
Pasadena, Calif. Allen L. Creitz, Chi- 
cago regional Group manager for Occi- 
dental, won top honors. He received the 
company’s grand quality aw ard plaque 
for outstanding performance in 1956 in 
all phases of Group sales and _ service. 

Winners of achiev ement award plaques 
for the company’s southern and western 
divisions were regional managers Alvin 
G. Loop of Houston and Frank Stoltze 
of Los Angeles. 

Merit award certificates were present- 
ed to regional managers Maurice Ma- 
chanich, Cleveland; William G. Hassell, 
Dallas and Thomas R. Martin, Sacra- 
mento. 

mln were presented by Norman 

. Wagner, director of Group sales oper- 
ations. The seminar ended with a review 
of the four-day session by Vice Presi- 
dent Herbert D. Engle in charge of 


Group sales and service. 


Named by Old Republic 


James H. Jarrell, president of Old 
Republic Life, Chicago, has announced 
the appointment of Robert J. Coxworth 
as sales manager of the midwestern 
division and Thomas J. Ferguson as mid- 
western regional manager. Both men are 
located in the company’s Chicago home 
office, 

E. Joseph Kane has joined the staff 
of Old Republic’s southeastern regional 
office in Atlanta, Georgia as sales repre- 
sentative, and John B. Hall, Jr. has been 
assigned i in th same capacity in the com- 





life experience. 


New York 38, N. Y. 


ATTENTION — GENERAL AGENTS 


General insurance broker sells business to concentrate on life insurance sales. 
Looking for substantial life company with full portfolio of life and A. & H. contracts 
including bank loan plans. Require minimum weekly draw of $150 per. Ten years 
Address Box 2529, The Eastern Underwriter, 


93 Nassau Street, 














Union Labor Life Names 
K. C. Weller as Phila. G. A. 


KARL C. WELLER 
The Union Labor Life of New York 
recently announced the appointment of 


Karl C. Weller 
the Philadelphia area with offices in the 
Fox Building, 16th and Market Streets. 

A native Philadelphian, Mr. Weller at- 
tended University of 
School of Finance. His specialized insur- 
ance training LUTC, LOMA, 
and the DLB agents’ course. He has been 


as its general agent in 


Pennsylvania’s 
includes 


a member of the Philadelphia Association 

Life Underwriters and the Philadel- 
phia Agency Management Association 
for 15 years. He has previously served as 
assistant branch and agency manager for 
the Occidental Life and as a supervisor 
and agent for Phoenix Mutual. While 
with the Phoenix he was commended for 
achieving 156 consecutive weeks of pro- 
duction. He is also the recipient of six 
national quality awards. 

An outstanding member of his com- 
munity, Mr. Weller is president of the 


local parent-teacher association, the Li- 
brary Board, and Boy Scout Commis- 
sioner in the General Wayne District. 


He served for three years with the Army 
Air Force during World War II. 


Standard Analytical Book 


Standard Analytical Service of St. 
Louis has published its 1957 edition of 
“An Independent Analysis of Legal Re- 
serve Life Insurance Facts.” One section 
features complete current statistics as of 
December 31, 1956, on 130 of the leading 
life insurance organizations and includes 
significant and comparable analytical fac- 
tors. Another section contains text on 
actuarial science informal and_ easily 
understood. A third section features 
many programming tables with instruc- 





pany’s western regional office in San tions on how to use them for larger per 
Francisco. unit sales. 
BERNARD A. “Let’s talk about tough cases” 


HAAS 


AGENCY 





MANHATTAN LIFE 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 











“MUTUAL BENEFIT LIFE 
PRESENTS 
~ THE FINEST POLICY 
EVER WRITTEN" 


Development of this new policy is 
another example of Mutual Benefit 
Life's company policy—to provide 
the finest, most liberal life insurance 
. .. in the most understandable, use- 
ful form ... and in the most salable 
“package from the broker's standpoint. 


Not available in Massachusetts. 











NASHEM 


LEE 





Occidental Life Appoints 
Allison in Philadelphia 


Occidental Life of California has ap- 
pointed John A, Allison as manager of 
the company’s Philadelphia branch of- 
fice, John H. Marvin, 
will serve as general agent in Oreland, 
ra. 

Mr. Allison goes to Philadelphia from 


succeeding who 


the company’s Pasadena, Cal. branch 
office where he served as assistant man- 
ager. Prior to this he was agency super- 
Glendale agency. 
1954, Mr. 
Allison represented Massachusetts Mu- 


tual. 


visor in Occidental’s 


Before joining Occidental in 


New GAMC Local Assn. 


The General Agents and Managers 
Conference of NALU, Washington, 
D.C., has announced the formation of 
its 135th local General Agents and Man- 
agers Association in San Mateo, Cali- 
fornia. In announcing the formation of 
the Peninsula General Agents and Man- 
agers Association, Tom Lyle Mitchell, 
chairman of GAMC’s extension commit- 
tee, states that the following officers 
have been elected: 

Maxwell J. Patterson, president; A. 
A. Roewe, vice president; Charles B. 
Shirk, treasurer; Chester Banachowski, 
secretary, 


Get Honorary Doctorates 

Two Jefferson Standard Life officials 
were honored recently with the degree 
of Doctor of Laws at the 79th commence- 
ment exercises of Belmont Abbey Col- 
lege, Belmont, N. C. They were Joseph 
M. Bryan, senior vice president of Jef- 
ferson Standard Life and president of 
Jefferson Standard Broadcasting Co. 
(owners and operators of WBT-WBTYV, 
aiken N. C., and WBTW, Florence, 

C.); and Albert G. Myers, of Gastonia, 
N C., “dean” of the company’s board of 
directors and chairman of the executive 
committee. 

Principal commencement speaker was 
the Most Reverend Fulton J. Sheen, 
Auxiliary Bishop of New York, nation- 
ally known for his television series “Life 
Is Worth Living.” 


WINS PRODUCTION AWARD 

Elmer Trentham, a member of the 
James D. Hall Agency in Chattanooga, 
won first place in the May Anniversary 
Contest of National Bankers Life, it 
was announced by Lester F. Hall, Nabli- 
co president. The contest, in celebration 
of the eleventh anniversary of the found- 
ing of Nz ational Bankers, was for all of 
the company’s representatives in the 24 
states in which it is licensed. 








THE 
Em ae a ie | 
ceaiacibiaads 1 yvnenwatre © = R. 






June 28, 1957 Page 15 























going places?... 


which direction??? 


For Penn Mutual underwriters interested in going 
places, there are many directions in which to go 

.. because Penn Mutual opportunities go to 
Penn Mutual men. There are life underwriting 
sales, sales supervisory work, management and 
General Agency opportunities . .. whatever the 
individual is most interested in and best suited for, 


In turn, the underwriter can be certain that the 
company will do everything in its power to help 
him realize his goal .. . both through intensive 
training and educational programs and through 
plentiful opportunities to test his wings in actual 






Back of Your positions of responsibility. 
Independence 
oe eweses You see, we know that our “men with a future” 


represent our future. 





THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ Independence Square, Philadelphia, Pa. 
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Montreal and professor of art, Univer- opposite the late James Forrestal, Louis 
sity of Montreal; Dr. Eustace Morin, Johnson, General Marshall, Robert 
H E A R D O n t h e W A Y Laval University, Quebec; David Walker, Lovett and Charles E. Wilson. Prior to 

outstanding novelist of New Brunswick; that he was Minister of National Health 
Frank MacKionn, principal of Prince and Welfare and set up the Department 
of Wales College, Charlottetown; Ma- of the Federal government having to 











Brooke Claxton, vice president and  katchewan; L. W. Brockington, distin- jor General George Vanier, formerly do with social security and established 
general manager for Canada of Metro- guished Canadian lawyer; Sir Ernest Canadian Ambassador at Paris and a di- the Federal Social Security system. For 
politan Life, is chairman of The Canada MacMillan, retired conductor of the To- rector of the Bank of Montreal. elit orien ps size. cay Bsn 
Council set up by the Parliament of Can- ronto Symphony; Vida Peene, art, thea- Before coming to the Metropolitan in z 3 
ada with two appropriations from public tre and ballet supporter of Toronto; Dr. July, 1954, Mr. Claxton was Minister 7 brs) 
funds of $50 million each. One of J. F. W. A. Mackintosh, principal of Queen’s of National Defense in the Canadian 
Leddy, Dean of Arts, University of Sas- University; Jules Bazin, librarian of Cabinet for nearly nine years, serving 





Se ome 





BROOKE CLAXTON 


Before entering politics in 1940 he prac- 
ticed law in Montreal, specializing in 
insurance law, of which he was a pro- 
fessor at McGill University. He was 
awarded the Distinguished Conduct 
Medal in World War I and is a Privy 
‘ \ Councillor, Queen’s Council, Bachelor of 

Civil Law and Honorary Doctor of Laws 
of McGill. Last year he received the 
Award of the National Safety Council 
for his work in setting up the Canadian 
Highway Safety Conference. 








* | * 
-@ & f The marriage rate in the United States 
has remained virtually stationary in 


the past three years, varying only 
from 9.2 to 94 per 1,000 population (in- 


bd cluding the Armed Forces overseas). 
Moreover, the indications are that this 
pattern will continue for the next few 
years, says the Metropolitan Life. The 


current stability of the marriage rate 
contrasts sharply with the marked fluc- 
tuations which occurred during the pre- 


Policy Contracts Second to None New Low Annuity Rates ceding quarter century. At its extremes, 
the rate fell as low as 7.9 per 1,000 pop- 


Over 50, including special pension and profit-sharing Single premium immediate annuity rates are now pra s ao a gis Rae 
contracts, new 10, 15 and 20 year level term among the lowest — with a wide range of plans. 1946, the first calendar year following 
riders and a new lower-premium mortgage cancel- pty Hl gen sha boom 
lation plan. Large Limits on Life and Annuities rea sak tke pemmit ee 


t 2 ood marriage rate in November and Decem- 

Life insurance to $750,000. Annuities to $1000 a ber was higher than that in June. De- 

. : Z spite the pronounced fluctuations in the 

Wide Choice of Settlement Options month income. annual marriage rate during the war and 
immediate postwar period, that was the 

only year in which June was displaced 
as the most popular month for marriage. 





3.35% now paid on options, giving high yield to 
beneficiary. 


General Agents will be delighted to pro- 


Robert U. Redpath, Jr., recently at- 
vide illustrations on any form, amount and tended the General Assembly of the 
Presbyterian Church in the United States 


Low Net Cost on All Plans 
. : at Omaha, Neb., representing its board 
New 1957 dividends (total $24,400,000) bring cost age for brokers with surplus lines. of pensions. He was elected to a fourth 
term of three years on this board while 


to policyholders even lower. in Omaha. At the 1956 general assembly 
Roger Hull, executive vice president of 

Mutual of New York, was elected to the 

board of pensions. It administers the 

funds set aside by Presbyterian church 

aes to provide benefits in the event of death, 

BS 7 disability and retirement to Presbyterian 


% nig? 
= % TT) CS ministers, their families and other quali 
g Bw , Ove, Li L Li fied workers. It is the largest church 
_ ove my e Ft€l CO’ (LLL, pension plan in the country and in past 


© JOC decade has more than doubled in size. 


“Ace sagen LIFE INSURANCE COMPANY - HARTFORD 











Uncle Francis 
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Resigns As President of 


Security-Connecticut Cos. 


Illinois Wesleyan School 
A new summer insurance internship 
program, sponsored by Illinois Wesleyan 
department of insurance, is 
pro- 


University 
announced by Dr. Wayne Snider, 
insurance. This educational 
program, giving students practical ex- 


fessor of 


has been 


Partain Indiana Manager 


James M. Partain, Jr., has been named 
regional manager in Indiana for Union 
Bankers of Dallas, with headquarters in 
Indianapolis. Union Bankers is licensed 
in 25 states for life, hospitalization and 
disability income insurance 





Made 32.7% Increase 


Indianapolis Life’s field force during 
May registered the largest volume of 
paid business of any single month in the 
company’s 52-year history, according to 
Agency Vice President Arnold Berg. The 
big month, which showed a 32.7% gait 
over May of last year, was spurred by 
the annual President’s Month campaign 





perience in insurance, set up 
as fellowship jobs for a ten-week period 
from June 17 to August 23. 

Insurance companies currently cooper- 
ating with the university’s insurance de- 


What’s New at 


THE MANHATTAN LIFE 


partment are State Farm of Blooming- honoring President Walter H. Huehl 
ton, Franklin Life, Springfield, Ill, Con- Individual leader for the month was 
tinental Casualty and Continental As- Nate Kaufman of Shelbyville, Indiana, 
surance, Chicago, and Union Auto In- who also is setting the pace for the first 


demnity, Bloomington. five months of the year. 




















John Hatey 
G. ALBERT LAWTON 


Our Family Term Rider 


| NOW PROVIDES 


$5 0,000 Protection for the Wife 


(but not exceeding one half of the amount insured on the husband by 
the basic policy) PLUS insurance on the children: $1000 or $500 on 
each child. 

“New arrivals” are automatically insured, 15 days after date of birth, 


G. Albert 
president of the 
Cos. of New Haven 
ceeded by Lester C. 
executive vice president. 

Mr. Lawton, for many years connected 
with Aetna Life, was director of agen- 
cies of that company in 1955 when he 
was elected executive vice president of 
the newly formed Security - Connecticut 
Life Insurance Co. He was elected pres- 
ident of the Security - Connecticut group i 


Lawton has resigned as 
Security-Connecticut 
and has been suc- 
Layman former 








of companies in March of this year. | . . RE: : 
Additional story on these changes may |, with no increase in premium. 
be ew in the Fire Section of thi FULL CONVERSION PRIVILEGES PREMIUM WAIVED on ISSUED AT WIFE’S AGE 
paper. At age 20, children’s insurance Family Coverage in event 18-60 in level amounts. 
‘ 4 can be converted to 5 times of primary insured’s death. Choice of 2 plans. 


{ initial amount. 
} (Family Term Rider is 


available in most states in which the company operates.) 


( 
| r Another ' 


In Manhattan ff | 3 HAPPY BIRTHDAY __ |; 


sheringd <3) Whole Life 


4 . RY) 
"Ask PEYSER ; 


avout | REDUCING PREMIUM POLICY 


| during its first 2 years this policy had an 
AVERAGE SIZE SALE OF............. $21,062.00 
and total volume of..............+. $69,377,358.00 


Not 1, but 2 Guaranteed Reductions in Premiums are afforded by this best-selling 

policy. 10% reduction at end of first 10 years. A second reduction of 10% at end 

of 20 years. OR 

if the policyholder prefers, he may continue the original premium and secure a 

fully-paid Whole Life Policy for the original amount. 

Yes, we’ll consider sub-standard issues up to 1,000% Mortality, and guaranteed 
premium reductions (if elected) apply also to class sub-standard extra premiums. 






for the 











— 


—= 


PERCY A. PEYSER 


General Agent eee SSS STS 


Our 2nd ; 
‘THE MANHATTAN LIFE 


INSURANCE COMPANY 


of NEw York, 
120 West 57th Street, New York 19, N.Y. 


Century 


THE MANHATTAN LIFE 
140 West 57th Street 


New York 19 smreome 


Circle 7-3963 
HoME OFFICE: 
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Howard J. Brace to Retire; 
With Occidental 33 Years 





BRACE 


HOWARD J. 


vice president and 


Howard J. Brace, 
Life of Cali- 


secretary of Occidental 
fornia, will retire July 1 after nearly 
33 years with the company. Mr. Brace, 
who began his career in Idaho in 1911, 
was made secretary in 1935, vice presi- 
dent in 1943 and a director in 1946. 

At the age of 27 Mr. Brace was ap- 
pointed Insurance Commissioner for the 
state of Idaho. He held that position tor 
nearly five years until 1924 when he 
joined Idaho State Life. He was vice 
president of the company when it was 
reinsured by Occidental in 1925," He 
joined Occidental at that time as assis- 
tant secretary. 

Active in many industry activities Mr. 
Brace served as state vice president of 
American Life Convention for California, 
life insurance committee member and 
was chairman of the accident and health 
committee of the Los Angeles Better 
Business Bureau. In the latter capacity, 


he was instrumental in developing a 
book on A. & H. facts which was distrib- 
uted nationally by Better Business Bu- 


reau, Inc. 


LIAMA Management School 


Reginald C. Porcello, district manager 


in Richmond, Va. for Pilot Life, has 
been elected chairman of the executive 
committee of the Life Insurance Agency 
Management Association’s School in 
Agency Management, held June 10-21 at 
University of Connecticut, Storrs, Conn. 

Attending the school were 65 field 
managers and home office executives 


representing 15 companies. The men at 
this 153rd school came from 19 states, 
the District of Columbia and Canada. 


Others elected to the school’s executive 
committee include: Samuel Ardolino, 
district manager in Warwick, R. I. for 
John Hancock; Robert E. Johnston, dis- 
trict manager in Norfolk, Va. for Life 
of Georgia; Sam W. Jones, district man- 
ager in Dublin, Ga. for Carolina Life; 
and Le Roy W. Echols, district man- 
ager in Ocala, Florida for Life of Georgia 
(Sergeant-at-arms) 





LIAMA Senior Consultant Donald 
Bramley directed this school, assisted by 
Kenneth L. Hobbs, Lyle B. Pelton and 


Stanford Y. Smith. 


Fitzhugh Traylor on CLU 


Tremendous changes are taking place 
in the nation’s political, social and busi- 
and the meeting of chal- 
lenges growing out of some of these 
trends is made easier by the education 
in the CLU movement, Fitzhugh Traylor 
of Indianapolis, president of American 
Society of Chartered Life Underwriters, 
told the New York Chapter, CLU, at a 
luncheon meeting here this week. 

The necd for the use of the profes- 
sional concept in life underwriting can- 
not be overestimated, Mr. Traylor de- 
clared, and agents possessing such a con- 
cept are better equipped to deal with 
the shifts in thinking seen on all sides. 
He said it was most important that “all 
segments of our business recognize this 
fact and, more importantly, do something 
about it.” i f 

The CLU’s national president, who is 
the Equitable Society’s manager at 
Indianapolis, described some of the re- 
cent developments in the Society’s and 
uaaiienel College of Life U nderwriters’ 
activities, such as chapter officer train- 
ing conference, continuing education, 
management education, and cooperation 
with other countries. F 

Mr. Traylor received his CLU in 1930, 
when he passed all five examinations, 
and in 1934 he received American Col- 
lege’s Management Certificate. He is a 
former president of the Boston CLU 
Chapter; was chairman of the first CLU 
Institute at Storrs, Conn., in 1946; first 
president of the Equitable CLU Asso- 
ciation, and he has also been president 
of Boston Life Underwriters Association, 
the General Agents and Managers Asso- 
ciation of Boston, and the General 
Agents and Managers Association of 
Indianapolis, 


ness economy, 


REDUCES INSURANCE COSTS 


Mutual of New York Grants Larger 
Discounts to People Who Pay 
Their Premiums in Advance 


Mutual Life of New York has an- 
nounced that it will grant larger dis- 
counts to people who pay their pre- 


miums in advance. The new discount is 
at an interest rate of 3%4% compounded 
annually on premiums coming due in 
the first ten years from the date of pre- 
payment. The rate formerly was 24%%. 

At the higher discount rate, the policy- 
holder can save nearly 17% if he pre- 
pays premiums as far ahead as ten years. 
That is, he can pay a lump-sum of 
$831.70 instead of making ten premium 
payments of $100. each (total of $1,000) 
as they fall due annually for the next 
ten years. If he pays five years ahead, 
his cost is $451.60 instead of $500. 

Louis W. Dawson, president of Mutual 
Life, said he viewed the higher discount 
rate as a potentially important anti- 
inflation measure. “It is a great encour- 
agement to thrift,” he said. “It should 
help to siphon more funds out of the 
stream of consumer spending and put it 
to work, in the form of investments, in 
productive enterprises. Increased thrift 
and increased production offer the most 
realistic ways to combat inflationary 
pressures and to keep the economy of 


the country strong. 
“Further, it is conservation of insur- 
ance protection in the truest sense. It 


insures continuance of the insurance pro- 
gram for a period of years at an economy 
difficult for the policyholder to achieve 
in any other way without speculation.” 





New York 38, New York. 





DISTRICT GROUP MANAGER 


Large midwestern company has opening for manager of large 
active Group Sales and Service Office in New York City. Prefer 
10 years field experience in Group Sales, service and management. 
Very attractive salary plus bonus. 


Write: Box 2528, The Eastern Underwriter, 93 Nassau Street, 











NALU Executive Secretaries Meet 


Nineteen executive secretaries of local 
or state affiliates of the National Associ- 
ation of Life Underwriters met recently 
in Washington, D. C., and heard sugges- 
tions on how to get on radio and TV. 

“The approach to radio and TV sta- 
tions should be primarily on the basis 
that ‘we can do this for you if you will 
do this for us’-—in other words, what can 
you supply the station, not just what 
can the station give you,” said Frederic 
J. Ball, Washington attorney for the 
Crosely Broadcasting Corp. 

“Insurance is your business and your 
vocation and you believe in it. The 
managements of stations with whom you 
have contact also believe in what they 
do. I would find it hard to believe that 
many station managers would be adverse 
to an approach based on the premise 
that ‘this we can do; we explain why 
life insurance is good; why it is con- 
structive; and jointly we have all under- 
taken, without reference to our com- 
panies, to explain why this is a good and 
constructive thing.’ 

“When you ask, and I think you prop- 
erly should, for the exposure that radio 
and television provides, go in with a con- 
crete plan; spend some money on it; 
and be prepared to spend the money to 
be sure that the time you get is well 
used. All too often people who are im- 
portant in their communities get time 
and then neither the station nor the 
people know what to do with it.” 

Mr. Ball was a pinch-hitter, delivering 


remarks prepared by James D. Shouse 
of Cincinnati, Crosely Broadcasting 
chairman who was forced down by 


weather and unable to attend the meet- 
ing. Mr. Shouse had sent his text ahead. 

Mr. Ball explained that TV and radio 
stations are compelled by FCC regula- 
tions to devote a certain amount of time 
to “educational,” non- sponsored  pro- 
grams. He said this time would be 
excellent for insurance programs, 

_ The conference of executive secretaries 
from the eastern half of the United 
States was organized by Ann Bickerton, 
NALU director of field service, and re- 
aT greetings from Lester O. Schriver, 

ALU managing director and Loran 
stincef managing director of LUT 
Geneva Robinson Wray, executive secre- 
tary of the Cincinnati ‘Association, pre- 
sided as chairman, 

Other executive secretaries attending 
were: Martin Miller, Kansas; Lorene 
Crawford, Illinois; James F. Brooke, 
fo Pennsylvania: Mabel F. Mitten, 
Cleveland; Joy Luidens, Chicago; Ross 
Edgar, Pittsburgh ; Spencer L. McCarty, 
CLU, New York State; G. Weldon John- 
son, Indian: ipolis and Indiana; Rachel M. 
Swaim, Rochester, N. Y.; - Ruth Barringer, 


Detroit; Estelle i Spencer, Buffalo; 
Miriam Bruns, St. Louis; Nona Titlow, 
Ohio; Richard Hammock, Newark and 
New Jersey; Bigs oF Merz, Philadelphia; 
Jack Manning, New York City; George 
Hester, Alabama; and Mrs. J. W. 
Hughes, New Orleans. 


GAMC Management Course 


Classes in Chicago, Boston, St. Louis, 
Norfolk, Omaha, San Diego, and Long 
Island City have completed the study 
course in district management, and each 
graduate has been awarded GAMC’s 
certificate of graduation. 

The study course in district manage- 
ment was developed by the Life Insur- 
ance Agency Management Association, 
and is being promoted through local 
general agents and managers associations 
by the General Agents and Managers 
Conference of NALU. 

Four of the study courses came as a 
direct result of a study course modera- 
tors’ conference at Hartford in January 
of this year. GAMC is planning to hold 
another moderators’ conference for the 
companion study course in agency man- 
agement early this fall. 

Based on the group discussion idea, 
the 12-week management training course 
is believed to be the first course ever 
developed which deals exclusively with 
the duties and procedures of the man- 
ager of a debit agency.- 

In addition to awarding the laminated 
certificates of completion to graduates, 
GAMC has begun sending publicity re- 
leases to local newspapers crediting the 
general agents and managers association 
for sponsoring the course, and giving 
local ‘eecnen to those managers who 
attend. 


Cal.-Western General Agent 

California- Western States Life has 
appointed Industrial Underwriters of 
San Francisco, an affiliate of Industrial 
Indemnity, as general agent in the west- 
ern states. 

In acting as sales representatives for 
Cal-Western Life for the selling of all 
forms of life, sickness and accident in- 
surance, Industrial Underwriters is en- 
tering into a new phase in the field of 
insurance. Until now, the San Francisco 
firm has handled only casualty and gen- 
eral lines of insurance, including fire, 
auto, workmen’s compensation and un- 
employment compensation disability. 
There are more than 2,000 insurance bro- 
kers throughout the western states as- 
sociated with Industrial Underwriters. 





LIFE INSURANCE 


RENEWA 





RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


LS 


PLaza 3-2826 











ae Wl & Happy lo Sie You 


AT HIS FINE RESTAURANTS 


23 PARK now 
Pena Ann St., N. Y Near Maiden Lane, N. Y. 
Phone: WOrth 2-2514 
Elected charter member of Esquire Club; Members of 
Diners Club, Duncan Hines, Executives Diners 
Club, Expense Charge. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL ge —gh 
Phone: Digby 4-2348 
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Connecticut General Appointments 


Seven appointments have been an- 
nounced by Frazar B. Wilde, president 
of Connecticut General Life. 

In the mortgage and real estate de- 
partment Bruce P. Hayden and Howard 
N. Nielson were named secretaries and 
Ott Thompson, II, was appointed assis- 
tant secretary. 

In the Group insurance ieiiaien 
James B. Ross was named assistant 
actuary and Harold R. Thalheimer was 
appointed assistant secretary. 

In the reinsurance department Gilbert 
E. Kerns was named assistant actuary 
and Richard S. Smith was appointed 
assistant secretary. 

Mr. Hayden, a graduate of the United 
States Naval Academy, joined the com- 
pany in 1938. He was subsequently a 
regional manager in the mortgage and 
real estate department and in 1952 was 
named assistant secretary. He has been 
actively associated with the planning of 
Connecticut General’s new home office 
building and served as secretary of its 
building committee and chairman of the 
building subcommittee. 

Mr. Nielson, who joined the company 
in 1934, attended Carnegie Institute of 
Technology and the Hartford College of 
Law. He was appointed regional manager 
in the mortgage and real estate depart- 


ment in 1948 and in 1952 was named 
assistant secretary. 

Mr. Thompson, a graduate of Alle- 
gheny College, joined Connecticut Gen- 
eral in 1947 and prior to his appointment 
served as regional supervisor in the 
mortgage and real estate department. 

Mr. Ross was graduated from Harvard 
with honors in 1951. He joined the com- 
pany in the same year and is a Fellow 
of the Society of Actuaries. He has been 
serving as a Group insurance actuarial 
research supervisor. 

A graduate of Bowdoin College, Mr. 
Thalheimer joined Connecticut General 
in 1947. He has served as a regional 
underwriter and senior underwriter in 
the Group insurance department. 

Mr. Kerns joined the company in 1950. 
He is a graduate of Hobart College 
where he was elected to Phi Beta Kappa 
and did graduate work at the University 
of Chicago. He has served in the Group 
pension actuarial department and has 
been with the reinsurance department 
since 1954. He is a Fellow of the So- 
ciety of Actuaries. 

Mr. Smith joined the company in 1950 
following graduation from Duke Uni- 
versity. After service with the comp- 
troller’s department he joined the rein- 
surance department in 1954. 





Boston Ass’n Elects 


Robert W. Boas, manager of the Bay 
State office of the John Hancock, elected 
president of the Boston Life Under- 
writers Association at the annual meet- 
ing and election of officers held recently 
at the New England Life hall. Other 
officers elected were Robert E. Lambert, 
Massachusetts Mutual, vice president; 
and Kenneth C. Connor, Metropolitan 
Life, second vice president. 

Elected to the board of directors 
were Lario J. Balboni, Metropolitan 
Life; Robert W. Burke, Prudential, 
Stephen M. Chase, Travelers; John F. 
Clearo, Equitable Society; Richard S. 
Cox, Jr., Aetna Life; Raymond E. De- 
sautels, New England Life; Edward H. 
Duffy, John Hancock; George A. Gal- 
lagher, Metropolitan Life; Rep. George 
E. Rawson, Provident Mutual; Donald 
Shepherd, John Hancock; Richard M. 
Wertheim, Acacia Mutual; and Robert 

Whittemore, Connecticut Mutual. 

Twelve past presidents of the associa- 
tion were honored guests at the head 
table. Twelve members of the association 
were presented with ten year plaques for 
having successfully qualified for the Na- 
tional Quality Award for ten years. 

M. Greely Summers, Jr., CLU retiring 
president of the association presided at 
both the business and luncheon sessions. 
Guest speaker for the occasion was Sid- 
ney S. Dunning, field superintendent of 


agencies for Occidental Life of Cali- 
fornia. 


F. W. Ries, Jr., Retires; 


With Canada Life 40 Years 

F. William Ries, Jr., K.S.G., is retiring 
after 40 years as manager of the branch 
in western Pennsylvania of Canada Life. 
Mr. Ries has led his branch to a promi- 
nent position in the company’s United 
States organization with business in 
force in this branch of over $42 million. 
Associated with him is his son, F. Wm. 
Ries, CLU, who is one of the company’s 
outstanding producers. 

Mr. Ries is active in charitable and 
fraternal affairs and in the service of 
his church. Recently he was honored by 
Pope Pius XII and was elevated to the 
high honor of a Knight of the Order of 
St. Gregory the Great. 

Mr. Ries will continue to serve all his 
clients and will devote his full time to 
estate service work. 


HANCOCK GROUP CHANGES 


C. B. Diman Made Manager of Group 
Sales and Service; New Posts for 
J. W. Moriarty, P. H. Gregg 
Promotion of Charles B. Diman to 
manager of Group sales and service has 
been announced by the John Hancock. 
An assistant director prior to his new 
appointment, Mr. Diman joined the John 
Hancock in 1932 as a member of the 
-aul F. Clark agency. In 1945 he entered 
the home office as a member of the 
Group sales and service department and 
was promoted to assistant director in 





In his new capacity, Mr. Diman will 
be responsible for the sales development 
of new Group products, Group creditor 
insurance and the company’s 10-24 Group 
series. He will also continue to have 
overall supervision of the policyholder 
service division. 

At the same time, James W. Moriarty, 
manager of the company’s New York 
Group office since 1954, was appointed to 
succeed Mr. Diman as assistant director 
of Group sales and service, and Paul H. 
Gregg, sales executive, was appointed 
manager of the New York Group office. 

A graduate of Hebron Academy and 
Colby College, Mr. Moriarty joined the 
John Hancock home office underwriting 
department in 1946 after serving in the 
Navy during World War II. 

Mr. Gregg has been associated with 
the company since 1947. A native of 
Canada, he first served with the Toronto 
Group office as manager, and in 1953 
was transferred as manager of the Buf- 
falo Group office of the company. He 
entered the home office as sales execu- 
tive in January of this year. 


Washington National Names 
W. J. Boone in Roanoke 


William J. Boone has been appointed 
general agent in Roanoke, Va., and vicin- 
ity for Washington National, Evanston, 
Ill., according to an announcement by 
President P. W. Watt. 

Mr. Boone has gained more than eight 
years of selling and supervisory experi- 
ence in the insurance field. He served 
as an agent and later assistant manager 
with a prominent company in Richmond 
before joining another company in 1956 
as an agent in Roanoke. 

Mr. Boone completed the LUTC course 
and finished two parts of the Life In- 
surance Marketing Institute course at 
Purdue University. He is active in com- 
munity affairs in the Roanoke area. 





Insurance 
Specialist-Attorney 


Independent California 
Oil Company 


Excellent opportunity for a combination overall in- 
surance man and attorney with oil experience, under 
forty years, for employment by substantial independent 
integrated California oil oe Insurance activi- 
ties will require about percent of time — bal- 
ance will be poche rere eting and general legal 
matters (no litigation). Salary commensurate with 
experience and ability. If applicant now employed, 
replies will be kept confidential. 

ISA—Room 304, 425 Bush St., 


San Francisco 8, 
California. 











Massachusetts Mutual Life 
Using Family Plan Rider 


Massachusetts Mutual Life has an- 
nounced a Family Plan Rider for at- 
tachment to new policies, except term, 
on the life of a man who is the head of 
a family. 

By means of a single policy having a 
low fixed premium, the company’s Fam- 
ily Plan will protect the husband, his 
wife, and all their children who are 
under age 18 at the date of issue or 
who are born or legally adopted after 
issuance of the contract. 

Under the Family Plan, the husband 
initially buys $4,000 or more of his choice 
of permanent insurance from the Massa- 
chusetts Mutual. The company’s nor- 
mal underwriting rules provide the only 
maximum limit on his purchase. The 
couple then decides on the amount of 
the wife’s coverage, which can be up to 
50% of the husband’s basic policy, with 
a minimum of $2,000 and a maximum of 
$10,000. They also determine the period 
of protection for the wife, selecting term 
insurance on her life to age 55, 60, 65 
or 70, subject to certain limitations. 

Each child is then automatically in- 
sured for 50% of the amount on the 
mother by term insurance to age 21 or 
the expiration of the contract, which- 
ever is earlier with lesser protection 
until an infant is six months old. The 
wife and existing children must be in- 
surable as standard risks when applica- 
tion is made for the Family Plan Rider, 
but subsequent children are covered 
automatically without medical examina- 
tion from the age of 14 days and with- 
out any increase in the initial premium 
rate. 


Pacific Mutual Claims 
Men Meet at Home Office 


The recent meeting of its district 
claims representatives from all over the 
nation, held at home offices of Pacific 
Mutual Life, was termed a “tremendous 
success” by Claims Department Manager 
Douglas K. Swinnerton. For many Pa- 
cific Mutual claims men in attendance, 
this was their first visit to the home 
office. 

President T. S. Burnett outlined the 
company’s plan for further nationwide 
expansion and answered individual ques- 
tions from the floor. Other top echelon 
Pacific Mutual executives who discussed 
specific areas of operation included Ex- 
ecutive Vice President George B. Gose, 
plans for mutalization; Vice President 
and Treasurer Lyman P. Robertson, pub- 
lic relations; Medical Director Noa OM | 
bot, underwriting; General Counsel 
Henry H. Childress, legal problems; and 
Director of Claims Harry Samm, settle- 
ments. Each day’s sessions were ended 
with an hour-long round table discus- 
sion of information presented. 

Highlighting the claims men’s home 
office visit was a tour of Pacific Mutual’s 
$2,000,000 Univac electronic data process- 
ing system. 

In all sessions, emphasis was placed 
on the vital role of prompt and efficient 
claims processing as related to the total 
insurance operation. Last year, alone, 
Pacific Mutual paid its policy holders and 
their beneficiaries $67,529, 12. 














NOW! 
$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 
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POWELL 


JAMES H. 


Appointment of H. Powell as 
manager in Louisville for Guardian Life 
President John 


James 


has been announced by 
L. Cameron. 
Powell is 


A native of Roanoke, Mr. 


a graduate of University of Virginia 


During the Korean conflict, he served as 


a first lieutenant with the Army. Fol- 
lowing his military service, Mr. Powell 
entered the insurance business in 1953 


as an agent in Louisville for New York 
Life. 
he has 
that company. 


For the past two and a half years 


been an agency instructor for 


a meer panes nema a 
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Director State Mutual 


MARSHALL 


ALLEN D. 


Life of Worcester has 
Marshall, vice president 


State Mutual 
elected Allen D. 
and secretary of 
to be a director of the company. 

Mr. Marshall served as a consultant to 
Mrs. Oveta C. Hobby, Secretary of 
HEW in 1953 and was Social 
to the U.S. employer represen- 
the International Labor Con- 
ference in 1951. Graduate of St. 
rence University he was for thirty years 
Electric Co. joining 
He is a 


General Dynamics Corp. 


Security 
advisor 
tative at 
Law- 
with General before 
General Dynamics. director of 
U. S. Chamber of 
of its economic security committee. 
the American 


Commerce and chair- 
man 
He is also president of 


Enterprise Assn. 


MDRT J Program 





Conditions of Hancock’s 
New Family Plan Policy 


Boston—A Family Policy, offering life 
insurance for an entire family in one 
package, has been issued by John Han- 
cock Mutual Life, it is announced by 
President Byron K. Elliott. The new 
contract provides insurance for the 
whole of life for both husband and wife, 
with term insurance to age 25 for 
children under age 18 when the policy 
is issued, or born after issue. 

Family income or level term riders 
on the life of the husband may be added 
to the policy on the same basis as ap- 
plies to other John Hancock policies. 
In addition, a level term to age 65 rider 


on the life of the wife may be added 
as of the date of issue only. 
The new policy will be available for 


issue beginning July 15, in states which 


have approved the required contract 
forms. 

Among the features of the John Han- 
cock Family Policy are: 


1. Insurance on the wife is not term 


insurance. 

2. Insurance on the wife becomes 
fully paid up on the policy anniversary 
nearest her 65th birthday or upon the 
prior death of her husband. This insur- 
ance also includes a double indemnity 
benefit prior to her age 65. 

3. The amount of insurance on the 
wife bears a fixed relationship to that 
on her husband, rather than varying ac- 
cording to the difference in their ages. 
Accordingly, premiums depend on both 
ages. 

4. The plan generally may be written 


on families where the wife is as much 
as 20 years younger or 10 years older 
than the husband. 


ELMIRA ASS’N OFFICERS 

David P. White, was installed as presi- 
dent of the Elmira Life Underwriters 
Association at the recent annual ladies’ 
night banquet. He succeeds Bernard 
Trifoso. 

Others elected were: first 
dent, Frederick E. Carlson; second vice 
president, Lawrence Brann; secretary, 


Paul Buck, and treasurer, Robert Schaar. 


vice presi- 
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Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS... 
LIFE> ACCIDENT & SICKNESS 
HOSPITALIZATION + GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . . loaded with advantages you can 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING .. .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .... This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life surance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE +> A and S » GROUP + HOSPITALIZATION 
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Bankers National’s 
New Meditation Chapel 


FOR HOME’ OFFICE EMPLOYES 





Contains Symbols of the Three Major 
Faiths; Open Throughout Every 
Working Day 





Greater recognition of the need for 
religion in business industry in 
meeting the growing complex problems 
throughout the world was urged by Hol- 
gar J. Johnson, president of the Insti- 
tute of Life Insurance, at a formal open- 
ing of the new meditation chapel for 
home office employes of Bankers Na- 
tional Life, Montclair, N. J. 

The chapel, believed unique in the field 


and 





Left to right—Robert W. Shepard, Hol- 
gar J. Johnson, Ralph R. Lounsbury. 


of general business and commerce, was 


provided by the company to recognize 
the spiritual needs of its 160 employes, 
regardless of religious faith. The chapel, 
which is completely furnished, 
the symbols of the three major religious 
faiths: Catholic, Jewish and Protestant, 
and is located on the second floor of the 
new 


contains 


company’s modern, home office 
building, It will be 


every working day for the 


open throughout 
employes’ 
use, 

Mr. Johnson told those present, “We 
in the life insurance industry, especially, 
are conscious of the need for an abiding 
faith in successfully meeting 
complexities, uncertainties, 
to our way of life. 

“Only true religion —regardless_ of 
faith—can so adequately furnish the se- 
curity and peace of mind that all of us 
seek and need so badly. Therefore, the 
symbol of faith in the future as exem- 
plified by this fine meditation chapel is 
particularly significant to our entire in- 
dustry with its tremendous responsibility 
for the security and well being of our 
more than one hundred and three million 
policyowners.” 

The ceremony was attended by promi- 
nent representatives from religious, civic, 
business, education and other fields. 
Among those present were: Right Rev- 
erend Monsignor Thomas H. Powers, 
Immaculate Conception of Montclair; 
Rabbi Jeshaia Schnitzer, Temple Shonrei 
Emunah of Montclair; and Dr. Walter 
1. Upton, Watchung Congregational 
Church of Montclair. 

President Ralph R. Lounsbury of 

Sankers National Life said that he 
hopes the chapel may serve as a “stimu 
lus for other organizations to follow 


today’s 


and threats 


because most of the problems that con- 
front us—whether in our business or in 
our private lives—can be solved with 
true faith in the Almighty. 

“It is, simply, the recognition of the 
need for religious and spiritual guidance 
in everybody’s daily life in these trouble- 
some times,” Mr. Lounsbury said. “Re- 
ligion does not confine itself to a time 
clock. The individual’s worries and fears 
beset him just as much during the 
business day as during the leisure pe- 
riods.” 

“Since 
been an 
toward religion. 


the Korean War, there has 
increasingly significant trend 
This can, in my opin- 


ion, be traced to the individual’s need 
and desire for Divine guidance regard- 
less of his station in life, to overcome 
his daily problems with serenity and 
Faith in the future.” 

Robert W. Shepard, chairman of the 
Home Office Employes Association, 
thanked the company for its thoughtful- 
ness in providing the chapel to fill “this 


vacuum in the spiritual needs of our 
daily lives.” 
The talks were broadcast to all em- 


ployes over the home office public ad- 
dress system. Following the ceremony, 
the guests attended an informa] lunch- 
eon in the company’s dining room. 


APPOINT P. S. SIMPSON 
Appointment of Paul S. Simpson as 
Wichita, 


office manager at the Kansas 


office of The Travelers has been an- 
nounced. 
Mr. Simpson joined The Travelers in 


1926 at 
sistant 


Toledo, and in 1929 became as- 
office manager at Peoria. In 
1932, he was transferred to Kansas City 
in the same capacity 

A native of Marion, Ohio, he was 
graduated from Harding High School. 
He received his A. B. degree from Miami 
University, Oxford, Ohio 





During the past nine months more new 


recruits joined Northwestern National Life 


than in any like period in the past decade. 


Forty-two percent of these new agents were 


men who were introduced to the company 


by other NWNL agents. This is just one 


measure of the regard in which our fieldmen 


hold the NWNL franchise and the oppor- 


tunities it represents—for thorough career 


training, for profitable market building, for 


advancement into field management. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


Life rasnance for Cite! 
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ANOTHER RECORD YEAR 


another record year for 
1957, the 


In the 


It looks like 
life insurance in Institute of 
first half 


the buying of new life insur- 


Life Insurance reports. 


of the year, 


ance has been nearly 30% larger than a 
year ago and if the present pace con- 
tinues, 1957 may see a total of $70,000,- 
000,000 in purchases of new life insur- 


ance. 

Purchases in the first six months were 
an estimated $33,000,000,000, about $8,000, - 
000,000 The 
greater part of the accounted 


more than a year ago. 


rise Was 


for by Ordinary life insurance policies, 
the purchases of which were up some 
$5,000,000,000 in the half year. 


As a result, life insurance outstanding 
in the country at mid-year is estimated 
at $437 000,000,000, up $24,000,000, 000 
1 and $45,000,000,000 more 


12 months ago. 


since January 


than 


“These huge life insurance gains in 


1957 should mean the best progress in 
many years in widening the margin of 
family financial protection over the in- 


cost of 


flationary 
Johnson, 


living,” Holgar J 





Institute president, said. 


insurance per family should pass the 
$8,000 level this year, which would be 
well over 100% more than 10 years ago 
The cost of living has risen some 25% 
in these years. 

“As life insurance ownership has 
spread, the payment of benefits to pol- 
icyholders and beneficiaries has grown 
proportionately, and in the first six 


months of 1957 are estimated to be ap- 
$3,325,000,000. This $400, - 


than in the corresponding 


proximately 
000,000 more 


period of last year. This increase is 


totally accounted for by the greater 


ownership, as the death rate among 


policyholders is reported to be at or 


near last year’s record low level.” 


Asa by- 


of reserves 


product of the accumulation 


back of this 
total 


total 


growing 
of insurance, the assets of the 
1200 U.S. life companies rose to an 
$98,300,000,000 at 


nearly 


mid-year. 
$2,500,- 


estimated 
This 
000,000 since 
proximately that amount of new 


was an increase of 


January 1, representing ap- 
capital 


made available from life insurance for 


the national economy. The new invest- 


ments made by the life companies from 


these funds in the first six months of 


the year were about evenly divided be- 


real estate corporate 


and all 


tween mortgages, 


securities other investments. 


HAIL AMERICA FORE 


\ major event in the progress of the 


America Fore Insurance Group took 
place this week when the new 15-story 
Western department building in  Chi- 
cago was dedicated. Top executives of 
the group were present as well as Mid- 
west business leaders and high officials 
of the Chicago city government. This 


dedication is far more than mere open- 
ing of a new building. It represents sub- 


stantial evidence of progress of the 
group since the Western department was 
18609. The 
edifice will be a constant 
that 


strongest 


first located in Chicago in 


attractive new 


reminder to all in Chicago capital 


insurance is one of the 


stock 


factors in American prosperity. 


The America Fore Group is composed 
of the Continental, Fidelity-Phenix Fire, 
Niagara Fire, all of which are over a 


century old, and the Fidelity & Casualty 
{f New York which has been doing busi- 
1874. 


time of the 


ness since 

At the 
in 1871, 
group played an important 
through the 


great Chicago fire 
the three fire companies of the 
role in the 
loss 


rebuilding of Chicago 


payments they made to insureds. 
The territory supervised by the West- 
Colorado, 


Ken- 


comprising 
Indiana, Iowa, Kansas, 
Michigan, Minnesota, Missouri, 
New Mexico, North Dakota, 
Oklahoma, South Dakota, 
and Wyoming, 


ern department, 
Illinois, 
tucky, 
Nebraska, 
Ohio, Ten- 


nessee, Wisconsin last 


year produced 101 million dollars in pre- 


miums representing about 37% of Amer- 
ica Fore’s premium writings for 1956. 
America Fore has investments in this 


same territory exceeding 165 million 
dollars, 
The America Fore Group is deservedly 


the Mid- 
as well as throughout the 


proud of its achievements in 


west, entire 
country, and all join in congratulating 
the group. Erection of the new building 
also reveals full confidence of the man- 


agemenc that further progress in capital 


The largest luncheon in the history of 
the United Jewish Appeal was held in 
Hotel Biltmore, honoring Clarenc2 
Oshin, manager of Home Life, and life 
insurance division chairman of UJA from 
1949 to 1956. An award signalizing his 
splendid record as division chairman 








was presented to him by Benjamin D. 
Salinger of Mutual Benefit Life, one of 
the UJA committee chairmen. Standing 
at right in the accompanying cut is Jack 
D. Garfunkel, Mutual Benefit Life, 
chairman of the 1957 life insurance divi- 
sion, 





William J. Barrett, secretary of Metro- 
politan Life, and a trustee of American 
Heritage Foundation, presented a major 
Foundation award last week to the 
United Service Organizations, Inc. 
(USO), “in appreciation of outstanding 
public service in support of the 1956 


national non-partisan registration, In- 
form Yourself and Vote Program” of 
the Foundation. The award was _ ac- 


cepted on behalf of USO by Holgar J. 
Johnson, its president. Mr. Johnson is 
president of the Institute of Life In- 
surance, 


* * * 


Paul E. Collins, who has conducted an 
insurance agency in Springfield, Mass., 
for two years, has become a member of 
the Charles J. McMorrow Agency, also 
of that city. The McMorrow agency is 
one of the older insurance offices in 
Springfield. Mr. Collins is a past grand 
knight of the Home City Council, 
Knights of Columbus. 


* * * 


Election of Kenneth H. Hannan, ex- 
ecutive vice president of Union Carbide 
Corp., to the board of directors of New 
York Life was announced by Devereux 
>. Josephs, chairman of the board. 

Mr. Hannan joined the law depart- 
ment of Union Carbide in 1936 and sub- 
sequently moved to the finance depart- 
ment where he was assistant secretary 
and assistant treasurer before being 
elected secretary in 1949 and treasurer 
in 1952. He was elected vice president in 
1954 and executive vice president in 1956. 
He is a director of Union Carbide and 
the American Brake Shoe Co. 

He was graduated from — Univer- 
sity in 1933 and from Yale Law School 
in 1936. He served in the Navy from 
1941-1945, being released with the rank 
of lieutenant commander. 

ae 


The retirement of Mrs. L. M. Richard- 
son, eastern regional office secretary, 
Greensburg, Pa, was recently an- 
nounced by James H. Jarrell, president 
of Old Republic Life. Mrs. Richardson 
was honored by the company with a trip 
to Chicago and the home office. 





stock insurance is expected, hand in hand 
with continued expansion of American 


prosperity. 


Ralph E. Kiplinger, president of Guar- 


antee Mutual Life, Omaha, has been 
elected national president of the Ne- 
braska University Alumni Association. 


Mr. Kiplinger has served as president 
of Guarantee Mutual for the past seven 
years. 





Mr. and Mrs. Robert B. Douglass of 


Potsdam, N. Y. shown as they arrived 
in New York after a short cruise on the 
“Castel Felice.’ Mr. Douglass is a well 
known insurance agent and member of 
the executive committee of the New 
York State Association of Insurance 
Agents. 
* ok Ox 

Howard P. Weldon, Jr., has joined the 
Skokie, IIl., home office staff of Allstate 
Insurance e Co. as product research man- 
ager. Mr. Weldon, a 1951 graduate of the 
University of Illinois, was an errs 
with the Aetna Insurance Group and ¢ 
special agent with the E mployers Group 
before joining Allstate. At the University 
of Illinois, he majored in commerce and 
business administration. 


AK ee 
Horace W. Brower, president of Occi- 
dental Life of California, has been 
elected first vice president of Junior 


Achievement of Los Angeles County, 
Inc. In addition to his new post he will 
continue to serve on the organization’s 
board of directors. 
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Chartered Insurance Institute’s 
Diamond Jubilee 


Diamond Jubilee celebrations of Char- 
tered Insurance Institute, Britain’s great 
educational body, will be held from July 
22 to July 26. Insurance men from many 
parts of the world will be present and 
they will be widely entertained. 

On July 22, night before the opening 
session of the conference, there will be 
a reception and buffet in Guildhall, Lon- 
don, at which Her Majesty Queen Eliza- 
beth, the Queen Mother, has expressed 
her intention to be present. 

The next morning the opening cere- 
mony will be by the Lord Mayor of 
London, followed by the reading of a 
paper by H. T. Silversides, managing 


G. K. GREENING 


director of the Yorkshire. His paper will 
cover the subject of atomic energy and 
insurance. The afternoon will be given 
over to a tour of the city for overseas 
visitors, including a four-hour trip by 
water of the Port of London. 

On July 24 W. A. Copeman will read 
a paper on “Insurance Education in 
Retrospect and Prospect.” On the fol- 
lowing day A. F. O’Shea will have a 
paper on “Latitude, Longitude and Mag- 
nitude, With Some Thoughts on Ac- 
cumulation of Risks.” Out- of- town visi- 
tors will take an afternoon river trip to 
Greenwich with visits to the Royal Naval 
College and National Maritime Museum 
and later in the afternoon will attend the 
international horse show. During the 
evening of July 25 a reception and ball 
at Grosvenor House will have as_ host 
the Insurance Institute of London. 

The annual conference of the Institute 
will be on July 26 and during the day 
there will also be a coach tour to Wind- 
sor Castle, Eton School and Runnymede. 














On different days during the week there 
will be conducted parties to visit Lloyd’s. 

President of Chartered Insurance In- 
stitute is G. Greening, B. Com. a 
graduate of Birmingham University, who 
began his career with the Beacon Insur- 
ance Co. in 1926 and was appointed gen- 
eral manager in 1936. He became manag- 


THORP 


RUPERT S. 


ing director in 1947. This company was 
formerly called the Abstainers and Gen- 
eral. H. J. Greening, father of the cur- 
rent C.I.I. president, held that office in 
1933-34. G. K. was president of the Bir- 
mingham Insurance Institute for two 
years and became treasurer of C.I.I. in 
1949 and deputy president in 1955, later 
being elected president. He has been 
active on the examiners and the tuition 
committees. 

C.L.I. Deputy President Rupert S. 
Thorp entered service of The Prudential 
Assurance in 1915 and for two years saw 
war service in the Queen’s Westminister 
Rifles. Returning to The Prudential in 
1919 he first began to write fire and 
accident business and then was trans- 
ferred to the foreign fire department. In 
1926 he was sent to Montreal where he 
joined the then recently opened branch 
organization, ultimately being responsible 
for the company’s fire and accident busi- 
ness in Canada. In 1936 he was elected 
president of the Montreal Insurance In- 
stitute. The company returned him to 
London in 1938 where he became a 
comptroller of the general branch de- 
partment. Until war intervened he spent 
considerable time on company’s business 
on the continent of Europe. In 1942 he 
Was appointed assistant general manager 
of Prudential, four years later being pro- 
moted to deputy general manager. He is 
a former president of Insurance Institute 
of London and ‘of Insurance Offices’ 








Left to right—Bernard M. Baruch, Irene Beute, John A. Diemand. 


Insuring The Un-Insurable 


Any man who complains of such a 
trivial annoyance as being served with 
four-minute boiled eggs when he actu- 
ally ordered those on the fire for three 
minutes would forever hold his peace in 
this direction if he had attended in Long 
Island, near Mineola, last week the dedi- 
cation of the $750,000 plant of Abilities, 
Inc. Employed in the plant are 182 per- 
sons so severely disabled that many are 
in wheel chairs; some of them have 
neither arms nor legs. The president of 
Abilities, Inc., Henry Viscardi, Jr., who 
has artificial legs, refuses to concede that 
any of the plant’s employes is, or need 
be, handicapped in earning a living. 

Abilities, Inc., organized in 1952, is a 
sub-contractor for such large corpora- 
tions as General Electric, RCA, Dicta- 
phone Corporation, Sperry Gyroscope, 
Remington Rand, Gruman _ Aircraft 
Engineering Corporation and Republic 
Aviation Corporation. Affiliated with Abil- 
ities, Inc., is Human Resources Corpora- 
tion which conducts research in human 
engineering and also studies in methods 
and systems and demonstrating the 
highly competitive skills, salable in the 
open market, that severely crippled per- 
sons can develop. It also holds teaching 
and conference seminars for all those 
interested in the field of human engi- 
neering as it relates to the physically 
handicapped, and industrial medicine. 
Furthermore, it arranges for fellowships 
to train in the work of Abilities, Inc., so 
similar programs for the physically dis- 
abled may develop and grow throughout 
the country. 

The Workmen’s Compensation risk is 
carried by Indemnity Insurance Co. of 
North America, the line being placed by 
Charles H. Langdon, long an insurance 
agent of West Hempstead, Long Island. 

Speakers at the dedication conferences 
included John Diemand, president of 
the North America Companies, and Ber- 


nard M. Baruch who has long been in- 
terested in matters relating to chronic 
disease, hydrotherapy and problems of 


physical disability. 

Mr. Diemand said that since the risk 
was placed on the books of the Indem- 
nity Insurance Co. of North America not 
a single lost-time accident had occurred. 

“The accident-free record is not com- 





While in 


against an 


Lawn Tennis’ Association. 
Montreal he played cricket 
Australian touring team. 

Among overseas visitors who will at- 
tend Chartered Insurance Institute will 
be Joseph A. Navarre, president of Na- 
tional Association of Insurance Commis- 
sioners. 


pletely without parallel among Work- 
men’s C ompensation risks covered by our 
company,” he said, “but the unique fea- 
ture is that without exception all the 
employes a few years ago would have 
been considered un-insurable. And this 
‘uninsurable organization’ has earned a 
21% reduction in insurance rates because 
of its magnificent accident record. What 
a lesson that holds for industry! An ob- 
vious moral, of course, is that safety 
pays. It is good human relations and it 
is good business.” 

Mr. Diemand said that the Indemnity 
is making grants over a three-year pe- 
riod to finance certain operations and 
studies to be undertaken by Human Re- 
sources Corporation, “the division of 
Abilities, Inc., which is devoted to widen- 
ing and lengthening our vision in the 
field of business and industrial employ- 
ment of physically handicapped persons 
This Conference is a vital first step in 
achieving this goal.” 

Continuing Mr. Diemand said: 

‘or every four persons receiving 
Compensation payments there are 96 
persons who are either dependent upon 
their families, or their savings accounts, 


or receiving public assistance or doing 
unrewarding ad unsuitable work. Such 
a situation is wasteful in terms of per- 


well as in community 
our material and 


sonal savings, as 
taxes. It is wasteful of 
human resources 

“No more striking and dramatic testi- 
mony to the truth of this observation 
can be had than in the story of Abili- 
ties, Inc 

“This is a going, industrial operation 
engaged in the manufacture of highly 
technical and complex equipment in 
competition with other companies. Its 
annual payroll makes a substantial con- 
tribution to the community. Its workers 
are independent—independent of either 
private or public funds. They earn their 
way and have asked only for the oppor- 
tunity of demonstrating their abilities 

“We believe that our participation in 
the studies and endeavors of Human 
Resources Corporation are the practice 
of good corporate citizenship, that it will 
serve to help make all our citizens hap- 
pier and our country stronger.” 

At the conference members of the staff 
and workers of Abilities, Inc., discussed 
their jobs, their physical disabilities, why 
they want to work, how they overcome 
the problems of their disabilities. The 
were great human interest stories oped 
ing sublime courage. One of the workers, 
riddled by shrapnel in World War II, 
is unable to bend over. For several years 
he sat at home in a wheel chair, almost 
helpless. Finally his family paid no at- 
tention to him, he was merely “the man 


(Continued on Page 39) 
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Black Re-elected Head 
NBFU Executive Comm. 


MEMBER OF GROUP SINCE 1953 


Also Chairman National Board Commit- 
tee on Industrial Uses of Atomic 
Energy; Holds Many Other Posts 





Kenneth E. Black, president of the 
Home Insurance and Home Indemnity 
Companies, has been re-elected chairman 
of the executive committee of the Na- 
tional Board of Fire Underwriters. He 
has been a member of the committee 
since 1953. This puts Mr. Black in line 
for election as vice president next year 
and president two years after that, if 
tradition is followed 

For many years a leader in the insur- 
ance business, Mr. Black is at present 
chairman of the National Board’s Spe- 
cial Committee on Industrial Uses of 
Atomic Energy and chairman of the 
National Board’s committee on maps. 

He also is a former member of the 
National Board’s finance committee and 
public relations committee. 

Among Mr. Black’s other 


affiliations are the following 


insurance 


Other Insurance Affiliations 


Member of the governing committee 
of the Nuclear Energy Property Insur- 
ance Association; vice president of the 
board of trustees of the American For- 
eign Insurance \ssociz ition Finance Cor- 
poration; former vice chairman of the 
American Insurance Association; former 
pt -esident of General Ac ljustment Bureau, 
Inc. ; presidc nt of the Nati nal Board of 
Fire Underwriters Building Corp. 

He is also a member of the board of 


directors of the Western Ajustment and 


eeperren 10, pe esis alvage Co. 
of Chicago, and the Insura Society 
of New York. He is a trustee of Under- 


writers’ Laboratories, Inc 

In addition to those affiliations, Mr. 
lack is a member of <a board of 
of Beekman-Downtown Hospi- 
he Atlantic Coast Line Railroad 
a trustee of the Harlem Sav- 
ings Bank and a member of the board 
of directors of the Chemical-Corn Ex- 








ge Bank 


Harrison Administrative 
Commissioner of Texas 


With dramatic effectiveness born of 
necessity, the new Texas Board of In- 
surance became a reality, June on and 
immediately appointed William A. Harri- 
son, first assistant state emia for 10 
years, as the new administrative com- 

nissioner of insurance. 

The action came less than two hours 
after Penn J. Jackson, former district 
judge of Cleburne, was sworn in as chair- 
man for a six-year term and joined Joe 
P. Gibbs of Seguin, holdover member, 
who will fill a two-year term. The third 
appointed member of the new board, 
David B. Irons of Fort Worth, now on 
assignment with the Department of Jus- 
tice in Washington, is expected to take 
office July 1 for four years. 

Commissioner Harrison, 47 years old, 
is well versed in problems of insurance 
regulation, having worked with the de- 
partment in its extensive auditing duties. 
Early this year he worked with legisla- 
tive committees investigating the failure 
of the ICT Insurance Co. and. still 
earlier with the probe of the U.S. Trust 
& Guaranty. Prior to his post in the 
auditing department he had worked for 
10 years in the State Treasury Depart- 
ment and, after three years in the 
\rmy, he had been a certified public ac- 
countant in San Antonio and Austin 


Collett Chairman U.S. 


Chamber Ins. Committee 


Edward B. Collett of Fort Worth, 
Texas, executive vice president, Millers 
Mutual Fire, has been appointed chair- 
man of the insurance committee of the 
Chamber of Commerce of the United 
States. He succeeds Clinton L. Allen, 
president of the Aetna Insurance Group, 
as chairman of the 3l-man Chamber 
committee. He is serving his second year 
as an insurance director of the Ch: umber 
and is also the immediate past presi- 
dent of the Association of Mill and Ele- 
vator Mutual Insurance Companies. 


Ackerman and Morris on 


Board of Sun of New York 
William M. Kearns, chairman of the 
board of the Sun Insurance Company 
of New York, today announces the elec- 
tion of David Ackerman and Grinnell 
Morris to the board of directors. Ap- 
pointment of George Barker to the 
\merican advisory committee of the Sun 
Insurance Office, Ltd., was also an- 
nounced by Mr. Kearns, general attor- 
ney of that company. 

Mr. Ackerman is a partner of Brown 
Brothers Harriman & Company and di- 
rector of Austral Oil Exploration Co., 
Benson Iron Ore Corp., General Secur- 
ity Assurance Corp., and several others. 
Mr. Morris is a_senior vice president 
of the Hanover Bank in charge of the 
upper Manhattan offices. He is a direc- 
tor of Ogilvy, Benson & Mather, Wil- 
liam Burford, Inc., and a trustee of the 
American College for Girls at Istanbul, 
Turkey. 

Mr. Barker is vice president of the 
Bank of New York and director of the 
Sun Insurance Company of New York. 


Yorkshire Announces 
Several Promotions 


HERMAN L. WILKENS RETIRES 


Falke Made Secretary, Charte Treas- 
urer; Grygo and Bartlet Appointed 
Assistant Secretaries 


The Yorkshire Insurance Company of 
New York announces retirement of Her- 
man L. Wilkens as secretary and treas- 
urer and election of Anthony J. Falke, 
Jr. as secretary and Vincent J. Charte as 
treasurer; also appointment of John A. 
Grygo and George I. M. Bartlet as assis- 
tant secretaries. 

Mr. Falke, who has been assistant sec- 
retary and manager of the claims depart- 
ment of the company, is a member of 
the New York Bar having received his 
law degree from St. John’s University. 
He graduated from the United States 
Merchant Marine Academy at King’s 
Point and served in World War II in 
the Maritime Service 

Mr. Charte, who has been assistant 
treasurer, received his A. B. degree from 
Harvard University and his M. B. A. in 
accounting from New York University. 
Prior to joining the Yorkshire he was 
associated with the accounting firm of 
Peat, Marwick, Mitchell & Company. 

Grygo, Bartlet, Wilkens 

Mr. Grygo, who has been manager of 
the automobile department, is presently 
vice chairman of the automobile Casualty 
Underwriters Association and on the ex- 
ecutive committee of the Automobile 
Underwriters Club of New York. He 
graduated from the United States Mer- 
chant Marine Academy at King’s Point 
and served in the United States Navy. 

Mr. Bartlet has been manager of the 
general liability and compensation de- 
partments. He spent several years in the 
insurance business in England where, by 
examination, he was designated an Asso- 
ciate of the Chartered Insurance Insti- 
tute. 

Mr. Wilkens has been treasurer of the 
Yorkshire for 20 years and has cele- 
brated his fifty-second year in insurance. 
He has served as a member of the uni- 
form accounting committee of the Na- 
tional Board. He is also a charter mem- 
ber of the Insurance Accountants Assn. 




















American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


























Layman New President 
Security-Conn. Cos. 


SUCCEEDS LAWTON, RESIGNED 


Daenzer Becomes Executive Vice Presi- 
dent; Several Branch Offices Being 
Closed; Statement of Company 


Lester C. Layman, who has been ex- 
ecutive vice president of the Security- 
Connecticut Companies since first of this 
year, has been elected president, suc- 
ceeding G. Albert Lawton, who has 
resigned. 
ecutive 


Mr. Lawton, who became ex- 
vice president of the 


newly 


LESTER C. LAYMAN 

formed Security - Connecticut Life in 
1955, was made president in March this 
year. He succeeded Norton Simon as 
president, who had become head of the 
company January 1, succeeding Peter J. 
Berry, who had been president for many 
years. Mr. Layman is president also of 
the Security-Connecticut Life. 

3ernard J. Daenzer, well known as 
a highly successful production man and 
vice president of the Security Compa- 
nies, has been elected executive vice 
president of the Security and Connec- 
ticut Indemnity. Other executive changes 
are unofficially reported. 

President Layman was elected a direc- 
tor of the Security-Connecticut Compa- 
nies in 1956. He entered insurance in 
1928 as special agent for the Maryland 
Casualty in Los Angeles. From 1931 to 
1935 he was vice president and general 
manager of a West Coast casualty in- 
surer. He later served with the Insur- 
ance Department of California and from 
1937 to 1953 was with the Aetna insur- 
ance Group in Hartford as secretary. He 
then became president of the Balboa 
Insurance Co. of Los Angeles until April, 
1956. 

Mr. Daenzer has been with the Secur- 
ity-Connecticut Companies since 1943. 
He was appointed an officer in 1950, 
advanced in 1954 to head the agency de- 
velopment department and in 1955 be- 
came vice president in charge of the 
ppl department. He is a graduate 
of Fordham University, Fordham Law 
School and holds the Chartered Property 
and Casualty Underwriters designation. 
He is well known to local agents as a 
speaker before many conventions and 
has written numerous articles on insur- 
ance production. 

To Operate in Selected Areas 

The new management of Security, the 
company says, has activated and is de- 
veloping a program which will concen- 
trate Security’s multiple-line operations 
in selected areas of the country. 

At the same time, the Security is “cur- 

(Continued on Page 32) 
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Schenke Wade. 
President of the IAC 


CLEMENT V.P. AND CAGNEY SEC’Y 


New Directors Are R. O. Manduka, C. K. 
Oaks, Jr., A. E. Duncan, Jr.; 
Background of Officers 


Spring Lake, N. J., June 25—Edmund 
V. Schenke, advertising manager, Royal- 
Globe Insurance Group, was re-elected 
president of Insurance Advertising Con- 
ference at the business session of its 
annual meeting here today. W. Winthrop 


Clement, public relations manager, 
Aimerican International Underwriters 
Corp., was elected vice president, and 


J. Kenneth Cagney, advertising depart- 
ment superintendent, Hartford Fire, was 
named secretary-treasurer. 

Mr. Schenke has done an outstanding 
job as IAC president during the past 
year, Alwin E. Bulau, assistant secretary 
of the Home of New York, who served as 
IAC’s vice president for most of the 
year, was slated to move up to the pres- 
idency but due to his approaching re- 
tirement from business, he declined the 
election. It was the judgment of IAC 


W. WINTHROP CLEMENT 


members that Mr. Schenke should serve 
another term as president. 

Mr. Clement, who handled program ar- 
rangements for this annual meeting, has 
been on his toes as IAC secretary-treas- 
urer since i 1956 annual meeting. In 
turn, Mr. Cagney has done an effective 
job as chairman of the “best use of ad- 
vertising” competition among insurance 
agents around the country. 

New Executive Committee Members 

The following are newly elected mem- 
bers of IAC’s executive committee: Ro- 
land O. Manduka, Camden Fire; Charles 
K. Oaks, Jr., The Travelers, and A. E. 
Duncan, Jr., Fire Association, who is a 
past president of the Conference. Con- 
tinuing on the committee until the 1958 
annual meeting are William J. O’Meara, 
Aetna Life Affiliated Companies ; Thomas 
H. Sherlock, Fidelity & Deposit, and 
William H. Hackett, Americ an Insurance 
Co. of Newark, who is IAC’s publicity 
chairman, 


Careers of New Officers 


This is Mr. Schenke’s 28th year with 
the Royal-Globe Insurance Group. He 
started there as assistant to Ralph W. 
Smiley, then advertising manager, now 
retired. In 1944 he was promoted to ad- 
vertising manager of the Globe Indem- 
nity and the following year assumed 
charge of advertising and publicity for 
the Eagle and Royal Indemnity Cos. 
Mr. Schenke succeeded Mr. Smiley as 
the Group’s advertising manager in 
1948, 








Vincent Jamcs 


EDMUND V. SCHENKE 


Over the past several years Mr. 
Schenke has been an active figure in the 
Insurance Advertising Conference, hav- 
ing served on its executive committee, as 
vice president and as membership chair- 
man. 

Mr. Clement entered insurance in 1935 
with the Liberty Mutual and in 1939 
went with Lerner Stores Corp. as insur- 
ance manager and administrative assis- 
tant to the executive vice president. 
From 1942 to 1944 he did war work and 
from 1944 to 1947 served as executive sec- 
retary of Risk Research Institute, an or- 
ganization of large insurance buyers. In 
1947 he became executive vice president 
of the National Association of Insurance 

3rokers and a year later joined Ameri- 





“er aa Help For 
Agents Successful, Oaks Tells LAC 


How personalized advertising help for 
local agents by insurance companies has 
definitely increased premium income was 
related by Charles K. Oaks, Jr., of The 
Travelers Insurance Companies, when he 
spoke before the Insurance Advertising 
Conference at the annual meeting this 
He stated 
Service, a 


week at Spring Lake, N. J. 
that the Agents Advisory 
facility of the public information and 
advertising department of The Travelers, 
has done work for more than 2,000 pro- 
Hawaii, Puerto 


ducers in every state, 


Rico and Canada. The majority of these 


agencies spend less than $00 a year for 





can International Underwriters Corp. 
New York as manager of its personal 
insurance division. Since then he has 
been advanced to manager of public re- 
lations for AIU. Native of Maine, he is 
a graduate of Colby College. 

Mr. Cagney, elected secretary treas- 
urer of IAC, joined Hartford Fire adver- 
tising in 1946. He was promoted to 
superintendent of advertising in 1953, 
which position he now holds. Prior to 
1946 Mr. Cagney was with Cunningham 
& Walsh, New York, as a copy writer. 
He was graduated from St. Michael's 
College, Vermont, and attended Colum- 
bia University for special courses. During 
World War II he served for three years 
in the Air Corps where he was a bom- 
bardier in the European and Pacific 
theaters. 


President Schenke Reviews Constructive 


Activities Of LAC In Past Year 


Spring Lake, N. J.: President Edmund 
V. Schenke of the Insurance Advertis- 
ing Conference, who is advertising man- 
ager of the Royal-Globe Insurance 
Group, highly commended his fellow offi- 
cers, executive committee and other 
members of the IAC for their coopera- 
tion in making the past year successful. 
He cited in his annual report “Al” Bulau, 
Home; “Win” Clement, American Inter- 
national Underwriters; “Tom” Sherlock, 
Fidelity & Deposit; T. Ramsay Taylor, 
United States Fidelity & Guaranty; Wil- 
liam Hackett, American; “Bill” O’Meara, 
Aetna Life; Alden Taylor, Phoenix In- 
surance Co.; “Bill” Burt, Phoenix Mu- 
tual Life; J. Ken Cagney, Hartford; 
Charles Oaks, Travelers. Mr. Schenke 
stated he had a team of men with full 
“enthusiasm and devotion to the ad- 
vancement of the Conference.” 

While the American Insurance Asso- 
ciation has not yet acted favorably on a 
resolution adopted by the executive com- 
mittee of the IAC urging for the capital 
stock insurance industry establishment 
of a single, centralized office, corporation 
or other service entity, the purpose ot 
which shall be to render more effective 
efforts of stock insurance interests to 
gain broader public understanding, with 
governing authority consisting of not less 
than 50% of active members of the I. AC. 
President Schenke said the IAC is jus- 
tifiably on record with “a sound approach 
to a recognized need.” 


What Proposal Contemplates 


The complete framework of the rec- 
ommended separate entity was developed 
in detail and Mr. Schenke stated that 


“T would like to point out that your ex- 
ecutive committee recognized the exist- 
ence of established advertising, publicity 
and public relations functions within the 
industry, limited as they may be in these 
activities. The detailed framework does 
not call for the dissolution of existing 
agencies and personnel, but rather con- 
templates their absorption into one cen- 
tral organization serving the entire fire 
and casualty stock insurance business 

“This year marks our fifth Annual 
Agent’s Award Program. Your executive 
committee has made a close study of the 
program to determine if there were 
areas for improvement. One important 
change will be made. Hereafter, an- 
nouncements and distribution of entry 
blanks will be made during the same 
year for which the contest applies. 

“It was realized that we have been a 
vear late in announcing and promoting 
each year’s program. Heretofore, agents 
were required to review their advertising 
of the previous year in making up their 
entries with the result that too little 
time was at their disposal in meeting our 
deadline. With the proposed change 
agents will have more time to work on 
their entries, _ the material making 
up their entries can be accumulated as 
they conduct their advertising programs. 
We hope to annouce the 1957 contest in 
September and the 1958 contest in March 
of 1958,” he said. 

“T am happy to report that many re- 
quests have come to us for speakers to 
talk on the subject of advertising before 
various agents’ groups throughout the 
country. Because of the increasing in- 
terest in advertising on the part of 


advertising. 

The sole purpose of the Agents Advi- 
sory Service, Mr. Oaks told the IAC, 
is to give Travelers producers profes 
sional guidance and assistance in prep 
aration and planning of their local ad- 
vertising, publicity and public relations. 
Effective insurance agency advertising 
should promote the agency and its serv 
ices first and the insurers it represents 
second Mr. Oaks stressed. 


Each Agency Has Own Problems 


“Every insurance agency is different 
and each agency has its own local adver- 
tising problems,” he stated. “These prob- 
lems vary according to the age and size 
of the agency, the market, the sales 
goal, the available advertising media and 
other local factors. For this reason, 
there can be no pat formula for success- 
ful advertising for all agencies 

“A low pressure advertising leaflet 
promoting a Homeowners policy may be 
effective for an agency in conservative 
New England. Yet this same advertising 
leaflet may be a complete failure when 
used in a direct mail program of an 
agency in Texas. Similarly, a $10,000 
advertising campaign may be appropriate 
for one agency while a $75 budget may 
be called for with another agency. 

“We have a large agency in Milwaukee 
which was recently taken over by several 
industrious young agents. They set up 
a sales goal which called for a $150,000 
increase in premium income in two years 
Their next step was to weigh the local 
advertising rates, the market, and other 
factors and then determine how much 
money they needed to spend on advertis- 
ing to reach this goal. The result was 
an advertising appropriation that exceed- 
ed 12% of their premium income. 

“This, of course, is substantially higher 
than the average budget for comparable 
agencies throughout the United States 
However, the large appropriation was 
justified because of the ambitious sales 
goal of the agency,” Mr. Oaks explained 

‘To give you an idea of how you can 
give your agents personalized advertis- 
ing assistance, let’s take a look at a 
typical request received by the Agents 
Advisory Service. 


Typical Request Analyzed 


“The requester was J. E. Lutz & Co 
Travelers general agents for fire and cas- 
ualty lines in Knoxville, Tenn. Several 
years ago, J. E. Lutz & Co. was faced 
with the decision of whether to maintain 
the status quo and be satisfied with a 
steady volume of business or to expand 
their facilities and spend a substantial 
sum of money in an all-out effort to 
increase production. They chose the 
latter and wrote the Agents Advisory 
Service for help. 

“Let’s see, step by step, the procedure 
of handling the request,” Mr. Oaks said, 
in showing slides to his audience 

“Our first move was to ask J. E. Lutz 
& Co. to fill out this advertising ques 
tionnaire. It’s quite comprehensive so 
that we can obtain all the information 
we need to design an effective over-all 

(Continued on Page 26) 





agents countrywide, an IAC Speakers 
Bureau has been created. Eleven men 
hi ive volunteered their services to date 
“We are trying very hard to make each 
successive meeting more constructive 
and beneficial for everyone. Criticism 
and suggestions are always welcomed, so 
please do not be hesitant in expressing 
your opinions. Advertising, in any com 
pany, can be no better than the person 
promoting it—and I am quite certain 
that the IAC is one of the important 
channels through which it can be made 
better—individually and collectively.’ 
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Ehre Outlines New Advertising 
Campaign Of Buffalo Insurance Co. 


Confidence that advertising is going to 
play an increasingly greater part in the 
development of the standard stock in- 
surance company gy He was voiced by 
President Victor T. Ehre of the Buffalo 
Insurance Co. when cs spoke before the 
annual meeting of the Insurance Adver- 
tising Conference at Spring Lake, N. J., 
this week. Mr. Ehre stated that if the 
3uffalo and other insurers are to gain 
identity and recognition and obtain busi- 
ness on best possible terms then they 
must expand public relations and adver- 


tising programs. 

Mr. Ehre told the IAC that the Buf- 
falo has been known for years as a 
non-advertising company. But since he 


became president he has aimed to revise 


that position. Answering the question 
“Why advertise?” he said: 
Why Advertising Pays 
“Agency commissions, field person- 
nel and the agency or production de- 
partment when combined, represent 


of a company’s expense ratio. 
small sum spent on adver- 
make more effective this 
ivestment in sales expense 
sum is money well spent. 
primary tasks of man- 
agement is not only to build good service 
at a reasonable price but to create an 
identity of and a demand for that serv- 
ice. Virtually every insurance company 
in the same business classification gives 
the same service. Shouldn’t we be trying 
deliberately to create a distinct personal- 
ity for our company—an identity recog- 
nizable in the market place apart from 
its competitors ? 

“It also seemed elementary that a 
product when both intangible as is in- 
surance and unknown if unadvertised, 
would sell at a disadvantage. The more 
intangible and the more unknown a com- 
might be the more that 


about 75% 
If a relatively 
tising would 
very large it 
then the small 

“One of the 


pany company 
might have to make concessions in order 
to get business. It would have a tenden- 
cy to buy business with extra commis- 
sions, costly services and more liberal 
underwriting 4 recognizable product 
would be an advantage in selling that 
product on the most favorable terms 
to the company,” Mr. Ehre stated. 


Proof Advertising Pays 

selected ten large 
standard stock 
advertisers 
was 50% 


ago we 
line groups of 
who were prolific 
and w advertising expense 
above the average for insurance 
panies,’ Mr. Ehre “We 
lected ten equally large standard 
companies who did limited amount of 
advertising as evidenced by an adver- 
tising expense ratio of 50% below aver- 
age and this is what we learned. 

“1. The combined growth in premiums 
written of the advertising comps anies 
consistently and substantially greater 


“Two years 
multiple 
companies. 
hose 
com- 
aid alse 2 
sald aliSO SE 


stock 


was 











than the non-advertisers. 

“2. For the year period the combined 
expense ratios of the advertising com- 
panies was consistently and substantially 
lower than that of the non-advertising 
companies 

‘3. The combined loss ratios of the 
advertising companies was consistently 
better 

“4. The combined operating profit of 
the advertising companies over the ten 
year period was consistently more 


How Much to Spend? 


ompanies spend n average of 
asualty and surety companies 
an average of 0.24%. Bearing in mind 
that there are 100 cents in one 
dollar of premium, an insurance company 
should not go beyond an expenditure of 


“Fire « 


0.25% and « 


onl 4 


one-quarter of one per cent for adver- 
tising unless by so doing it is able to 
reduce some of its other underwriting 


expenses. At the outset it certainly 
seemed prudent to us to abide by the 
averages,” observed Mr. Ehre. 

“At the very beginning we felt that 
we should design a symbol or trade- 
mark which would give us quick identifi- 
cation and recognition. By constant and 
continued use of such a device on every- 
thing which we publish or distribute we 
hope to gain identity and create ac- 
ceptance. 

“In the which we ac- 
feature 


new trademark 
cepted from the designers we 
the name of the company, the buffalo 
and the year of our establishment. Fea- 
turing the buffalo not only ties in with 
the name of the company but provides 
an element of traditional Americanism, 
strength and stamina. The whole, we 
believe, makes an impression of stability, 
security, service and dependability. 
“Next in order of precedence we 
needed something to help our agents 
and our special agents tell the story of 
the longevity, the financial stability, the 
quality of management, the services and 
facilities of the Buffalo. We tried to 
accomplish that by preparing for dis- 
tribution two editions of the annual 
report. The first is what we call an 
investors or bankers edition which can 


be used as a visual sales aid. The sec- 
ond is a short form report which con- 
tains most of the material appearing in 
the larger edition. However, its con- 
venient size makes it useful as an insert 
with policies, letters, bills, etc. 
House Organ 

“We felt that we needed a house or- 

gan, bulletin or publication for our 


It seemed desirable to have such 


agents. 

a device in order to keep our agents 
informed on a variety of general topics 
as well as what was going on in the com- 
pany. Accordingly, we started just about 


pub.ishing a quarterly. It is 
information of a_ technical 
information which 
sales and promo- 


year ago 
devoted to 
nature as well as 
might be valuable for 
tional purposes. 

“Our next step in the development of 


an advertising program was to get into 
dire ‘t mail in a very modest way. It 
has been my experience and that of 
some of our other people that direct 
mail is the most effective form of ad- 
vertising for insurance companies and 
insurance agents. It can be adapted to 


it can be 
timed 


new 
territory, it can be 


controlled by 
and the ex- 





pense can be controlled. Its effectiveness 
has been universally accepted—most im- 
portant, results can be measured. 





sing some of the ideas outlined in 
the booklet published by the Insurance 
\dvertising Conference we prepared and 
tested three direct mail letters. We then 
offered to print those letters on a letter- 
head which we would provide and sup- 
ply to the agents together with the 
insert material to illustrate the cover- 
age. We made the whole package avail- 
agents in reasonable quan- 
tities, free of charge, providing they 
would prepare the list and do the ad- 
dressing and posting. 

“Daring the first six 


able to the 


months of their 


av lability, « gents ordered and used 50,- 
000, of them Toolthe very satisfactory re- 
sults,” President Ehre revealed. 


Trade Paper Advertising 


not think that a company of 
our size can afford to get into news- 
paper, magazine, radio or television ad- 
vertising direct to the public. About the 
only advertising that we can direct to 
the insurance buying public is the direct 
mail approach previously described, per- 


haps some cooperative advertising with 
agents or by means of match book 
covers 

“However, we do feel the need for 


IAC Judges In Ad Awards Contest 





Judges for the annual advertising awards of the Insurance Advertising Con- 
ference faced more than 90 entries in 14 categories of company advertising on 
June 18 in the final judging held at the offices of Young & Rubicam. Decisions of 
the panel composed of (I. to r.) Charles Choquette, vice president, Reply-O-Letter, 


Inc.; John Crandell, 


Time Magazine; and Carl Harris, art supervisor, Young & 


Rubicam, were announced at the annual awards banquet of the [IAC at the Essex- 


Sussex House, Spring Lake, N. J., June 25. 





advertising in the insurance trade publi- 
cations. A standard stock insurance com- 
pany is not engaged so much in selling 
itself to the policy buying public as it 
is engaged in selling itself to the local 
independent insurance agent. 
Will Capitalize on Buffalo 

“At this very moment and for some 
time past, we have been striving to de- 
velop an advertising theme, message or 


presentation which would be a_ real 
stopper. We want to capitalize on the 
buffalo because he is unique to our 


traditionally 
stamina 


name, gives us identity, is 
American, connotes strength, 
and is readily acceptable. 

“I am going to ask you to help me. 
I am going to present to you the three 
basic suggestions for the Buffalo—in tra- 
ditional style, modern art design and in 
a somewhat personified form. I would 
very much appreciate your expressing 
your opinions so that we might use the 
consensus in guiding us to a final de- 
cision.” 


IAC Convention News 


Additional news articles on the 
annual meeting of Insurance Ad- 
vertising Conference this week at 
Spring Lake, N. J. are contained in 
the casualty department of this 


Oaks On Selling 


(Continued 














from Page 25) 
advertising program for the agency. On 
page 1 there’s space for details about the 
lines of insurance written by the agency, 
their premium income, their advertising 
budget, how much they can afford to 
increase this budget and information 
about their community. On Pages 2 and 
3 the agency fillls in information about 
their present advertising in newspaper, 
radio, TV and direct mail. In addition 
there’s space for information about the 
available media in his area and the ad- 
vertising rates. On the back page the 
agency fills in details about their good 
will program and about other phases of 
their advertising program. 


Proposal 


“After thoroughly digesting the infor- 
mation sent to us on this questionnaire 
and studying samples of the agency’s 


advertising, we worked up a personalized 
proposal outlining a complete eae 
ing campaign for J. E. Lutz & Co. 
1956. This proposal covered every veseet 
of local advertising and included re- 
marks on every available media in Knox- 
ville. It was 16 pages long. 

“We suggested that J. E. Lutz & Co. 
make the newspaper the heart of the 
advertising campaign and recommended 
two column displays every week in the 
Sentinel, Knoxville’s afternoon news- 
paper. We recommended that these ads 
tic in with American family independ- 
ence so that the agency could benefit 
from the impact of Travelers national 
advertising in consumer magazines. We 
also suggested that J. E. Lutz & Co. 
make their 60th anniversary an impor- 
tant theme in the advertising program 
and advised them to run large newspaper 
displays during the week they celebrated 
their anniversary. 

Newspaper Ads 


“Small ads promoted American family 
independence. The larger displays run- 
ning during the week of their anniver- 
sary compare the growth of Knoxville 
with the growth of the agency. 


“We felt that the agency’s budget 
could not accommodate more than one 
niass market medium and encouraged 


the agency to forego radio and television, 
for the time being at least, in favor of 
newspaper gern We did, how- 
ever, suggest that J. E. Lutz & Co. in- 
crease their direct anil activities,” Mr. 
Oaks continued. 

“The highlight of the agency’s direct 
mail program was this 60th anniversary 
brochure which deals with the various 
departments of the agency, their func- 
tions and services and how these func- 
tions and services benefit the policy- 
holders. The copy and the artwork for 
this brochure was done by the Agents 
Advisory Service. The brochure was 
mailed to every policyholder and _ pros- 
pect and was given to people who visited 
the agency offices. 

Sales Letters and Seal 

“In addition to the brochure we sug- 
gested several specific mailings, one to 
newcomers to Knoxville and another 
to newlyweds and engaged couples. We 
also advised the agency to prepare a 
60th anniversary seal which was attached 
to all their correspondence in 1956. 

“We told J. E. Lutz & Co. to con- 
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tinue their fine program of good will. 
We pointed out that giving calendars, 
pencils and other literature to their 
clients and prospects was good public 
relations and did much to cement favor- 
able relations. 

Billboards 


“We felt that billboard advertising 
would be particularly effective in Knox- 
ville because of the commuting habits 
of the people who work there and also 
because of the arrangement of the high- 
ways leading to and from the city. We 
helped them plan a year-round billboard 
campaign in which the copy message 
was changed every month. The Agents 
Advisory Service offered billboard ideas 
and layouts. 

“Another very successful feature of 
J. E. Lutz & Co. advertising program is 
their annual participation in local home 
and boat shows. The agency said that 
these displays resulted in a substantial 
number of news prospects ... and sales. 

“Round out the agency’s advertising 
program with the usual advertisements 
in high school yearbooks, fraternal publi- 
cations, church bulletins, and similar 
media which, of course, would naturally 
fall in the category of public relations 
and not advertising. I’d like to quote 
from a recent letter which we received 
from Russell Briscoe, vice president of 


J. Eo Datz& ‘Co. 


Successful Results 


“‘T have waited until all of our 1956 
figures were cast up before writing you 
regarding the results of the whole ad- 
vertising plan for 1956, but I am now 
in a position to tell you that it was an 
amazing success. 

“TI know of nothing greater that The 
Travelers Companies can do for their 
general agents than what you people 
have done for us in this advertising pro- 
gram, and we considerably over-shot the 
goals that we had set for what we hoped 
our advertising campaign would produce, 
premium-wise in 1956, I can assure you 
that we got back our entire cost, plus 
considerably more, and we actually did 
not really get underway with our cam- 
paign until the latter part of February.’” 


Cancellation Must Be 
In Writing Court Rules 


Cancellation of an insurance policy 
must be affected in writing, a superior 
court judge ruled in ordering two U. S. 
companies to pay almost $20,000 in fire 
damages to a garage owner who had 
indicated verbally he intended to cancel 
the insurance. 

Justice Claude Provost, at Montreal, 
Can., ordered two companies to pay 
$12,400 and $7,400 respectively to Aurele 
Patenaude. 

Patenaude’s garage suffered fire dam- 
age estimated at nearly $50,000 in 1948. 
The building was covered by other pol- 
icies as well. The companies had refused 
to pay the claims on ground they had 
been cancelled in a telephone conver- 
sation between Patenaude and his in- 
surance broker. 


Holmes Chairman CPCU 


° 
Educational Committee 
A. Leslie Leonard, president of the 
New York Chapter of the Society of 
Chartered Property and Casualty Under- 
writers, Inc., announces appointment of 
M. A. Holmes, vice president of Frank 
B. Hall & Co., Inc., as chairman of the 
educational committee for the coming 
year. Mr. Holmes has selected as mem- 
bers of his committee G. Robert Ainslie, 
Alexander & Alexander, Inc.; Gerritt S. 
Collier, Reinsurance Corp. of New York; 
Frank R. Ebersbach, Great American 
Indemnity, and Conrad C. Henke, Royal- 
Globe Insurance Group. ; 
The committee’s primary functions are 
to sponsor educational activities designed 
to prepare candidates for CPCU exami- 
nations, and to promote plans of an edu- 
cational character for the membership 
of the New York Chapter. 
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Frank M. Smalley Dies; 
Glens Falls President 


RETIRED FROM POST IN 1943 


Continued as Director of Company; 
Prominent Also as Civic Leader 
in Upstate New York 


Frank Mather Smalley, 80, former 
president of the Glens Falls Insurance 
Co., died June 18 at Glens Falls Hospital. 
Mr. Smalley, president of the Glens Falls 
Savings and Loan Assn., was a former 
executive secretary of the Glens Falls 
Chamber of Commerce. 

Mr. Smalley was born in Syracuse 
May 25, 1877, the son of Frank and 
Jennie Mather Smalley. He was gradu- 
ated from Syracuse University with the 
degree of A.B. in 1898 and from the law 
school of that university in 1900. 

He was married to the former Helen 
P. Spencer of Indianapolis, Ind., in 1901. 
Mrs. Smalley died a numer of years 
ago. 

Entered Insurance in 1902 


Mr. Smalley entered the insurance 
field in 1902 when he was employed by 
the Middle States Inspection Bureau. 
He became associated with the Glens 
Falls Co. in 1906 as a special agent for 
western New York and was called to the 
home office in Glens Falls as assistant 
secretary in January, 1919. He was made 
successively secretary, vice president and 
president and continued as a director of 
the firm after his retirement from the 
presidency in 1943. 

He was the founder and first president 
of the Glens Falls Rotary Club, having 
served as president during the first three 
years of the organization. 

During his long career as a civic lead- 
er, he served as a director of Glens Falls 
Hospital and the YMCA and as a trustee 
of Crandall Library. Active for many 
years in the Chamber of Commerce, he 
became its executive secretary shortly 
after his retirement from the presidency 
of the Insurance Company. He was a 
32nd degree Mason. 

Surviving are a son, Robert Warren 
Smalley of Batavia, and two daughters, 
Mrs. Irving Bush of Glens Falls and Mrs. 
Margaret Brown of East Otto. 


Calif. Bars Commissions 


To Employes of State 

Governor Goodwin J. Knight of Cali- 
fornia has signed a bill making it illegal 
for any official or employe of the state 
or any member of the legislature to re- 
ceive commissions on insurance placed 
on behalf of the state. 

The measure is the result of the furor 
over placing of insurance by the state 
and the designation of brokers who were 
to receive the commissions under a sys- 
tem that had been prevalent for years. 
Among the brokers so favored were 
members of the legislature who in pri- 
vate life were engaged in the insurance 
business. 


N. Y. Board Reelects 
Richard and Landen 


Eugene C. Richard, vice president of 
the American Insurance Co. in charge of 
the New York City office, has been re- 
elected chairman of the board of direc- 
tors of the New York Board of Fire 
Underwriters. Harry J. Landen, vice 
president of the Springfield Fire & Ma- 
rine, continues as vice chairman 


GAB Names Alexander 
Manager at Nashville 


The General Adjustment Bureau has 
named Richard H. Alexander manager of 
the Nashville, Tenn., branch, succeeding 
W. H. Thompson has been appointed 
general adjuster for Georgia. Mr. Alex- 
ander was formerly a member of the 
Jacksonville, Fla., and Martinsville, Va., 
staffs of GAB and in 1954 was appointed 
branch manager at St. Petersburg, Fla. 
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Muth And Mang New Members Of 
N. Y. Agents’ Executive Committee 


The two new members of the execu- 
tive committee of the New York State 
Association of Insurance Agents, Ray- 
mond A. Muth of Newark and Sidney 
Mang of Sidney, are both experienced 
insurance men and have been active in 
association work for some time. 


Mr. Muth is president of George W. 
Muth & Son, Newark 


serving a second term as a director of 


Inc. in and is 





RAYMOND A. MUTH 


the New York State Association. He 
as first elected and served a three year 
term 1951 - 54 and in 1956 was elected to 


fill the unexpired term of George Graves 


1 





and this year was reelected. He served 
1 year as regional vice president and was 
unanimously elected to the executive 
I rd of directors 
ately followed the 
mvention of the asso- 


committee at the bo: 





meeting which immediz 


75th anniversary c 











‘iation in May. He is past president of 
the Associated Insurors of Wayne, Sen- 
eca, Yates and Ontario Counties and is 
a member of the New York State In- 
surance Speakers Bureau 

Also he is a past president of the 
‘ewark Rotary Club, past president of 


ark Chamber of Commerce, past 
and member of the board of 
f 1e Newark Community 
member of the Wayne 
Commission. He 





Service 








be Lodge No. 83 and 
FE] 2 He is an elder and 
1 he board of trustees of 
tl rian Church and vice 
president of the New York 

( 1 of Presbyteri: 








y and hi fe, Ellen, 
children, Walter and Marilyn 
Sid Mang was elected to the board of 
of the New York State Associ- 
1956 and was elected a member 


have two 





lirectors 


ation in 


of the executive committee in 1957 fol- 
lowing the convention in May. He is 
president of Mang and Bowne Agency, 
Inc. who have their own building with 
ground floor office at 44 Main Street in 
Sidney. He was the first president of 
the Delaware County Association of In- 
surance Agents. 

Mr. Mang is a past president and di- 
rector of the Sidney Chamber of Com- 
merce and a former treasurer of the 
Community Chest of Sidney. He served 





SIDNEY MANG 


as a Commissioner of Appraisal on the 
Cannonsville Dam Project for the New 
York City Board of Water Supply and 
is a member of the board of managers 
of Sidney Hospital. He is also a mem- 
ber of the board of directors of the 
Methodist Youth Camp “Skylake” which 
caters to 1,400 boys and girls. He is a 
member of the board of managers of 
the Sidney Golf and Country Club and 
treasurer of the board of trustees of 
Sidney Methodist Church. He is a mem- 
ber of the New York State Insurance 
Speakers Bureau. 

In 1956 he was an alternate delegate 


to the Republican convention in San 
Francisco from the 28th Congressional 
District and is the male member of the 


New York State Republican Committee 
from Delaware County. Mr. Mang, who 
graduated from Syracuse University in 
1925, was coxswain of the freshman crew 
and two years of varsity competition and 
in his freshman year his crew were 
the Intercollegiate Rowing Association 
freshman champions. “Sid” and his wife, 
Doretta, have two daughters, Marylyn 
and Carolyn. 
P. G. MILITELLO DIES 

Philip G. Militello, Sr., 62, president of 
an insurance and real estate firm for 36 
years, died June 17 in Buffalo, N. Y. He 
operated the Niagara Service Corp. 


Skerrett President of 


Camden-Gloucester Agents 


The Camden-Gloucester County Insur- 
ance Agents Association elected Charles 
L. Skerret president at the annual meet- 
ing at Camden, N. J., June 24. He suc- 
ceeds Samuel W. Madara, who becomes 
a director, Other officers and directors 
are as follows: Floyd R. West, first vice 
president; Thomas V. Alles, second vice 
president; Beatrice D. Chew, secretary ; 
Vinal A. Johnson, treasurer. 

Directors for three-year terms: Law- 
rence F. Costill, Jr., James B. Filer, 
Joseph W. Goldberg, Frederick E. Rein, 
Fred Siris. 

Robert W. Crosson of the accident and 
health department of the Hartford A.&I., 
spoke on major medical expense insur- 
ance. 


Ayres President of 
Broome County Agents 


Walter Ayres, Binghamton, N. Y. was 
elected president of the Broome County 
Association of Insurance Agents at the 
annual meeting. Other officers elected 
were vice president, Ralph Warner, War- 
ner Brothers Agency, Endicott; secre- 
tary, John F. Russell, Couper-Ackerman- 
Sampson, Inc., Binghamton; treasurer, 
Marshall Walls, Binghamton; directors 
for three years: Edwin V. Chandler, 
Estabrook, Koerbel and Estabrook, Inc., 
Binghamton, and Robert J. Hanifin of 
Robert J. Hanifin, Inc., Endicott. 

The association discussed and approved 
participation in the advertising program 
being sponsored by the National Asso- 
ciation of Insurance Agents and the New 
York State Association. A special ad- 
vertising committee has been set up, 
consisting of Paul Brooks, chairman; 
Harold Wilson and Ralph Stanton. 


N. Y. LEADERS TO MEET 


The executive committee of the New 


York State Association of Insurance 
Agents will meet at Rocky Point Inn, 
Inlet, N. Y., Saturday, June 29th. This 
will be the first meeting of the new 


executive committee. 
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Weghorn Forum For Brokers Outlines 
New Commercial Property Policy 


The John C. Weghorn Agency, Inc., 
gave New York City brokers an excellent 
opportunity to become fully acquainted 
with the new Commercial Property Pol- 
icy which has been approved in about 44 
states of this country and which was 
expected to have been made available 
here about July 1. Around 150 producers 
attended this gathering June 20 in the 
Great Hall of Chamber of Commerce. 
John C. Weghorn, president of the 
agency, presided. James P. Senior, head 
of the agency’s multiple perils depart- 
ment, and Hunter Y. Van Lear, secre- 
tary of the Home, explained the policy 
provisions. Donald Anderson of the 
Home also participated. Later the bro- 
kers threw a host of questions at the 
speakers, revealing wide interest in this 
new policy. 

The Commercial Property Form is a 
single comprehensive cover furnishing 
protection on a businessman’s stocks, 
furniture, fixtures and equipment, ten- 
ant’s improvement and_ betterments 
against nearly all causes of loss or dam- 
age. Coverage, Mr. Senior stated, in- 
cludes fire, wind, explosion, burglary, 
theft, sprinkler leakage, water damage, 
transportation perils and many other 
hazards. Mr. Weghorn said that alert 
brokers will take advantage of this broad 
new policy and his agency wanted to 
enlighten producers on how this cover- 
age operates. 

Mr. Senior declared this new policy 
removes the possibility of uninsured loss, 
reduces bookkeeping costs of brokers, 


makes possible sale of complete coverage 
on one visit and makes for better rela- 
tions between brokers and assureds. The 
premium for this protection is far less 
than would be developed if the many 
lines of coverage were purchased sep- 
arately by an assured. All brokers at 
this meeting were provided with a sales 
and data kit by the Weghorn agency. 

Attachment of the Commercial Prop- 
erty Form to the fire policy converts 
that policy to insure against “all risk of 
direct physical loss of or to the property 
covered”... “except as hereinafter pro- 
vided.” This is followed by the necessary 
exclusions and _ limitations, principally 
those customary in the fire, marine and 
casualty field. 

If the coverage is to be on a reporting 
basis, the brokers were told the monthly 
reporting endorsement is attached. This 
endorsement contains the necessary 
clauses with reporting requirements, lim- 
its of liability, etc., to track closely with 
conditions of the customary fire report- 
ing forms. If, on the other hand, the 
policy is to be on a non-reporting basis, 
the non-reporting endorsement is at- 
tached. This endorsement contains a co- 
insurance clause and other clauses to 
track closely with the customary non- 
reporting fire form. 


What Form Insures 


The Commercial Property Form basic 
ally covers stocks of merchandise with 
the option of also covering furniture and 
fixtures, and tenants improvements and 
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betterments. It is perfectly proper to 
cover stock only, without the necessity of 
covering furniture and fixtures or im- 
provements and betterments, but neither 
of these items may be insured under the 
form unless stock also is covered. Im- 
portant extensions of coverage are for 
personal effects, debris removal, damage 
to building by thieves, general average 
and salvage charges, and F.O.B. ship- 
ments. The form covers within Continen- 
tal United States and in transit in 
Canada. 

The form excludes loss caused by or 
resulting from earthquake, flood and sur- 
face water immediately derived from 
natural sources. The unusual term 
from 
embraces a number of things, 
including water from recent rain, melted 
or the like. The not 
exclude loss resulting from broken un- 
derground water mains or pipes. This is 
an important coverage granted by the 
policy. The flood and earthquake exclu- 
sions do not apply to property in transit. 

Mysterious disappearance or inventory 
shortage are excluded although the form 
does cover theft. Mysterious disappear- 
ance of property in the custody of car- 
riers or bailees for hire is not excluded. 
Also excluded is change in flavor, odor, 
color, texture or finish, contamination, 
freezing and other usual marine exclu- 
sions; all unless caused by a peril not 
excluded. Theft while unattended in un- 
locked vehicles is excluded. The form 
also excludes coverage on installment 
sales and parcel post shipments. These 
may be covered by a separate marine 
policy if needed. 


“wa- 


ter immediately derived natural 


~ ” 
sources 
does 


snow form 


Furs and jewelry are provided full 
commercial property coverage up to 
$1,000, and fire and extended cover age 


only in excess of $1,000. If a risk has fur 
and jewelry values above $1,000, these 
items should be excluded from the com- 
mercial property form and a_ separate 
marine policy written for them. 


$50 Deductible 


The $50 deductible applies to all perils 
except fire and the extended coverage 
perils (the wind and hail deductible ap- 
plies to property in the open), vandalism, 
sprinkler leakage, burglary, robbery, 
transit losses in custody of common car- 
rier, and collision, upset or overturn of 
conveyance. The deductible is manda- 
tory and no provision is made for delet- 
ing or increasing it. 

The Commercial Property form does 
not contribute with other insurance un- 
less written on the same commercial 
property form. It is excess over any 
other insurance which is not written on 
the same form. No credit is granted for 
other insurance of any kind. 

In Section III B, the form limits the 
coverage on certain types of property. 
To afford the insured the option of buy- 
ing broader coverage elsewhere on these 
items and prevent the necessity of dupli- 
cate insurance, the rules permit the op- 
tional exclusion of property specifically 
mentioned in Section III B, as well as 
fine arts, photographic equipment and 
supplies, musical instruments, construc- 
tion or agricuitural equipment and _ val- 
uable papers. 

When property is insured with the 
non-reporting endorsement, not less 


vided for Reporting Form 1 business for 
some years, to prevent the necessity of 
showing in the policy a long list of low 
valued locations, where only small limits 
are needed. Item A (ii) is the customary 
limit for newly acquired locations regu- 
larly used and parallels the similar limit 
in Reporting Form A. Values at regu- 
larly used locations Item A (1) through 
A (ii) are reported separately for each 
location. Item B provides coverage at 
temporary locations, with not exceeding 
$10,000 at any one such location. Values 
at temporary locations (Item B) are re- 
ported in the aggregate. 

Transit coverage is afforded in the 
same manner as with the non-reporting 
form. Transit values are not reported. 

Generally, retail, wholesale and distri- 
bution risks are eligible for the coverage. 
Ineligible are manufacturing risks, 
bailee and other service risks, dealers 
risks classed as inland marine, specially 
rated risks, certain risks with predomi- 
nately perishable stocks such as farm 
products, produce, flowers, livestock and 
poultry, pawnbrokers, and those with 
second-hand or salvage stocks, and cer- 
tain other specialized classes, including 
certain types of grain, cotton and oil 
risks. If an occupancy of this type is 
only incidental (up to 10%) at a covered 
location, the coverage may still be pro- 
vided. 

Rating Procedure 


“Rates are calculated by the fire rating 
bureau upon receipt of a completed 
Commercial Property application and 


agent of record authorization,” Mr. Van 
Lear told the brokers. (Certain specially 
rated risks also require the appointment 
of a filing company.) As a matter of 
fact, you can accurately estimate rates 
on most risks. 

“For the ordinary single location risk 
to be covered under the non-reporting 
endorsement with 80% coinsurance, the 
premium is simply the sum of the 80% 
coinsurance fire and extended coverage 
premium plus the all other perils pre- 
mium for the amount of insurance. You 
will note that in rating retail risks the 
all risk load varies by commodity, de- 
pending upon the susceptibility of the 
class, principally to burglary and water 
damage, but also to transit and other all 
risk exposures. The load also varies by 


territory. 
“For the simple reporting form risk, 
the typical risk which has heretofore 


been covered under Reporting Form A, 
the rating procedure is basically the 
same, except that the 100% coinsurance 
fire and extended coverage rates and the 
‘all other perils’ rate are applied to the 
average values for the last twelve (12) 
months in order to arrive at the account 
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rate. The deposit premium is 75% of the 
account rate multiplied by the limits of 
liability for declared location (Item A); 
and, if the insured had temporary loca- 
tions, plus the account rate multiplied by 
those average values. 


Multiple Location Credits 


“For the multiple location risk covered 
under the monthly reporting endorse- 
ment, eligible for multiple location cred- 
its (the risk which has customarily been 
written under Form 1) the rating plan is 
the same, using those specially calculated 
fire and extended coverage rates. The 
deposit premium, however, is the ac- 
count rate multiplied by the provisional 
amount (average value) at declared loca- 
tions, plus the average value at tempo- 
rary locations. 

“The usual fire term credits apply on 
Commercial Property policy rates. Pol- 
icies may not be written for longer than 
three years and are subject to reason- 
able specified minimum premiums. Ap- 
plications for Commercial Property form 
are specifically provided and must be 
completed as required before the fire 
bureau can complete its calculation or 
approval of the account rate. Be sure to 
send a copy to each company participat- 
ing on the account. 


Care in Selection of Risks 


“The extremely broad coverage grant- 


ed and modest rate charges, make this 
policy one which should be sold to 
selected risks,” Mr. Van Lear stressed 


“It is not something to be fired broadside 
at all risks which qualify for the cover- 


age. Rather, it is a form which should 
be sold to the better risk, the account 
which has enjoyed a good loss record. 


The producer must carefully select his 
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Jaffe brokers deserve the best and our latest 
achievement gives them just that: 
Agency has a new Life Department. It’s in 
line with our continuing plan to offer wider 


Jaffe 


commercial property business if this ven- 
ture is to be a success. 

“Certain commodities are known to 
possess a special attraction for thieves— 
examples are liquor and tobacco. Risks 
of these classes and others must be in- 
sured carefully; special burglary protec- 
tion may be required for such risks. 
Other classes are particularly susceptible 
to theft. Ladies clothing stores are prime 
examples. An insured of this class must 
take precaution to prevent a frequency 
of losses of this kind. 

“Water damage offers a serious ex- 
posure to certain commodities,” Mr 
Van Lear observed. “Proper skidding of 


stock or arrangement on shelves above 
the floor, particularly a basement floor, 
may be necessary in order to make 


some risks writable. Others, in old build- 

ings with worn out plumbing or other 
deficiencies must be avoided. 
Transit Losses 

“Marine or i 


transit losses, while not 
confined to the wholesale or distribution 
type risk, are most frequent in those 


classes because there is a greater volume 


of merchandise shipped and in larger 
individual shipments. Again the liquor 
and tobacco distributors, among others, 


are classes which require the most care- 
ful consideration; automatic alarm pro- 
tection may be required for vehicles car- 
rying large quantities of these commodi- 
ties. Unusual problems may be encoun- 
tered in certain other risks also 
“Binders for Commercial Property 
erage should be clearly worded; 
ber that the form covers 
limits of the insured’s 
tion. In binding, it is 
these temporary locations and _ transit 
limits be specified. Incidentally, som 
companies require prior approval before 
binding or policy issuance; this is a com- 
mendable practice and may prevent fu- 
ture difficulties and embarrassment. 
‘After issuing the commercial property 
policy and delivering it to his insured, 
the agent’s duties are not done. If a re- 
porting policy has been issued, he must 
be watchful to see that = of values 
are submitted, as required by the form 
Do not overlook the necessity for report- 
ing values at temporary locations. If 
these values are not reported in accord 
ance with policy conditions, no tempo 
rary location coverage is provided.” 


Whitesell Heads NYC 
Pond of the Blue Goose 


William M. Whitesell, Jr., General Ad- 


cov- 
remem- 
beyond the 
principal loca 
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facilities and expanded services each year. 


Take a good metropolitan agency and a 
good company — in this case the 60-year old 
Colonial Life — and you have a combination 
that’s just about unbeatable. We've spent con- 
siderable time and effort to bring you the best 


than 80% coinsurance is applicable. The 
non-reporting endorsement m2y be used 
to insure regularly used locations of the 
insured as a blanket item; in this in- 
stance not less than 90% coinsurance is 
applicable. 


justment Bureau, has been elected most 
loyal gander of New York City Pond of 
Blue Goose. He succeeds W ayne T. Ash, 
Glens Falls. Other officers for 1957-58 
are: supervisor of flock, Lester C. Lock 
wood, Jr., attorney; custodian of gos 
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ing provides a limit for any one of a 
number of generally smaller valued loca- 
tions. This is the same as has been pro- 
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New America Fore Building at 360 West Jackson Boulevard, dedicated Tuesday 
by J. Victor Herd, chairman and president of the group. This new structure houses 
the Western department of Group which serves 18 midwestern states from which 
the total premium income is over 100 million dollars. 


America Fore Building 


exterior features 
lass, aluminum, 
he brilliant crim 
struc- 


Is are electronically 


seals atop the 


rature signs 
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an employe 

complete 








lly automatic elevator 


service; medical facilities tor emergency 
treatment and checkup of employes in- 


clude laboratories and X-ray 


\ garage and large area with truck 
dock are connected to both the upper 
and lower decks of nearby Wacker 
Drive. 


Series of Events This Week 


In addition to the June 25 dedication 
ceremonies, America Fore arranged a 
series of events during which people 
viewed the new 15-story Western de- 
partment structure. 

At the Industry Day event, June 25, 
following dedication ceremonies, heads of 
business and industry and officials of 
other fire and casualty insurance com- 
panies from the Chicago and Western 
department area were guests of America 
Fore at a buffet supper and official tour 
of facilities. 

On Wedensday, June 26, America Fore 
agents and brokers from the metropoli- 
tan area were invited to a Producers Day 
which included a buffet and an escorted 
tour through the new building. 

Final in the series of “acquaintance 
events” was Family Day, Thursday, June 
27, to which all employes of America 
Fore’s Western department were invited 
along with their relatives and close 
friends. They toured the 15-story build- 
ing from top to bottom, met the families 
of associates and took part in a buffet 
luncheon. 

America Fore Has Big Investment 


in Mid-West 


The America Fore Insurance Group 
has a substantial part of its $1,050,000,000 
in assets invested in the securities of 
mid-west firms. 

National Steel is America Fore’s larg- 
est single mid-west investment with over 
$10 million in common stock in the port- 
folios of the four insurance companies. 
Major share of National Steel’s produc- 
tion comes from plants in Michigan and 
Ohio. 





The America Fore Group also owns 
large stock in General Motors, Sears 
Roebuck, Standard Oil of Indiana, Con- 
tinental Oil, Caterpillar Tractor, Libby- 
Owens-Ford, Inland Steel, Phillips Pe- 
troleum, Owens-Illinois Glass, Kroger, 
First National Bank of Chicago, Inter- 
national Harvester and many other mid- 
western industries 

They have over $33 million invested in 
utilities and over $22 million in state, 
county, district and municipal bonds and 
an overall investment in the states served 
by their Western department of over 165 
million dollars 
Building Has Every Modern Convenience 

The new Western department head- 
quarters building is an outstanding ex- 
ample of modern designing and building 
skills. Incorporated in the structure is 
every modern convenience contributing 
to safety, efficiency and employe com- 
fort. 

The 15-story building with approxi- 
mately 230,000 square feet of rentable 
floor space, is fire resistive, designed and 
properly reinforced to resist wind forces. 
In general, the building was designed 
according to the American Concrete In- 
stitute Building Code with modification 
according to the Municipal Code of Chi- 
cago relating to buildings. A portion of 
the basement and sub-basement is util- 
ized to accommodate 75 cars. The re- 
mainder houses the boiler and equipment 
rooms, storage space area and truck dock 
with ramps connected to the street. 

The building’s air conditioning system 
consists of a Carrier high-pressure, high 
velocity duct network with induction 
units under all of the windows. The sec- 
ond system supplies air to all the interior 
zone spaces from two central fan rooms. 
This air, whick is chilled and de-humidi- 
fied, is supplied through a central sys- 
tem of ducts. In spring and fall, it is 
possible for the occupant of each space 
conditioned by an under-window unit to 
select either heating or cooling at will. 
Both are available simultaneously. 

Medical facilities for emergency treat- 
ment and checkup of employes include 
laboratories and X-ray. 

Low-brightness fluorescent fixtures in- 
stalled in continuous rows illuminate the 
office space for shadow-free uniform 
illumination. A complete high-fidelity 
sound system throughout the building 
furnishes background music during 
working hours. The same speakers can 
be handily utilized in case of spot an- 
nouncements, addresses and disaster con- 
trol programs. 

The interior of each floor is decorated 


QUEENS COUNTY AGENTS MEET 


Schwartz Installed as President S d 
ing W. J. Blum; Pres. Thorn of 
State Association a Speaker 

More than 150 insurance agents from 
Queens County attended the annual 
meeting and installation of officers of 
the Insurance Agents Association of 
Queens County at Antun’s in Queens 
Village, Long Island, N. Y. Craig Thorn, 
Jr., of Hudson, president of New York 
State Association, discussed the state 
association and its work and then in- 
stalled the new officers of the Queens 
association. : ; 

Seymour G. Schwartz of Hollis was 
installed as president; Helen K. Good- 
rich of the Hess Agency in Jamaica, 
first vice president; Calvin Raff of the 
Maurice Ehrlich Agency in Flushing, 





second vice president, and Edwin J. 
Fritz of the Penquin Agency in Wood- 
haven, third vice president. Also in- 
stalled were Kenneth W. Haslam of 


Rosedale, treasurer, and Helen S. Wil- 
liams of the Wil-Lyn Agency in Jamaica 
as secretary. Directors for the coming 
year include William J. Blum of Rock- 
away Park, immediate past president, 
and Frank H. Fisher of Jamaica. 

After the installation the agents and 
their guests heard John T. Clancy, pres- 
ident of the Queens Chamber of Com- 
merce. 

William J. Blum, retiring president, 
presided, and was presented with a hand- 
some leather three suiter traveling case, 
by the Queens County agents and he 
was praised for his work on behalf of 
the association 


Kramer and Blum Attend 


Savings Bank Forum 

George Kramer, Jr. of Williston Park, 
chairman of Savings bank liaison com- 
mittee of the New York State Associa- 
tion of Insurance Agents, and Arthur 
F. Blum of Rockaway Park, treasurer 
of the association, attended the 11th 
anuual up-state meeting of the Savings 
Bank Insurance Forum of New York 
at the Thousand Island Club in Alex- 
andria Bay. 

For more than a year Mr. Kramer and 
his committee have been working with 
the savings bank association in order to 
smooth out some difficulties which have 
arisen in connection with package insur- 
ance policies on mortgaged property and 
other insurance problems of savings 
banks. Mr. Kramer took part in a panel 
discussion at the Alexandria Bay meet- 
ing. 





in slightly different, soft, pastel hues to 
add variety. Colors are restful, subdued 
and do not clash or detract. Acoustical 
tile ceiling reduces noise and colorful 
asphalt tile flooring provides cleanliness 
and beauty. The furnishings include mod- 
ern desks made to operate silently and 
chairs designed for fatigue reduction, 
correct posture and easier writing, read- 
ing and typing. 


Cafeteria and Terrace 


_ A pleasantly furnished cafeteria seat- 
ing 350 employes serves quality food at 
low cost from a stainless steel kitchen. 
The entire staff can be served in one and 
one half hours. The cafeteria is situated 
on the fifteenth floor and provides diners 
with a good view of the city. Outside the 
cafeteria is a canopied, tile-paved, roof- 
planted terrace. 

Other highlights of the building in- 
clude an employes’ recreation area with 
comfortable easy chairs for relaxation 
and reading. 

Employes who wish to advance them- 
selves by learning more about the insur- 
ance business can enroll in any of a num- 
ber of insurance courses offered by 
America Fore. A combination class and 
conference room on the 15th floor has 
raised platform for lectures and speeches, 
a movie screen and an independent pub- 
lic address system. Room seats up to 
125 people. The area can be divided into 
two smaller rooms by means of a folding 
partition, 


Neumann Sees New York 
Compulsory Law Failing 


MANY EVASIONS ARE CHARGED 


Prominent Agent Says Those Formerly 
Not Insured Are Generally Now Not 
Covered, Using Subterfuges 


Several unfortunate developments of 
passage of the compulsory automobile in- 
surance law in New York State, which 
developments had been predicted, were 
outlined by Joseph A. Neumann, Jamaica, 
N. Y., past president of the National As- 
sociation of Insurance Agents, when he 
spoke before the recent Los Angeles “TI” 
Day meeting. Long a vigorous opponent 
of compulsory insurance Mr. Neumann 
told the Californians: 

“Six weeks after the law’s effective 
date, of 25,000 policy cancellations 
checked of the total 65,000 policy can- 
cellations reported by New York’s Motor 
Vehicle Bureau, 9,000 were presumed 
evaders, thus indicating a possible 23,000 
evaders, with 46 weeks still to go. This, 
of course, does not take into considera- 
tion those motorists sharp enough to 
register their cars in adjoining states, 
or those dishonest enough to pay the 
going rate of $7.00 for a forged evidence 
of insurability to accompany their regis- 
tration application filing. 


Large Number of Evaders 


“The known estimate of evaders al- 
ready equals in number an average year’s 
uninsured motorists prior to the law’s 
effectiveness, when voluntary insurance 
was carried by an average of 96% of 
New York’s motorists. So, to get at the 
presumably irresponsible 4%, a 100% 
bureaucracy is set up, that statistically, 
at least, leaves us with no better than a 
Mexican stand-off in effectiveness. I shall 
not even attempt to estimate the cost 
load that is being shouldered upon the 
taxpayers, and to what avail? 

“In the year 1955, in the State of New 
York, the Motor Vehicle Bureau sus- 
pended 627 licenses because of unsatisfied 
judgments. Total reported automobile ac- 
cidents for the same period was 694,596. 
This makes the problem less than one- 
tenth of one per cent. I shall not deny 
that I would not want to be one of the 
627. The infinitesimalness of such an un- 
fortunate victim as a statistic, is no rea- 
son for not wanting to effect cure. 

“Compulsory automobile insurance, 
even by its most avid proponents, has 
never been advanced as an accident pre- 
venter. In fact, the contrary. It is pro- 
posed for the purpose of easing economic 
loss to the individual or his family, a 
most commendable goal. 

“Let us now take this a step further. 
Known statistics tell us that the average 
basic limits bodily injury claim paid is 
under $800. Multiply this by the 627 un- 
satisfied judgments and we get approxi- 
mately $500,000. Divide that by the 15 
million population of New York and we 
get a per capita economic loss of 314 
cents. Believe me, it shall take many 
times $500,000 to attempt administration 
of a law, that even its most vociferous 
champions already admit to be in need 
of loop-hole plugging. 

“For this, New York straight-jacketed 
the 96% of its motorists that already 
were financially responsible, apparently 
has not caught up with the irresponsible 
4%, and obviously has washed its hands 
of education and enforcement, the pre- 
requisites to prevention. No one pays a 
penny for the accident that did not 
happen.” 


Flintoff New President 
Virginia Agents’ Assn. 
C. M. Flintoff of Suffolk was named 
president of the Virginia Association of 
Insurance Agents. He succeeds Giles M. 
Robertson of Richmond. G. Keith Mc- 
Murran, Newport News, was elected 
vice president; Hugh H. Coiner, Arling- 
ton, secretary-treasurer, and J. Victor 
Arthur, Winchester, state national di- 
rector. 





ee 





June 28, 1957 









THE EASTERN 
UNDERWRITER 














Page 31 








NAIC Reports On Progress 
To Stop Collision Misclassification 


Late developments in the campaign to 
prevent further misclassification of auto- 
mobile collision insurance, which led to 
car owners being overcharged by a 
number of financed car insurers, were 
outlined to the National Association of 
Insurance Commissioners recently in 
the report of the sub-committee of the 
committee covering installment sales and 
loans insurance headed by Superintend- 
ent Leffert Holz of New York. The 
National Automobile Underwriters Asso- 
ciation of New York has made a valu- 
able contribution to this move to curtail 
more abuses. 

Serving with Mr. Holz on his commit- 
tee are the following Commissioners: J. 
Edwin Larson, Florida; Frank Sullivan, 
Kansas; Paul J. Rogan, Wisconsin; 
Harry S. Smith, Delaware, and Joseph 
S. Gerber, Illinois. 

For the period from December 1, 1956, 
to January 31, 1957, figures for all states 
show that 79% of collision risks were 
classified in Class 1, with 12.5% in Class 
2 and 8.5% in Class 3. This compares, 
as respects 11 companies, for 56% to 
89% in Class 2 for the period from 
July 1, 1954, to September 30, 1954. 

The committee, in the report accepted 
by the convention last week, stated: 


Committee Report 


“The subcommittee’s attention was di- 
rected to the fact that, in accordance 
with NAIC resolutions, serious consider- 
ation was given by the NAIC to the 
fashioning of measures to prevent any 
future misclassifications as well as pro- 
viding a suitable procedure to effect the 
return of any over-charges which may 
have been made by reason of the mis- 
classification of collision risks. 

“Inasmuch as almost 18 months had 
elapsed since the adoption of the resolu- 
tions in December, 1955, it was the con- 
sensus of the subcommittee that the 
entire matter be reviewed to ascertain 
the effectiveness of the remedial meas- 
ures adopted. 

“The subcommittee was advised that 
as to the first phase, it was the con- 
tention of the companies that the mis- 
classifications resulted from the failure 
of the rating manual to provide for the 
obtaining of rating data in these cases 
and that under the provisions of the 
automobile collision manual in effect at 
that time, the companies had the right 
to assign ‘the highest rated classification, 
in the absence of detailed rating infor- 
mation. 

“Accordingly, steps were taken by the 
NAIC to have the manual of the NAUA 
amended so as to prevent any future 
misclassification by providing that rat- 
ing statements signed by the applicant 
or by the producer must be furnished 
the company for all collision risks in- 
volving individually-owned private pas- 
senger automobiles and that the private 
passenger automobile collision classifica- 
tions endorsement (rating information) 
must be attached to all policies covering 
private passenger individually-owned col- 
lision risks. This manual change became 
effective February 1, 1956. 

“In accordance with the request of the 
NAIC, the NAUA furnished statistical 
data for the five states represented on 
this subcommittee, which indicated the 
effectiveness of the change in the manual 
provisions. * 


Refunds to Car Purchases 


“As to the second phase, the subcom- 
mittee was advised that it was the legal 
position of the insurance companies that 
even if misclassifications actually did 
take place and refunds were due, the 
finance comany which purchased and 
paid for the insurance would be entitled 
to the refund. The insurance companies 
further contended that their obligation 
would not be discharged by paying any- 
one else. Although the companies did 
not waive their legal position or con- 
tentions, the NAIC prevailed upon them 


to make refunds directly to the car pur- 
chasers. 

“Programs were immediately instituted 
to effectuate the refund of any over- 
payments resulting from misclassifica- 
tions. In order to appraise the results 
of the refund programs of the several 
states, a motion was adopted; 

“That the subcommittee send a letter 
to all Insurance Commissioners request- 
ing that each of the Commissioners fur- 
nish to the chairman of the subcommit- 
tee, if possible, prior to the NAIC meet- 
ing in June, 1957, a complete report of 
the refund program in each state, includ- 


‘ing the following: 


Report Sought 


“(a) The particulars or procedures in- 
stituted to prevent recurrence of mis- 
classifications, 

“(b) The details of the refund pro- 
gram adopted. 

“(c) Specimen copies of all communi- 
cations and forms sent policyholders 
in connection therewith. 

“(d) A schedule showing the following 
information, by company, in respect to 
the refund program in each state: 

“(1) The number of policyholders to 
whom requests for rating data were for- 
warded. 

“(2) The ratio of responses to such 
requests. 

“(3) The number of policyholders en- 
titled to refunds. 

“(4) The number of refunds actually 
made. 

“(5) The amount of such refunds. 

“At the date of the filing of this report 
the returns are incomplete. However, 
the information at hand indicates that 
substantial sums have already been re- 
funded. 


Recommendation of Sub-Committee 


“Collision misclassification. In view of 
the change in the manual of the NAUA 
and the statistical information shown on 
the tables indicating the elimination of 
misclassifications, it is unnecessary to 
take any further action at this time. 

“It is suggested that this subcommittee 
be continued; that additional statistical 
and factual information as to the effec- 
tiveness of the refund programs insti- 
tuted, be obtained; that this subcommit- 
tee report to its parent committee with- 
in 60 days as to any recommendations 
they may make with reference to imple- 
menting the procedures in effect in the 
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various states regarding such refunds, 
in order that the parent committee may 
make its recommendation to the several 
states. It is further recommended that 
periodic checks be made by this sub- 
committee to ascertain the effeciveness 
of the change in the NAUA manual and 
such other matters as may come within 
the purview of this subcommittee.” 


Battles on Danger of Federal Regulation 


Robert E. Battles, president of the 
National Association of Insurance 
Agents, requested the National Associa- 
tion of Insurance Commissioners to give 

earnest attention” to correcting abuses 
brought about through the misclassifica- 
tion and overcharging practiced in the 
sale of automobile insurance by certain 
insurance company affiliates of finance 
companies, 

Mr. Battles told the subcommittee of 
the NAIC that in too many cases little 
has been accomplished, especially with 
respect to refunding overcharges. He 
said a problem exists which “could con- 
ceivably cause irreparable damage to the 
entire cause of continued state regulation 
of insurance.’ 

Mr. Battles made it clear that he was 
not “telling” the Commissioners what to 
do, but asking that the record of few 
Insurance Departments in meeting the 
problem be improved. 

“Consider the impact on the public and 
Congress of charges that the insuring 
public has been gouged to the tune of 
many millions of dollars,” he said. “It 
is to the credit of Senator Monroney’s 
subcommittee that it has refrained from 
seeking publicity. 

“Representatives of our association 
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have been in close contact with the 
Monroney Committee on Automobile 
Marketing Practices for many months. 
That committee has gathered voluminous 
facts before, during and since its hear- 
ings of last March. Many of these facts 
are of such a nature as to cause the 
legislators to think in terms of control- 
ling the exposed abuses through Federal 
regulation. We have very good reason 
to believe that such thinking can be 
influenced mostly by the manner in 
which state insurance departments are 
handling the misclassification and over- 
charging scandal.” 

Mr. Battles said that the record of a 
few insurance de partments has been 
“entirely inadequate. It is of deep con- 
cern to us that the inadequacies of some 
tend to obscure the excellence of most 
of them in the eyes of Congress. We 
are keenly aware of limitations in the 
budget and manpower in most. state 
insurance departments, but we are con- 
vinced that everything humanly possible 
should be done to make certain that re- 
funds, where due, are made to policy- 
holders.” 

Mr. Battles said that the agents pre- 
ferred to employ the “time-tested polic- 
ing of our business which prevailed until 
the SEUA decision” and that is why “we 
took our complaints to you.” 


° ee ava to the May, 1957, meetings in New 
York, the NAUA furnished statistical data for 
all states. 


Security Group Honors 
Wolf & Cohen Agency 


The Wolf & Cohen, Inc. insurance 
agency of Washington, D. C., was hon- 
ored at a luncheon by the Security- 
Connecticut Insurance Group of New 
Haven for having represented the com- 
panies continuously for over 60 years. 
Donald M. Witmeyer, vice president of 
Security and head of its Eastern di- 
vision, presented leather executive wal- 
lets hand tooled with a sunburst design 
of the Security-Connecticut emblem to 
Samuel S. Kaufman and Henry King, 
principals of the agency. 

Wolf and Cohen was founded in 1878 
by the late Simon Wolf in sactnenilie 
with his son-in-law Myer Cohen. In 1933 
the agency was incorporated. Mr. Kauf- 
man and Mr. King are the present presi- 
dent and vice president-treasurer respec- 
tively. The agency has represented the 
Security since 1897 and has offices at 
Suite 317 in the Homer Building, Wash- 
ington, D.C. 


OHIO FARMERS SPECIAL 

The Ohio Farmers Companies have 
named Philip Beach as special agent in 
Northeast Ohio. Mr. Beach has been 
dividing his time between the home of- 
fice casualty department and the north- 
east Qhio field office but has now been 
assigned to full time duties in the Cleve- 
land district office on Hilliard Road. He 
will travel the Cleveland area under the 
supervision of State Agent James J. 


Work. 
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Industry Training Program for 
Watchmen in the Port of New York 


Jeremiah J. Sullivan, general manager 
of the Security Bureau, Inc., has an- 
nounced that the Standard Industry 
Training Program for watchmen and/or 
guards, for all port watchmen employed 
in the Port of New York was launched 
June 26 at the Maritime Exchange, 80 
Broad Street, New York City. 

The training program is sponsored by 
the New York Shipping Association and 
grew of the recent agreement between 
the New York Shipping Association and 
the Port Watchmen’s Union of the Port 
of New York and Vicinity which re- 
quires all presently employed watchmen 
to attend the industry training program. 
This program will consist of a series of 
seven lectures, each of one hour dura- 
tion. The first course will be given to 
approximately one hundred watchmen. 


Outline of Lectures 


The employers of watchmen, repre- 
sented by the New York Shipping Asso- 
ciation and the union, have designated 
the Security Bureau, under Mr. Sullivan, 
to conduct the program. A proposed 
outline of study was submitted and re- 
vised by both organizations who en- 
dorsed the program. In addition, the 
Maritime Association of the Port of 
New York is cooperating by making 
available its meeting rooms for the con- 
duct of the lectures. The program will 
consist of lectures on the following: 

The guard and the protection of 
cargo and pier property. 

II. Gate security—(The function of 
the guard in relation to the receipt and 
delivery of cargo on the pier.) 

III. Ship security—(Including the duties 
of guards on hatch duty with respect to 
passenger ships.) 

IV. The essentials and importance of 
various written reports by the guards. 





Federal Flood Program 
In “Mothballs” for Year 


Housing and Home Finance Admin- 
istrator Albert M. Cole announces that 
the Federal flood insurance program 
will be put in “mothballs” until the next 
session of Congress and that no request 
will be made to Congress for funds to 
carry on further studies on the program. 

“We have reached this decision,” Mr. 
Cole said, “because we feel that the 
studies and plans developed by Com- 
missioner Meistrell in this new field over 
the past year constitute as considered 
and sound a basis for starting this 
program as can be achieved without 
actual experience and applic ation in 
practice. In view of the decision of the 
Congress not to appropriate funds for an 
initial operation of these plans this year, 
we do not believe that a re-study of the 
detailed studies already made would be 
a profitable expenditure of additional 
public funds.” 


Atlantic ies Transfer 
Schoneman to New York 


The Atlantic Companies announce the 
transfer of John A. Schoneman from 
the midwest division in Chicago to the 
home office. Mr. Schoneman joined the 
companies in 1955 after four years with 
the Michigan and _ Illinois ‘Inspection 
Bureaus and will assume the duties of 
senior underwriter in the multiple lines 
department at 770 Broadway (Wana- 
maker Building), New York City. 


The guard in relation to “safety” on the 
pier. 

V. The function of the guard in the 
event of fire and in fire prevention. 

The relation of the guard to state 
and Federal law enforcement agencies 
including the Waterfront Commission, 

J. S. Coast Guard, U. S. Immigration 
Service, U. S. Customs, FBI and Police 
Departments. 

VIII. The importance of the guard’s 
role and function in relation to pier 
larcenies 

The course will be supplemented by 
the distribtuion of and demonstration 
of sample forms of documents and rec- 
ords and, when possible, by a training 
film on pier security. 

In addition to the training program 
presently being given, an extended train- 
program will be given at a later date for 
all new applicants for the position of 
watchman. Under the amended Water- 
front Commission Regulations, it is man- 
datory for all new watchmen to take an 
approved training course and a certifica- 
tion to the successful completion of such 
a program must be made to the com- 
mission. A proposed course’ of study 
has been submitted and tentatively ap- 
proved by the Waterfront Commission 
and will be conducted by the Security 
Bureau. 

Mr. Sullivan stated that the standard 
industry training program will not only 
serve as a refresher course for the 
watchmen of this port, but will be of 
valuable assistance to them and to new 
men in the performance of their duties, 
resulting in the greater security of 
piers. 


Hurd Heads Ad Dept. 
Of American Ins. Co. 


E. R. Hurd, Jr., long prominent in 
the insurance advertising and promotion 
fields, has been appointed superintendent 
of the sales promotion and advertising 
division of the American Insurance Co. 
He held a similar post for 12 years with 
the American Automobile before the two 
companies were merged. Earlier in his 
career Mr. Hurd was in the Michigan 
field for the American, later becoming 
associate director of advertising. In his 
new post he succeeds John N. Cosgrove, 
who has gone with the Standard Acci- 
dent and Planet. 
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MARINE UNION MEETING 


Percy Chubb to Head U. S. Delegation 
to International Gathering at 
Copenhagen September 1-6 
The American delegation to the 1957 
meeting of the International Union of 
Marine Insurance will be led by Percy 
Chubb II, president of the American 
Institute of Marine Underwriters. Other 
delegates to the meeting, which will be 
held in Copenhagen from September 1-6, 
will be Madoe M. Pease, Miles F. York 

and Carl E. McDowell. 

Mr. Pease will report on insurance 
aspects of offshore oil-drilling opera- 
tions in the United States. Owen E. 
Barker, a member of the executive com- 
mittee of the International Union, will 
comment upon recent developments in 
the field of maritime safety, and Harold 
Jackson, an honorary member of the 
Council of the International Union and 
chairman of its cargo loss prevention 
committee, will report on that topic. 

The right of assured to freedom of 
placing marine insurance in the interna- 
tional market will be reported upon by 
the chairman of the committee on that 
subject, John T. Byrne, while Frank B. 
Zeller will report on the problem of clean 
bills of lading. 

Reports from delegations of other na- 
tional markets will include discussions of 
hull business in general, insurance on 
“super-tankers,” shipbuilding risks, ex- 
tent of coverage on cargo after discharge 
from ocean vessels, insurance aspects of 
nuclear fission, carriers’ liability, St. 
Lawrence River marine casualties, fire 
prevention and protection aboard ships, 
and a comparative study of the wording 
of marine clauses used in various na- 
tional markets. 

The Danish Marine Insurance Asso- 
ciation will act as host at the meeting. 
Among social events to be sponsored by 
various delegations will be several lunch- 
eons, receptions and dinners, including a 
cocktail party for delegates and their 
ladies at the Hotel d’Angleterre on Sep- 
tember 3 to be sponsored by the Ameri- 
can Institute of Marine Underwriters. 


Sherman N. Kearns Jr. 
Opens New Agency 


Sherman N. Kearns Jr. announced 
opening of the Kearns Agency Inc. Mr. 
Kearns was formerly a_partner in the 
firm of Kearns & McCourt, insurance 
underwriters in Brooklyn. The Kearns 
Agency is located at 95 Liberty Street, 
New York City. 
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POLICY ON “SHALLOP II” 


Launch of “Mayflower II” Insured With 
Old Colony; Policy Duplicates Cover 
of 17th Century Contract 

Plimoth Plantation on June 21 re- 
ceived its official insurance policy on 
“Shallop II,” known as the launch of 
“Mayflower II,” from Cyril S. Hart, 
president of the Boston and Old Colony 
Insurance Companies. Henry Horn- 
blower II, president of Plimoth Planta- 
tion, and a member of Hornblower and 
Weeks of Boston, accepted the contract 
in special ceremonies at the insurance 
firm’s offices. 

Present for the occasion were William 
S. Brewster, a member of the Board of 
Governors of Plimoth Plantation, and 
assistant vice president of the United 
Shoe Machinery Co.; Orfeo Sgarzi and 
Enrico Ferrari of Plymouth, partners in 
the Cape Insurance Agency, Old Colony 
Insurance Company representative; Gil- 
bert B. Oxford, vice president. 

The Old Colony Insurance Company 
policy covering on “Shallop IT” closely 
duplicates the terminology and format 
of a 17th century contract and consider- 
able research was done in its preparation 
to preserve every authentic detail. The 
“Shallop II,” built by Plymouth Marine 
Railways Inc. and owned by Plimoth 
Plantation, is a replica of the original 
“Shallop” used by the Pilgrims. 


Security Changes 
(Continued from Page 24) 


tailing and consolidating its operations 
in areas with prohibitive operating costs 
and where the business has been un- 
profitable over a period of time with no 
indication of immediate improvement.” In 
line with this program, the Cleveland 
office has been closed, the services pro- 
vided by the New York City office have 
been transferred to New Haven, and the 
Chicago services have been moved to the 
Rockford, IIl., office. 

“The Security will continue its nation- 
wide operations in all states where it is 
licensed even though certain field offices 
will be closed.” 

Virgil Q. Cox has been appointed vice 
president of the group in full charge of 
the claim and loss departments. For the 
last eight years he has been vice presi- 
dent of the Dixie Fire & Casualty in 
Greer, S. C. 

Martin F. Bardorf has resigned as 
secretary of the companies to join the 
New Hampshire Fire Group on July 1 
as secretary. 
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Companies Hold To 
Revised Rates In Conn. 


SAY THEY HAVE LEGAL RIGHT 





To Abide by Revisions Granted; Con- 
necticut Ins. Dept. to Get Independ- 
ent Actuaries to Examine Rates 





Connecticut Deputy Insurance Com- 
missioner Alfred N. Premo, deputizing 
for Commissioner Thomas J. Spellacy 
who was ill, said last weekend that “inde- 
pendent actuaries” will examine the re- 
vised automobile insurance rates from 
which the Connecticut Insurance Depart- 
ment had withdrawn its approval. The 
approval was granted to the rating bu- 
reaus for revisions to take effect June 
19, but on June 17 the Insurance De- 
partment revoked the revisions. The in- 
surance companies hold the new rates 
to be legal. , 

Mr. Premo said the decision to hire 
outside actuaries was made after consul- 
tations with Commissioner Spellacy 
(who was hospitalized) and Attorney 
General John J. Bracken. The Deputy 
Commissioner said at the time, that the 
new rates would cost Connecticut policy- 
holders an additional $3.5 million per 
annum and that the final decision on 
approval rests with the Insurance Com- 
missioner. 

No Authority to Withdraw Approval 


Following Mr. Premo’s announcement, 
a statement by the local spokesman for 
insurance companies indicated that they 
would introduce the revised rates imme- 
diately. The statement read in part: 
“The companies believe that Connecticut 
law gives the Insurance Commissioner no 
authority to withdraw approval of rates 
granted May 14 and that if the Commis- 
sioner, now or at any subsequent time, 
wishes to raise any questions about the 
rates he previously approved, he may 
do so by calling a hearing after proper 
notice.” 

In announcing the actuarial study, Mr. 
Premo emphasized that the rating bu- 
reaus and their companies would be 
given notice if a hearing seemed justi- 
fied. The insurance companies’ state- 
ment conveyed that they believed that 
the companies correctly interpreted the 
law and that, in introducing the revised 
rates, they were “acting in compliance 
and not defiance of the law.” 

Spokesmen of the National Bureau of 
Casualty Underwriters, the National 
Automobile Underwriters Association, 
and the Mutual Insurance Rating Bu- 
reau say that the new rates are “com- 
pletely justified” by underwriting losses 
documented in material on which the 
Insurance Department based its original 
approval. Further they announce that 
these are the rates which will remain 
in effect. This would mean an average 
statewide increase of 18.4%. 


EARLY COMPULSORY BILL 


A bill which would require proof of 
financial responsibility through insurance 
or otherwise as a prerequisite to obtain- 
ing motor vehicle registration tags was 
introduced in the South Carolina Legis- 
lature (June 14) by Rep. F. Julian Lea- 
Mond. He said he realized the measure 
had “no chance of passing this year,” but 
that he wanted it considered by an in- 
terim committee set up by the South 
Carolina House of Representatives to 
study “the problem of uninsured drivers.” 


Wilmot M. Smith V.P. 
Retires From Aetna 


35 YEARS WITH THAT COMPANY 


Wrote Its First Surety Bond Through a 
Branch Office; Was Chairman of 


Surety Association 





Wilmot M. Smith, vice president of 
the Aetna Casualty & Surety Co. and 
head of its fidelity and surety depart- 
ment for nearly 35 years, will retire 
June 30. Mr. Smith, 50 years in insur- 
ance joined the Aetna in 1912 at the 
New York office, where he organized 
and became manager of the company’s 
first office fidelity and surety 
department. He also holds the distinc- 
tion of writing surety bond written by 
the Aetna through a branch office fol- 
lowing the company’s entry into the 
fidelity and surety bond field. 

Called to the home office in 1923 to 
supervise the Aetna’s operations in this 
field, Mr. Smith was appointed secre- 
tary of the fidelity and surety depart- 
ment and the following year was named 
company secretary. In 1926 he was pro- 
moted to vice president. 

Mr. Smith is widely known as an 
authority on bonding problems and has 
served as chairman of the executive 
committee of the Surety Association of 
He is also a former vice pres- 


branch 


America, 


ident and director of the Bureau of 
Contract Information at Washington, 
DG: 


A director of Standard Fire, Mr. 
Smith formerly served on the board of 
the Hartford YMCA. He is a member 
of the Hartford Golf Club and the Sons 
of the Revolution. Mr. Smith was born 
in Patchogue, Long Island, and attended 


Preparatory School in 
York Law School. 


Polytechnic 
3rooklyn and New 


JOHN COSGROVE’S NEW POST 





Joins Standard Accident as Executive 
Secretary in Charge of Advertising, 
Publicity; His Background 

Standard Accident, Detroit, and its af- 
filiate, the Planet, announce the appoint- 
ment of John N. Cosgrove as executive 
secretary in charge of advertising and 
publicity. 

Mr. Cosgrove brings to Standz ard Acci- 
dent a wide and varied experience in 
both the newspaper and insurance fields. 
After completing his studies at the New 
York University School of Journalism, 
he served as a sports reporter with the 
Brooklyn Eagle and the New York 
Times before leaving the newspaper field 
to enter the insurance business. 

He served successively in the reinsur- 
ance business with the American Re- 
serve of New York, and as New York 
state agent for the Eagle Star, eventually 
becoming special agent for the American 
Insurance Group in New Jersey. 

In 1945, Mr. Cosgrove became editor 
of the American Agency Bulletin, official 
publication of the National Association 
of Insurance Agents, later joining the 
insurance editorial staff of the New York 
Journal of Commerce. 

He rejoined the American Insurance 
Group in 1947 as public relations director, 
rising to assistant vice president in 
charge of sales promotion and advertis- 
ing in 1955, in which capacity he has 
served until his present appointment. 


1957 BEST’S REPRODUCTIONS 





Covers The Principal Schedules From 
Casualty and Surety Statements 
of 109 Companies 

Now ready for distribution, the 1,255 
page, twenty-fourth annual (1957) edi- 
tion of “Best’s Reproduction of the 
Principal Schedules From Casualty and 
Surety Statements” covers 109 compa- 
nies. 

Prepared at the specific request, and 
for the convenience of, casualty and 
surety executives, this voluminous work 
includes the complete principal schedules 
from the 1956 convention statements of 
these companies. Demand for the “Re- 
productions” has greatly increased as 
more fire companies find it of unusual 
value with their entrance into the casu- 
alty and surety fields. Some of the 
subjects on which figures are given fol- 
low: 

Assets and Liabilities; Underwriting 
and Investment Exhibit—Statement of 
Income; Written Premiums, Earned 
Premiums and Unearned Premium by 
classes of Business Written; Losses Paid 
and Incurred by Classes of Business 
Written, and Unpaid Losses and Adjust- 
ment Expenses also Incurred but not 
reported by classes of Business Written. 

Also Allocation of Expenses to Under- 
writing and Investments. Schedule G— 
(showing development of all fidelity and 
surety losses for calendar years 1949- 
1955 inclusive); Schedule O — (showing 
development of loss reserves on calendar 
year basis on lines other than liability 
and workmen’s compensation). 

Schedule P—Part I—(development and 
computation of loss reserve on policy 
year basis for unpaid automobile liability 
claims, also liability other than automo- 
bile, as December 31, 1956) and Sched- 
ule P—Part II—(development and com- 
putation of loss reserves on policy year 
basis for unpaid workmen’s compensa- 
tion claims as of December 31, 1956. _ 

Schedule P—Part 5—(development of 
incurred auto liability losses; Part 5A— 
(development of incurred liability other 
than auto losses); Part 5B—(develop- 
ment of incurred compensation losses). 

3est’s Reproductions is pubiished in a 
strictly limited edition of only 165 copies, 
and is sold at cost—$60 per copy. The 
placing of all the information listed 
above in one compact volume is a service 
of the Alfred M. Best Co. Those who 
wish to order copies of the Reproduc- 
tions should contact the Alfred M. Best 
Company home office at 75 Fulton 
Street, New York 38, N. Y., or any of 
the branch offices located in Atlanta, 
Boston, Chattanooga, Chicago, Cincin- 
nati, Dallas, Los Angeles and Richmond. 


Employer’s Group Promotes 
H. A. Drake and R. E. Alger 


The Employer’s Group announces the 
appointment of Herrick A. Drake to the 
position of personal assistant to Edward 
A. Larner, United States general man- 
ager and attorney. 

Mr. Drake, a graduate of Harvard Law 
School, has been with the companies 
since 1954, serving on the staff of the 
Employer’s legal department. Prior to 
joining the Group, he was associated with 
a prominent Boston law firm. 

Mr. Drake’s appointment will be effec- 
tive as of July Ist. He succeeds Richard 
E. Alger, who will assume the duties of 
assistant deputy manager in charge of 
reinsurance. 

Mr. Alger joined the Companies fol- 
lowing his graduation from Harvard Uni- 
versity in 1936. He has also served as 
sueprintendent of the home office ex- 
pense control department and superin- 
tendent of methods and planning. 

In his new position, Mr. Alger will 
have general supervision of all reinsur- 
ance functions of the Group companies, 
both fire and casualty. 


High School Safety 
Campaign Results 


ANNOUNCED BY J. S. KEMPER 





American Motorists’ Chairman Reveals 
20 of 29 Awards Go to Girls; Ari- 
zona, Michigan Schools Tops 


Feminine high school journalists cap- 
20 of the 29 cash awards in a 
it was announced 
S. Kemper, chair- 
sponsor of 


tured 
traffic safety contest, 
recently by James 

man of American Motorists, 
the contest. ; 

The $200 top awards for high school 
publications’ campaigns in the daily or 
classification went to Bulldog 
Barks, Winslow High School, Winslow, 
Ariz., edited by Linda Bruchman and 
in the less-frequently published classi- 
fication to Campus Keyhole, Muskegon 
Senior High School, Muskegon, Mich., 
edited by Susan Hilt. 

Top award, also $200, for an over-all 
safety campaign including 
other than published in the school paper, 
was awarded to Torch, Glenbrook High 
School, Northbrook, Ill. Sally Edgar and 


weekly 


activities 


Charlotte Hacker are co-editors of 
Torch. 

The $100 awards for features went to 
Sue Allen, Ames High School, Ames, 


Ia., and to Joan Hawkins, Garfield High 
School, Akron, O. 

The $100 cash prizes for cartoons went 
to Arnold Clapman, Baltimore City Col- 
lege High School, Baltimore, Maryland, 
and to W. O. Roth, Brown Military 
Academy, San Diego, Calif. 

Nearly 2,000 items were submitted 
from more than 900 high schools in 42 
states. The 29 winning schools are lo- 
cated in 17 different states. 


School Safety Week 


The Glenbrook High School winning 
over-all safety campaign was a project 
for the Torch staff and the driver edu- 
cation department. High school super- 
intendent, Dr. Norman E. Watson, is- 
sued a proclamation declaring March 25- 
29 as Glenbrook High School Week. This 
prclamation was published in the news- 
paper and delivered to many of the 
townspeople as well as to students and 
faculty. 

The Torch staff wrote feature articles 
and news articles, developed slogans and 
drew cartoons to publicize BTAOTA. 
Back the Attack on Traffic Accidents 
is the theme of the National Safety 
Council’s traffic safety program for 1957. 

Throughout the week, announcements 
were made over the public address sys- 
tem, and on the last day, March 29, the 
sponsors of the campaign thanked the 
students and faculty for their support 
and urged that BTAOTA be continued 
throughout the year. 

Posters covering stopping time, re- 
action time and traffic laws were dis- 
played throughout the school. The 
driver education class devoted consider- 
able time to the cultivation of the right 
mental attitudes as well as teaching the 
fundamentals of driving and providing 
practical experience. 

Included in the Glenbrook program is 
a traffic code book which lays down the 
rules and regulations for the operation 
of cars by students in and around the 
school. The teeth in this code is a 
traffic court which is patterned as closely 
as possible after municpal traffic courts. 


“From the ideas developed by these 
young journalists,’ Mr. Kemper said, 
“we oldsters can learn much that is 


worth while in solving the traffic safety 
problem. We intend to follow through 
on many of them.” 

Entries were judged in Chicago by 
Dr. Lawrence A. Kimpton, chancellor, 
University of Chicago; Dr. J. Roscoe 
Miller, president, Northwestern Univer- 
sity; Dr. John T. Rettaliata, president, 
Illinois Institute of Technology; and 
Gen. George C. Stewart, general man- 
ager, National Safety Council. 
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Responsibilities and Duties of Ins. Ad 
Managers Evaluated at IAC Meet 


Opening Session Features Talks by David C. Gibson, Kermit 
Schweithelm, Crawford Pollock, C. K. Oaks, Jr.; Panel 
Moderators Were Natalie Fisher, Ramsey Taylor 
By Wattace L. CLapp 


Spring Lake, N. J., June 24—The Sth 
annual meeting of Insurance Advertising 
Conference got off to a fine start here 
today with a major keynote address by 
David C. Gibson, vice president, J. M. 
Mathes, Inc., New York, on “What 
Insurance Advertising Is Supposed _ to 
Do” (reviewed on another fol- 
lowed by panel discussions on “What the 
ce Advertising Manager Is Sup- 
Specihc 


page), 


Insurance Lag 
posed to Do” and “Advertising” 
Coverages,” moderated respectively by 
T. Ramsey Taylor, United States F. &G., 





and Natalie Fisher, the Employers’ 
Group. Over 109 members and guests 
attended. ; . 

The luncheon speaker was Kermit 
Schweithelm, advertising officer, The 
Chase Manhattan Bank, New York, 
whose impressive talk on “Advertising 


Business” 
page. And 
of the afternoon- 


Tool in a Service 
on another 


as a Sales 
is also reviewed 

: oi _ 
the windup speaker 








Charles K. Oaks, IJr., of The Travelers, 
came through with helpful information 
on the advertising help which should be 
supplied to agents. He and other speak- 
ers, all well prepared for their assign- 
ments, reflected the seriousness of IA( 
members in keeping pace with the new 
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Taylor Gives Highspots of Survey 


In opening his panel discussion Mr 





summary of 
s “A” members of [AC 
to a questionnaire which dealt witl 
f [ 1 man- 


out of 50 replied 


responses 





eceived f1 





of company at 





juestion 
ponsibilities 
volume of 








managers, the 





respective compa nd types of ad 
tising used which ranged from national 
magazine space down to advertising 
1 
novelties. 
jority of the 28 who replied indi- 







companies embraced 


he main classifications of adver- 


In the main their departments are 





ler respor to or are closely coor 
h the home office production 
in the planning of ad pro 


Class “A” 


More than 50% of the 
al I operate on a 


members 


fixed |} is set by manage- 
ment Managers are con 
sulted in many cases in determining the 


size of the budget. 
One question brought diversified re 
sponse. It was: “If you 


ideas for improvement of your company’s 





were to 


suggest 





advertising function what would you rec- 
ommend ?” Responses ranged from larger 
advertising budgets to more freedom to 
plan the advertising activities (which in- 
ferred the need for lessening of detail 
work), and a greater participation with 
management in all of its counseling on 
advertising, sales production, public re- 
lations, agency and employe relations. 

Remarks by Cagney and Sherlock 

J. Kenneth Cagney, Hartford Fire, and 
Thomas H. Sherlock, Fidelity & Deposit, 
members of Mr. Taylor’s panel, followed 
him up in voicing their opinions on ways 
in which insurance advertising managers 
become more influential in their 
companies and more constructively help- 
ful in the success of their company’s 
operations. 

Mr. Cagney stressed the time element 
nd the intrusion of multiple responsi- 
bilities on the basic creative responsibil- 
ity of the ad manager in planning his 
company’s activities. He wondered if the 
IAC could possibly set up some form of 
a forum, headed by top ranking adver- 
tising men, which would lend a helping 
I i advertising assistants. 


can 


hand in educating 
In other words, these assistants need 
training to acquire the know-how of ad 
department techniques but the ad man- 
ager with all his duties not have 
the time to give to them. 

Mr. Sherlock’s major emphasis was on 
the realization of the professional ap- 
proach by the insurance advertising man- 
ager. This can be acquired, he felt, by 
attitude, research, broadening of general 
advertising knowledge, and qualifying 
himself in all ways for a recognized 
professional status in his company. 

President Schenke gave added empha- 
sis to the ad man’s responsibilities by 
urging that his functions should be so 
defined by management that at least 
some of the intrusions which plague him 
(things that are not actually earmarked 
advertising) would be removed. 

Mr. Schenke also noted early this 
morning the absence of Harry Carlier. 
Northern Assurance, past president of 
IAC, who is now convalescing from a 
major operation. He went home from the 
hospital last Saturday and is apparently 
m the road to recovery, Mr. Schenke 
said. He extended welcome to 
Charles Unger, executive secretary-treas- 
urer of New Jersey Association of Insur- 
ance Agents, who is now getting to be a 
regular attendant at IAC gatherings. The 
untimely death of Kenneth Allston, 
president of Allston Associates, Inc., New 
York insurance advertising agency, was 
also received with sorrow by IAC mem- 
rs. Mr. Allston died a week ago. 

Pollock on Success of “TV” 


Brand Dinners 


does 


also 





\s the afternoon’s first speaker Craw- 
ford Pollock of Campbell Soup Co. gave 
a detailed account of paving the way and 
pre-testing of this product which has 
many points of similarity with the mar- 
keting of new insurance policies. “Prin- 
cipal factor contributing to the spec- 

iF success of the dinners,” the 
er said, was a social-economic cli- 
mate extremely favorable to the growth 
of convenience foods in general and 
frozen convenience foods in particular. 
Aggressive advertising and promotion, 
coupled with sales strategy, also figured 
importantly in this Here are 
some of Mr. Pollock’s main points: 

(Continued on Page 36) 
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IAC Awards “Oscars” 
For Best Advertising 


FOUR AGENTS TAKE TOP HONORS 


11 Others Win “Oscarettes” in 1956 Con- 
test; Recognition to Winners at 
IAC’s Annual Banquet 

Spring Lake, N. J., June 25—The four 
insurance agents who did the best al! 
around job of advertising in 1956 and 11 
others who were outstanding in their 
respective uses of a specific form of 
advertising were honored here this eve- 
ning by the Insurance Advertising Con- 
ference. The occasion was the annual 
awards banquet, highspot of the IAC’s 
annual meeting. 

“Oscars,” emblematic of excellence in 
local agency advertising, were awarded 
to Joe E, Vincent of Franks-Vincent 
Co., Bryan, Tex. (Division 4—over $250,- 
000 premium division); Arthur W. Ruff 
of Arthur W. Ruff Agency, Inc., River- 
dale, Ill. (Division 3—$100,000 to $250,- 
000); Tom Bartlett of North Baltimore, 
Ohio, who repeated his 1955 performance 
by winning in Division 2—the $50,000- 
$100,C00 premium category, and George 
Garner, Jr., Grenada, Miss. (Division 1— 
under $50,000 premiums.) 

These awards were announced by J. 
Kenneth Cagney, Hartford Fire, IAC’s 


awards committee chairman. Presenta- 
tion of the “Oscars” (bronze statuettes) 
was made by Edmund V._ Schenke, 


Royal-Globe Insurance Group, who is 


IAC’s president. 
Drew Largest Number of Entries 


The 1956 contest, according to Mr. 
Cagney, drew the largest number of 
entries since IAC inaugurated the pro- 
gram five years ago, and competition was 
unusually keen. A number of entries 
which did not win “Oscars” or “Oscar- 
ettes” were so excellent, Mr. Cagney 
added, that certificates of merit are 
being awarded for the first time. 

“Oscarettes” for outstanding use of 
newspaper advertising were won by S. 
George Levi & Co. of Philadelphia (Di- 
vision 4); Brown & Wehrell, Inc., Ho- 
Ho-Kus, N. J. (Division 3); deHartog 
Insurance Agency, Waupun, Wis. (Di- 
vision 2); and Wilson A. Roberts Agen- 
cy, Williamstown, Mass. (Division 1). 

Direct mail “Oscarettes” went to La- 
tham-Stevens Co., Harrisburg, Pa. (Di- 
vision 4); John Roy Campbell Insurance 
Agency, Harrison, Ark. (Division 3); 
Rogers & Gray Insurance Agency, Or- 
leans, Mass. (Division 2), and C. Walter 
Searle, Nutley, N. J. (Division 1), 

Best in radio “Oscarettes” were award- 
ed to Stein-McMurray Insurance of 
Boise, Idaho (Division 4); Vincent's 
Insurance Service Agency, Colorado 
Springs, Col. (Division 3); and to Russell 
S. Proctor, Inc., Bloomington, Il. (Di- 
vision 2). There were no entries in Di- 
vision 1 of this classification. 


Judges Praise Contestants 


The panel of judges for the awards 
competition were Sydney H. Gieillerup, 
senior vice president, Marshalk & Pratt, 


division of |McCann-Erickson, Inc. ; 
Herbert W. Moloney, president, Mo- 
loney, Regan & Schmitt, Inc.; Mark 
Wiseman, founder of the Wiseman 


School for Copywriters; Mills Shepard, 
Shepard Readership Service, and Edward 
W. Wohlgemuth, manager, pictorial di- 
vision, Rough Notes, Inc. 

In the opinion of one of the judges: 
“Tf all agents advertised as well as these 
contestants, there would be no_ prob- 
lem with the direct writer.” 


N. H. HORSEPOWER BILL 

A bill to restrict the length and horse- 
power of automobiles that could be used 
on New Hampshire highways was un- 
favorably reported to the State Senate 
(June 18) by its transportation commit- 
tee after representatives of automobile 
manufacturers protested the measure 
would “inhibit research.” 





Edward T. Tait’s View 
Of FTC Activities 


IN A. & H. ADVERTISING PROBES 


The Industry Will Benefit; Supreme 
Court Has Final Answer; He Says; 
Sees Peculiarities of A. & H. Line 


Spring Lake, N. J., June 25—Edward 
T. Tait, member of the Federal Trade 
Commission, in his speech at the Insur- 
ance Advertising Conference here to- 
day said that “the storm over insurance 
in the past months has done much to 
Refer- 


’ 


clear away the fog of suspicion.’ 


EDWARD T. TAIT 


ring to recent FTC activity he said, 


“Both you who advertise insurance and 
the public who needs it can welcome this 
cleaner atmosphere for doing business. 
3oth will profit from the experience.” 

Without delay Mr. Tait hastened to 
let his listeners know how he fits “into 
the FTC’s recent activity in the field 
of health and accident insurance.” He 
said: “The Commission’s complaints 
against 41 companies selling health and 
accident insurance already had been is- 
sued when I became a commissioner in 
November, 1956. The Commission also 
ruled by a 3-2 vote that it has jurisdic- 
tion over insurance advertising in inter- 
state commerce. I do not agree with the 
commission majority in this ruling. I 
have so stated in a dissenting opinion 
in the North American Accident Case.” 

After restating his dissenting opinion 
in that case, Mr. Tait went on, “Of 
course, the issues in the case are many 
and complex, but I’ve let you know my 
viewpoint. Besides, simple humanitarian- 
ism would forbid a more extensive legal 
opinion after such a pleasant dinner! 

“It might profit us this evening to put 
aside legalism in this discussion of in- 
surance —to examine the forest of op- 
portunity rather than the trees of con- 
troversy. 

“There can be little doubt that the 
actions of the FTC have alerted the in- 
surance companies, the state authorities, 
and the public to the obligation that 
A. & H. insurance be advertised truth- 
fully. This state of alert applies with 
equal force to the advertising of half 
truths whose effect is to mislead. And, 
regardless of where the jurisdiction lies 
in the policing of insurance advertising, 
the greater awareness of the require- 
ments for honest advertising in this field 
is a healthy thing. Ultimately, it will 
generate greater public confidence in the 
value of insurance and in the integrity 
of the insurer. This confidence will re- 
turn far more to the insurance industry 

(Continued on Page 41) 
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Tells Why Chase Manhattan Bank 
Is Strong Believer In Advertising 


Spring Lake, N. J., June 24—Kermit 
Schweithelm, advertising officer of The 
Chase Manhattan Bank, New York, put 
it on the line when he told the Insurance 
Advertising Conference in annual ses- 
sion here today: “It is crystal clear that 
in an increasingly competitive economy, 
any company which ignores advertising 
will some day stand on the sidelines and 


KERMIT SCHWEITHELM 


watch its competitors grow fat on busi- 
ness that it should and could have cor- 
ralled.”. As the luncheon speaker Mr. 
Schweithelm discussed “Advertising as 
a Sales Tool in a Service Business,” put- 
ting his emphasis on the re sults achieved 
through consistent advertising by his 
own company over the past eight years. 

“We have grown very fond of adver- 
tising,” he said. “We have learned (and 
it has taken a long time) that advertis- 
ing pays. Today it is a glistening tool 
in our business and takes its place with 
head unbowed along with all the other 
essential divisions of our organization... 
I have witnessed the gradual change in 
management's thinking from negative to 
positive. Yes, there was a time when 
bank management looked upon adver- 
tising as an expensive luxury. Today, 
however, you may talk to any member of 
our top management team and you will 
hear not only a favorable, but perhaps 
an enthusiastic endorsement of adver- 
tising.” 


Change in Public Opinion Noted 


The speaker made the point that since 
banks began to advertise and humanize 
their business, the percentage of the 
public favoring government ownership of 
banks has dwindled to about 14%. This 
is in contrast to the 36% revealed by 
Gallup polls in 1936, Since then bank 
advertising expenditures, as reported by 
American Bankers Association, rose 
from $20,000,000 i in 1946 to an estimated 
expenditure in 1957 of over $100,000,000. 

Mr. Schweithelm then explained that 
Chase Manhattan’s advertising program 
in its present format began to jell in 
1949. “Management has backed it every 
step of the way,” he emphasized, “and 
has seen fit to generously expand our 
budget to meet our current objectives. 
Actually we have been operating three 
distinct programs these past eight years. 
One features a broad institutional-public 
relations-educational approach on a local 
and national level. The second program 
promotes our retail or consumer banking 
services in the Greater New York mar- 
ket area. Our third program features 





the services of our major and specialized 
departments in national news and busi- 
ness magazines. The over-all theme is 
‘Why don’t you talk to the people at 
Chase Manhattan.’ ” 


“Reason Why” Copy Themes Stressed 


The speaker went on to say that these 
several campaigns have one ultimate 
objective—to convince people that “‘it 
pays to do business with Chase Man- 
hattan.” Direct, or hard sell approach, 
is used in the retail or personal banking 
service program. “Reason why” copy 
themes and appeals to human desires 
are stressed. “Without saying so, we 
try to convey the idea through light 
illustrations and copy that Chase Man- 
hattan is a friendly and convenient place 
to do business,” said Mr. Schweithelm. 

The bank’s institutional-public rela- 
tions campaigns emphasize the indirect 
selling technique. These Chase Man- 
hattan ads play up American industry’s 
importance in the economy and almost 
casually mention the behind-the-scenes 
role of the bank and its commercial 
banking system in helping to finance in- 
dustry’s program. 


Results Achieved in Consumer Market 


Turning his attention to the consumer 
banking market, the speaker said that 
Chase Manhattan’s management decided 
to use advertising when the decision was 
made to enter actively this market in 
the 1940’s. “Starting with a modest pro- 
gram we have watched it grow to a 
point where today it has helped place 
our bank among the leaders in the re- 
tail banking field—not only in adver- 
tising but also in the volume of business 
handled,” he said. 

The most recent advertising success 
story, he continued, is going on right 
now. “Management called upon adver- 
tising to assist in developing a specified 
volume of business for a retail service. 
We were given a six months’ target date. 
Advertising went into high gear and 
turned out a short, intense and broad 
campaign, using all general media (news- 
papers, television, radio, outdoor bill- 
boards, car cards and direct mail). Re- 
sult: the bank’s goal was achieved within 
two and one-half months. This is one 
example of what service advertising can 
accomplish—we have others. Another, 
and one more akin to the insurance field, 
was a trust department campaign aimed 
at a very exclusive market—people with 
investment holdings of $100,000 or more. 
A carefully selected national mz gazine 
was used and the first ad brought in 
business that more than paid for the 
space costs.” 

Yardsticks for Measuring Results 

As to yardsticks for measuring results, 
the speaker pointed out: “Surveys, re- 
search and ad coupon returns can guide 
us in the direction of our advertising 
and also give an indication of its effec- 
tiveness. However, the most tangible 
measure is actual new business placed 
on the books. . .. It is more difficult 
to measure results from _ institutional- 
public relations and general service ad- 
vertising. However, we know that our 
various campaigns have established and 
broadened our corporate image. As the 
result of independent surveys, we are 
aware that The Chase Manhattan Bank 
is considered a leader in the banking 
field. And let’s not fool ourselves—the 
public likes to do business with the 
leader in any field.” 


Room for Improvement in Insurance 


As a final point Mr. Schweithelm told 
about a simple survey which he recently 
conducted among 270 men in the adver- 
tising field. He was curious as to how 


(Continued on Page 36) 


Direct Mailing Today 
Has Many Advantages 

HENDERSON SAYS IN IAC TALK 

McGraw-Hill Man Explains How It Can 


Be Used to Be Flexible and Selec- 
tive for Advertiser, Reader 





Spring Lake, N. J., June 25— “Direct 
Mailing in Today’s Competition for At- 
tention” was the subject of a talk today 
at the Insurance Advertising Conference. 
The speaker, H. C. Henderson, direct 
mail division manager, McGraw - Hill 
Publishing Co., while as he said not 
attempting to set himself up as an expert 
in the insurance field of direct mail 
business, delivered an instructive talk 
on the methods and effect of this type 
of advertising. 

Mr. Henderson opened by informing 
his listeners that except for newspaper 
advertising, more money was spent last 
year on direct mail advertising than any 
other medium. The figure topped $1,155,- 
000,000 and already this year he said, 
the rate is running some 13% higher 
than that. 

He then pointed out out “direct mail 
can be designed to successfully accom- 
plish many purposes. I can give you 
many examples of how it has sold all 
kinds of merchandise and services; how 
it has successfully paved the way for 
salesmen, introduced new products, se- 
cured information through research, and 
secured pre-qualified inquiries on prod- 
ucts. 


The Many Uses of Direct Mail 


“In fact, there is a list of 49 different 
ways to use direct mail—many of which 
will apply to you. Let me read a few: 

1. Building morale among, and secur- 
ing data from, employes. 2. Stimulating 
saiesmen to greater efforts. 3. Securing 
inquiries for salesmen. Teaching sales- 
men “How to Sell.” 5. Acknowledging 
orders or payments. 6. Welcoming new 
customers. 7. Winning back inactive 
customers. 8. Developing sales among 
specified groups. 9. Capitalizing on spe- 
cial events and other company advertis- 
ing. 10. Announcing price changes, new 
policy, new address or change in tele- 
phone number. 11. Securing names for 
lists. 12. Announcing new  representa- 
tives in new territories. 

“Direct Mail is a valuable advertising 
tool to help salesmen sell and, after all 

—as you well know—advertising is in- 
tended to aid directly or indirectly in 
the sale of products or services.” 

Mr. Henderson then illustrated the ad- 
vantages of direct mail advertising in 
being selective and flexible. It can, he 
said, be directed to specific individuals 
or markets; be made personal to the 
recipient; is not in competition with 
other advertising or editorials; is not 
limited by space or format; can ’ be pro- 
duced according to the means and needs 
of the advertisers story and controlled 
for specific jobs of research reaching 
small groups testing ideas, reactions and 
appeals. Further he pointed out that 
this medium can be timed as required 
in departure and receipt and gives the 
reader more thorough means to act or 
buy devices not possible by other media. 


Careful Preparation Urged 


Unfortunately Mr. Henderson said, too 
often direct mail is tried as an after- 
thought—and reads like one, an after- 
thought. He urged that it receive the 
same amount of time and effort as any 
other form of advertising, whether it be 
space, billboard, radio, TV, or any other 
form. “It is not a ‘Do It Yourself’ form 
of advertising. It requires thought and 
expert handling.” 

Mr. Henderson selected three rules, in 
handling direct mail, as the most im- 
portant. “Decide on the purpose of 
mailing. Have expert advice on prepa- 
ration and scheduling. Develop a good 
package Speaking of the “package” 

(Continued on Page 37) 


Buyer Views Insurance 
Advertising Needs 


McGUINNESS OF PORT AUTHORITY 


Sees Necessity For Public Relations 
Drive By The Industry To Help 
Company Advertising 

Spring Lake, N. J., June 26—W. D. 
McGuinness, insurance manager, Port of 
New York Authority today addressed the 
Insurance Advertising Conference meet 
ing here, on insurance advertising 
“viewed more from the viewpoint of the 
impressions of an individual who has 
read many different insurance ads, but 
who because of background possesses an 
understanding of the insurance business.” 
Mr. McGuinness in the course of his 
talk indicated some areas of advertising 
and public relations which might be ex- 
plored by those whose job it is to inform 
the public about the insurance industry. 

“As an individual,” Mr. McGuinness, 
who is current president of the New 
York Chapter of the American Society 
of Insurance Management, said, “I be- 
lieve that much is to be desired of the 
over-all impression that insurance adver- 
tising has made upon the general 
public.” 

Saying that most people are interested 
in ads which appeal to their economic 
security, Mr. McGuinness commented: 
“As a general rule, I believe it may be 
stated that insurance to most peole is a 
thing of mystery. Unfortunately, when 
an individual buys insurance whether it 
be to protect himself uinst those lia- 
bilities which he may incur while driving 
an automobile or to protect his assets 
from loss by fire or theft, he believes 
that the insurance contract is the answer 
to all his prayers. He may look upon the 
insurance as being a necessary evil and 
reflects more cogently upon this thought 
at the time he pays his premium. How- 
ever, it is the rare individual who truly 
understands the contract.” 

The reason for this shortcoming, the 
speaker said, is: “Because basically | 
believe he has not been told with com- 
plete directness what the intent of the 
policy is and what the limitations are 
This I believe should be a function of 
insurance advertising. For many years | 
have heard people refer to the fine print 
in insurance contracts. They say the in- 
surance company gives you the coverage 
in the one portion of the policy, but 
takes it away from you in the bottom 
portion in the fine print. We have all 
heard these comments at one time or 
another from our friends. The impli- 
cations inherent in these observations 
are what must be overcome. The insur- 
ance industry can do this job and should 
put its mind to correcting this impres- 
sion through advertising 





Outstanding Contribution 
By the Industry 


“The insurance industry as a whole has 
contributed outstandingly to the eco 
nomic growth of the United States. This 
applies not only to business growth, but 
to the protection of the assets of the 
small individual home owner and the 
mass of the public in general. I person- 
ally am convinced that the economy of 
the United States could not have pro- 
gressed to the point it has reached un- 
less the insurance industry was a willing 
participant in that growth. I do not be- 
lieve that this story has been conveyed 
to the public. 


Telling The Story 


“This is a great story; it does not re- 
late itself necessarily to a San Fran- 
cisco earthquake or to a Chicago fire 
Certainly, those two events are outstand- 
ing examples of the contributions made 
by the insurance industry to the general 
welfare of the nation, but there are so 
many other current ones that could be 
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Market Sales, Research 
For Stock Agency Cos. 


URGED BY DAVID C. GIBSON 


Says Competition of Direct Writers 
Warrants Such a Program; His Ideas 
For Informing the Public 


Spring Lake, N. J., June 24—The need 
for market sales and research by the 
stock agency companies was one of the 
important subjects stressed today at the 
opening session here of the annual meet- 
ing of the Insurance Advertising Con- 
ference, by David C. Gibson, vice pres- 
ident, J. M. Mathes, Inc., New York. Mr. 
said that the sales techniques 
emphasized the 


Gibson 
of the 
need for such 


direct writers 


research. He posed a 


series of questions which should be 
given serious consideration by stock 
company advertising people. They are 


as follows: 

“Are we adopting marketing and pro- 
methods tliat 
themselves in the tough, highly competi- 


motional have proved 
tive retail store field? 

“What is the woman’s influence on in- 
surance buying? Are buying habits in 
property insurance changing? Are we 
holding our share of the consumer’s dol- 
lar? Do 
looking for 


people around more 


shop 

bargains? Is mail order 

and discount buying here to stay, and if 

so, why? Will it 

fields? What 

payments ? 
What Do We Know About 

Our Market? 


“What do we know about our market 


spread into other 


about credit and partial 


in terms of population shifts, 
living habits, new buying trends which 
super-markets and one-stop shopping 
areas are developing? What market 
studies have been made recently — other 
than surveys carried on by a few publi- 
cations, iad are necessarily superficial ? 

“How has the late emphasis on social 
security, job retirement, old age and 
pension plans affected public readiness 
to accept new insurance coverages? 
These are only a few of the questions 
to which I wonder whether the stock 
insurance business has the answers. 

“Is there any other 10 billion dollar 
industry that is as bare of broad con- 
tinuing market knowledge as the prop- 
erty insurance business? 

“Then there is the package 

Gibson said. He felt that 
products fail today because of a poor 
ier or succeed because of a good 
one. Is our package the best we can pro- 
vide — in appearance, in understand- 
ability, in offering what the public wants 
and will buy? 

“Research may seem somewhat afield 
from your advertising desk. But I be- 
lieve that every possible bit of knowledge 
you can secure concerning your product, 
your market and the public’s attitude 
toward your companies and your pol- 
icies, and toward your competition and 
their policies, is vital to the full effec- 
tiveness of your advertising and selling 
programs. 


itself,” Mr. 


“many good 


Competition of Mutual Companies 


“Let’s look for a moment now at your 
competition. The last available figures 
show their volume to be 234 billions. 


changing 


That includes the mutuals and the direct 
writer which has cut such a wide swath 
in recent years. That figure of 234 
lion has grown from $330,000,000 in 20 
years. It is that rate of growth — and 
the reasons for it — that should concern 
us,” Mr. Gibson stressed. ; 

‘As in every business, there is room 
both for cut-rate or discount selling, 
and for selling quality and service at a 
price. Ohrbach, Kleins, Korvette and 
your mail order houses are examples of 
successful cut-rate operations. They 
chose the way of cut price and little or 
no service. On the other side are the 
Wanamakers, the Lord & Taylors, the 
Neiman-Marcuses, the Brooks Brothers. 
They chose the service way—at a price. 
They've all prospered. 

In our case, it’s not a question of stop- 
ping our competitor’s growth, but of 
holding our own share, or more, of the 
market. 

Mr. Gibson then quoted the figures 
on the premium alah or of the capital 
stock companies and the mutuals plus 
(in 1955) one direct writer over the past 
20 years. He also gave the comparative 
figures for the same types of companies 
in advertising expenditures. He pointed 
out, “In dollar volume increase the stock 
companies far outdistanced competition. 
But the rate of increase was almost 
nine to one for your competition against 
five to one for your companies. The 
stock company share of the business 
slipped from 81% in 1936 to 73% in 1955, 
while your competitors’ shi ire, conv ersely, 
increased from 19% to 27%. That is the 
competitive situation as it stands today. 
In the future there may be added com- 
petition from aggressive life insurance 
companies.” 

Ins. Advertising in General Magazines 

Mr. Gibson’s figures on insurance ad- 
vertising in general magazines for 1936, 
1946 and 1956 which appear in table form 
on this page indicate the trend. 

He explained “Radio and TV are in- 
cluded because they have become such 
important factors in influencing public 
opinion and represent a substantial per- 
centage of national advertising. The fig- 
ures do not include local radio and TV 
advertising or newspaper adv ertising. 

“Is it necessary to do more than cite 
the figures and point to the steady in- 
crease on the dollar advertising volume 
of a relative handful of mutuals (plus 
one direct writer) so that it exceeds that 
of all the stock companies. And if we 
added newspaper advertising the dis- 
parity would be even sharper. You can 
answer the question as to whether there 
is a valid relationship between the pre- 
mium growth and the advertising ex- 
penditures.” 

Mr. Gibson held, that in spite of all 
the splendid advertising done by many 
companies, “the public still knows too 
little about the services rendered by the 
stock insurance companies and through 
their agents. He asked his IAC audi- 
ence to consider such services as traffic 


safety, industrial safety, fire protection. 
arson detection, prevention of claim 
frauds. “These are services above and 


beyond policy contracts, in which stock 
companies take the lead, and which con- 
tribute to the physical and economic se- 
curity of every one of us,” he empha- 
sized. 

The speaker then asked: “What does 
the public know about insurance rates 
and how they are determined? We know 
that the public actually makes its own 
rates — that costs are based on exper- 
ience. But I doubt that more than a 
small segment of the public knows it. I 
wonder how many outside of the insur- 
ance business realize the narrow profit 

(Continued on Page 39) 


ADVERTISING EXPENDITURES IN MAGAZINES 


Total CAPITAL STOCK MUTUAL 
All Companies Amount % Amount % 
ee LG $ 550,000 79% $ 150,000 21% 
1 946 reas co oe oe 2,800,000 1,900,000 68% 900,000 32% 
a SE en 13,000,000 6,300,000 49% 6,700,000 51% 


(* Includes Network Radio and TV) 


IAC Membership Up; 
Financial Shape Good 


AWARDS PROGRAMS SUCCESSFUL 


Encouraging Reports Given at Business 
Session; To Hold Mid-Year Meeting 
in New York City October 28 


Spring Lake, N. J., June 25—Insurance 
Advertising Conference, in the midst of 
one of its most productive years, is in 
healthy financial shape and with mem- 
bership on the increase. This was the 
encouraging report from this morning’s 
business session here. In addition, its 
agents “best use of advertising” contest, 
now in its fifth year, brought 85 entries, 
nearly three times as many as last year, 
and its company adv ertising awards pro- 
gram enjoyed the participation of 24 
companies with 97 entries of their best 
advertising, sales promotion, etc., in 14 
categories. Fifteen company entries re- 
ceived merit awards. 

Well earned recognition to J. Kenneth 
Cagney, Hartford Fire, and Charles K. 
Oaks, Jr., The Travelers, respective 
chairmen of the agents’ award and com- 
pany award contests, was given by IAC 
President Edmund V. Schenke, Royal- 
Globe Insurance Group, who presided at 
the business session. 

Thomas H. Sherlock, Fidelity & De- 
posit, membership chairman, reported a 
total of 131 IAC members as of June 1. 
New “A” members are Art Dannecker, 
Ohio Farmers; J. S. King, Old Republic; 
Joseph W. Landers, American Fire & 
Casualty, Orlando; C. R. Nelson, London 
& Lancashire; F: R. Pote, Boston: Mal- 
colm B. Hicks, Home of N. Y., and 
Harvey C. Smith, Agricultural. Mr. 
Sherlock is now sending out invitations 
to 100 potential “A” members and 25 
prospective associate members. 

W. Winthrop Clement, who was JAC’s 
liaison with National Board of Fire 
Underwriters and NAIJA last year, re- 
ported his attendance at. their public 
relations committee meetings, while Ted 

3udlong, NBFU, hit the highspots of its 
recent radio-TV “spot commercial” ad- 
vertising on insurance to value. 


Direct Mail Talk Enlivens Program 


Featured talk this morning was that 
of H. C. Henderson, McGraw-Hill Pub- 
lishing Co., whose theme was “Direct 
Mail Advertising in Today’s Competition 
for Attention.” Reviewed elsewhere, this 
talk created keen interest, judging from 
the many questions from the floor. 

Equally well received was the dinner 
address last evening of Edward T. Tait 
of Federal Trade Commission, who stated 
that he agreed with recent decisions by 
two circuit courts of appeals (in Ameri- 
can Hospital & Life and National Casu- 
alty cases) that regulation of the com- 
panies involved lies with the states. “The 
final answer to the question of where 
jurisdictional lines should be drawn,” he 
said, “probably will be resolved by the 
U. S. Supreme Court.” 

Two members of HIAA’s legal staff— 
John McAlevy and Paul Quinn—were on 
hand to hear Mr. Tait’s address, reviewed 
on another page. 


Natalie Fisher Makes a Hit 


Another program highspot yesterday 
was the panel discussion, “Advertising 
Specific Coverages,” led by Natalie Fisher 
of the Employers’ Group. This was her 
debut as an IAC speaker and she scored 
a big hit. Panelists were A. E. Duncan, 
Jr., Fire Association Group, who told 
about his group’s efforts in developing 
homeowners’ policy premiums; William 
J. O’Meara, Aetna Life Affiliated Compa- 
nies, who put the emphasis on “com- 
munications” and said: “When we have 
something to say to our agents, the pub- 
lic, or both, we must be prepared to be 
the communications arm of the com- 
pany. We must be able to communicate 
clearly, intelligently, fluently, and above 

(Continued on Page 37) 


TAC Meeting Report 


(Continued from Page 34) 


“Two years ago it became evident tliat 
the Swanson “TV” Brand Dinner was 
cashing in in a big way o1 the swing 
to convenience. 

In the face of this success, and with 
an eye on the future for convenience 
foods, we began to experiment in 1954 
with two brand-new categories in frozen 
foods—Main Courses and Casserclcs. 

The Main Course was designed on the 
same principle as the TY Dinner-—an 
individual serving consisting of ineat, 
poultry, or fish, and a vegetabie. The 
Main Course might lend itself to blend- 
ing at home with other ingredients for 
a complete meal. Our Casserole dishes 
were planned along the same iines ex- 
cept they were designed to serve two 
people. 

“Prior to making up samples of these 
new products, our market research de- 
partment exhausted all possible avenues 
of information to determine the list of 
the nation’s leading entrees and casse- 
role-type dishes. Next, our Home Eco- 
nomics Department tested the recipes to 
determine their practicality for pacxag- 
ing. This information was turned cver 
to our research and development depart- 
ment, who developed and engineered four 
initial dishes in each category. 

“In order to set these new items apart 
from the dinner family, yet retain 
Swanson identity, a completely new pack- 
age design was created and applied to 
the Casseroles and Main Courses. 

Test Markets Selected 

“Completely satisfied with the quality 
and acceptability of the new products, 
the next step was to select test inarkets. 
The markets were, Boston, Detroit, and 
Denver for the Casseroles—St. Louis, 
Syracuse and Seattle for the Main 
Courses. In addition, we decided to put 
all test items in Buffalo to determine 
the ability of the retailer to abserb so 
many new items at one time. 

“We select our test markets with 
an eye on. special sectional eating 
habits, geophysical characteristics, in- 
come, racial, occupational, and other mar- 
keting factors. We started to sell t':ese 
new products in test markets. 

“Simultaneously with their introduc- 
tion (in October 1956), we set up sales 
audit stores in each market. While our 
factory shipments to each n.arket give 
us some measure of sales to the con- 
sumer, the audit stores give us an accur- 
ate measurement of flow out of the 
freezer case to the actual consumers. 
Follow-up consumer research—to liter- 
ally call on and interview early users cf 
the product—got their reaction. 

“The advertising program in each mar- 
ket was patterned after a master na- 
tional program to go into effect if the 
test were successful. Each market was 
set up to get its proper allocation of a 
national advertising program. When our 
products succeed in test markets under 
such conditions, we simply project the 
test marketing advertising on a nationai 
scale. 

“Each week’s reports of distribution, 
sales, sales audits, and consumer re- 
search were carefully scanned for news 
of success—or, for that matter, failure. 
By June 1 it seemed evident that we had 
several outstanding items in both the 
Main Course and Casserole groups. We 
plan to continue to watch these items 
and release them nationally just as soon 
as we are certain their level of sale is 
above the satisfactory level for national 
coverage.” 


Loane J. Randall’s Role 

Loane J. Randall, executive vice presi- 
dent of St. Paul Hospital & Casualty, 
was one of the excellent hosts provided 
by the St. Paul A. & H. Association at 
the recent IAAHU annual convention. 
Mr. Randall, who is president of the 
state association was moderator of the 
workshop for presidents at the conven- 
tion. 
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Michigan Supreme Court’s 
Interesting WC Decisions 


The Michigan Supreme Court re- 
cently broadened<the state’s workmen’s 
compensation act by liberal interpreta- 
tions of two of its provisions. The vote 
in each case was 5-2 with one justice not 
participating, but six separate opinions 
were written in each case. 

One case, of a business machine opera- 
tor who strained her back in lifting a 25- 
pound tray of cards from a file, resulted 
in acceptance of a broader definition of 
“accident” which almost, if not quite, 
abolishes the accidental element as a 
requisite to recovery of compensation. 

The court upheld a compensation 
award to the woman and Justice Eugene 
Black said at least four justices agreed 
in his definition of an accident as “an 
unexpected result attending the opera- 
tion or performance of a usual or neces- 
sary act or event.” 

In the other case, the court aban- 
doned making any distinction between 
injury cases involving pre-existing physi- 
cal defects and those in which no de- 
fect existed. A logging truck driver, suf- 
fered a hemorrhage while at work that 
resulted in partial paralysis. Defending 
against an award, it had been contended 
that he had a predisposition to injury 
due to a physical weakness. Justice Tal- 
bot Smith, in an opinion in which the 
majority concurred in the result, stated 
complete rejection of the pre-existing. de- 
fect distinction. 

“Nothing,” he stated, “is better set- 
tled in compensation law than that the 
act takes workmen as they arrive at the 
plant gate. Some are weak and some are 
strong. Some, particularly as age ad- 
vances, have a pre-existing ‘disease or 
condition’ and some have not. No matter. 
All must work.” 


Glass Rate Revisions in 11 
States by National Bureau 


Revised rates for glass insurance for 
11 states were announced June 25 by the 
National Bureau of Casualty Under- 
writers. The effective date is June 26. 
The states affected by rate changes are 
California, Connecticut, Delaware, Idaho, 
Indiana, Maine, New Hampshire, North 
Carolina, North Dakota, Pennsylvania 
and South Carolina. The countrywide 
effect of the changes is an average in- 
crease of 1.5%. 


IAC Membership Up 


(Continued from Page 36) 


all, fast .. .” John R. Ecklund, Phoenix 
of Hartford, another panelist, also fea- 
tured homeowners’ sales aid via an audio 
visual program including canned sales 
talk, four folders descriptive of home- 
owners’ A, B and C policies, and sample 
policies. Fieldmen, he said, arrange for 
presentation of the program at luncheon 
meetings in their areas to which the 
agents are invited. 


Mid-Year Meeting October 28 


Following the election of officers and 
new executive committeemen this morn- 
ing a short meeting was held of the 
IAC executive board. It was decided to 
hold the mid-year one-day meeting on 
Monday, October 28, in New York City. 

The annual banquet this evening fol- 
lowed an afternoon of recreation and a 
golf tournament with about 24 IAC mem- 
bers participating. The “Oscars” and 
“Oscarettes” were presented by Presi- 
dent Schenke. 

“Insurance Advertising as I See It” 
is the featured discussion tomorrow with 
five participants: Joe E. Vincent of 
Bryant, Tex., Oscar winner in the over 
$200,000 premium category; A. W. Dahl, 
state agent, Northern Assurance; Earl 
E. Vogt, Marsh & McLennan, Chicago; 
Wap: McGuinness, Port of New York 
Authority, and Victor T. Ehre, Buffalo 
Insurance Co. Final speaker of the meet- 
ing was Milburn McCarty, president of 
his own public relations firm, speaking 
on “Advertising Is Not the Whole Job.” 


Brandt New President 
Conn. Chapter of CPCU 


John R. Brandt, assistant secretary of 
the Aetna Insurance Group, is the new 
president of the Connecticut Chapter of 
the Society of Chartered Property and 
Casualty Underwriters. 

Other officers elected are Donald M. 
Witmeyer, secretary of the Security- 
Connecticut Companies, first vice presi- 
dent; Robert C. Sutherland, vice presi- 
dent of John M. Sutherland, Inc., in 
Naugatuck, second vice president; John 
C. Alexander, Jr., assistant superintend- 
ent of agencies at The Travelers, secre- 
tary, and Henry I. Schweppe of the 
research and development department of 
the Aetna Casualty & Surety, treasurer. 

Committee chairmen for 1957-58 are 
Howard H. Brown, Aetna Insurance 
Group, sponsorship and_ education; 
George Rhine, Aetna Casualty, special 
studies; Mr. Sutherland, program; Rob- 
ert C. Crane, Travelers, 1958 Eastern 
CPCU Institute planning committee; 
Edwin C. Burke, Aetna Casualty, con- 
ferment. 


Business Execs. Hear Need 


For Ample Fidelity Cover 
Fraud—its cost to man and manage- 
ment, was discussed at a recent American 
Management Assn. seminar at the Sher- 
aton-Astor Hotel by Peter A. Zimmer- 
mann, assistant secretary, Surety Asso- 
ciation of America. 

The seminar, which was entitled “AMA 
Finance Orientation Seminar—Organiz- 
ing and administering the internal audit- 
ing function,” was attended by 45 busi- 
ness executives from all over the country. 

In discussing employe fraud, Mr. 
Zimmermann stressed the seriousness of 
the problem; case histories; motives for 
theft; danger signals; prevention of 
fraud through controlling and policing, 
and the auditor’s responsibility in dis- 
covering and handling fraud. 

A system of internal control can make 
embezzling difficult, said Mr. Zimmer- 
mann, and good control will discourage 
many potential embezzlers, but there is 
always present the danger of a collusive 
loss or the steal-and-run type of fraud. 
In the final analysis, he said, an adequate 
amount of fidelity bond coverage, or 
honesty insurance, should be carried, and 
to that end he recommended to the audi- 


tors the Surety Association’s recent 
booklet “How Much Honesty Insur- 
ance ?” 


High Court Decision Made 
City, Not Citizen Liable 


A significant decision handed down 
by the Minnesota Supreme Court re- 
cently, holds that cities (as distinct 
from property owners), are responsible 
for keeping sidewalks in “reasonably 
safe” condition. 

The decision was on an appeal in a 
$17,500 suit brought by a woman against 
a jewelry store in Mankato, Minn. The 
women fel] on an icy sidewalk in front 
of the store. 

The High Court held: “Persons who 
own or occupy property abutting on a 
sidewalk are not liable to pedestrians 
for injuries sustained in consequence of 
stumbling or slipping on ridges or hum- 
mocks of snow and ice which form on 
the sidewalk from natural causes. A 
municipality retains the primary duty 
and responsibility with respect to the 
maintenance and repair of public side- 
walks and cannot shift said responsibility 
to the abutting occupant or property 
owner.” 


AVIATION TRAVEL CONTRACT 

Los Angeles City Airport Commission 
has awarded a contract to the Associ- 
ated Aviation Underwriters for a two- 
year concession for over-the-counter 
sales of insurance to passengers on 
planes departing from the Los Angeles 
International Airport. The contract pro- 
vides for payment to the City of $222,000 
or 13% of the gross business each year, 
whichever is greater. 


ALLSTATE OPENS OFFICE 


Formal Opening Attended by President 
Judson B. Branch Who Lauds City of 
Detroit Safety Success 

Allstate opened its Detroit regional 
office’s new building at 16130 Northland 
Drive with formal opening ceremonies 
attended by the company’s top execu- 
tives June 11 and an open house for 
employes and their families June 12. 

Present for the opening ceremonies 
were Judson B. Branch, president; G. H. 
Bartlett, vice president in charge of field 
operations, Joseph E. Henry, Midwest 
Zone vice president and other Allstate 
officials. 

The executives met Detroit business 
and civic leaders and toured the new 
building on Tuesday, June 11. The fol- 
lowing day, Robert W. Weber, regional 
manager, and his staff were hosts to 
225 employes and their families. 

The Detroit office, which serves more 
than 135,000 Allstate policyholders in 
Michigan, recently moved to the North- 
land Drive location from midtown De- 
troit. 

Mr. Branch, in a talk in connection 
with the formal opening, praised De- 
troit’s active traffic safety program and 
congratulated the city for receiving the 
top award of the National Safety Coun- 
cil on June 6. 


EXCESS AMT. REFUSAL UPHELD 





Anchor Casualty Refused To Pay $51,509 
of $62,500 Jury Award; Lauded by 
Minnesota Supreme Court 

Anchor Casualty of St. Paul, has been 
upheld by the Minnesota Supreme Court 
for refusing to pay $51,509 “excess 
amount” of a Judgment in a traffic acci- 
dent case. A jury in W ashington county 
court had returned a verdict of $62,300 
against Quinton G. Larson, a farmer who 
was insured in Anchor. The latter paid 
$10,245 under its policy and an additional 
sum of $1,775 for damage to the other 
car in the accident. 

Larson sued to have Anchor pay the 
balance of the judgment against him, 
charging the company with “bad faith” 
on several grounds. But the High Court 
held that Anchor had, under all circum- 
stances, “reasonable and probable cause 
for rejecting the compromise offer.” 

“Anchor’s actions and conduct through- 
out the course of its proceedings in the 
LeTourneau-Larson controversy survive 
the good faith test, there being no bad 
faith on the part of Anchor which re- 
sulted in injury to its insured,” the 
Court said. 


Schweithelm Talk 


(Continued from Page 35) 


well the public knew fire and casualty 
insurance companies. So he put the 
question in his survey: “Without con- 
sulting your records, will you name the 
companies with whom you place fire in- 
surance, life insurance and automobile 
insurance ?” 

Out of a total of 270 questionnaires 
distributed, 212 were returned correctly 
filled in, a response of 79%. A total of 
178 named their life insurance company, 
72 their automobile insurance company 
and 60 their fire insurance company. In 
the speaker’s opinion, “these results indi- 
cate that some additional advertising in 
right places could be very effective for 
companies in the fire and casualty field.” 
At the same time, he said he is im- 
pressed by the fact that the insurance 
industry possesses one of the finest sales 
forces in the business world and that 
“some companies are backing their sales 
forces with solid advertising programs. 
However, as in banking, there is always 
room for improvement.” 

In closing Mr. Schweithelm said: “At 
Chase Manhattan we look to advertising 
as a vehicle to establish and build our 
corporate identity. In addition, it serves 
as a ‘door opener’ for our sales force. 
I’m certain that our insurance cousins 
are aware of these potentials.” 


Letter to 48 Governors Urges 
Adoption of Uniform Code 


Adoption by state legislature of the 
revised Uniform Motor Vehicle code has 
been urged by Chicago insurance execu- 
tive Hathaway G. Kemper in a letter 
sent to governors of the 48 states. 

Mr. Kemper, president of Lumbermens 
Mutual Gasualty and American Motor- 
ists Insurance Company, sent copies of 
the 1956 revised code to the chief execu- 
tive of each state. “Our studies show 
that a traffic law violation is involved in 
88% of the fatal accidents and some say 
our percentage is low,” Mr. Kemper 
said. “I wonder how many-of these vio- 
lations arise through ignorance of the 
law—ignorance born of conflicting and 
confusing ordinances 

In addition to the safety benefits which 
may be derived from uniformity in traf- 
fic laws, he reminded governors, action 
to secure the code’s adoption in each 
state “will effectively forestall Federal 
intervention. The Federal highway pro- 
gram could be an entering wedge,” Mr. 
Kemper stated. “Since one group already 
has suggested a Federal bureau for 
traffic safety, the idea is not imaginary. 
I urge you to recommend to your legis- 
lature the adoption of as many features 
of this uniform code as can reasonably 
be incorporated at once, with a hope 
that soon all of it will be adopted.” 

The original Uniform Motor Vehicle 
Code was drafted 30 years ago by a na- 
tional commission headed by Herbert 
Hoover, then Secretary of Commerce, 
with the recommendation that it be 
adopted by all state legislatures. It 
incorporates what are considered the 
best of each state’s laws into a single 
set of regulations governing traffic rules, 
driver licensing, compulsory vehicle in- 
spection and other safety measures in 
the public interest. 


Direct Mailing Today 


(Continued from Page 35) 


Mr. Henderson advised that it be at- 
tractive, have an easy fast-reading mes- 
sage and that it point owner benefits. 
The important thing is being as sure as 
possible “that at the point where the 


reader notices your mailing piece, that 
it be read and acted upon,” the speaker 
said. 


Experience has proven Mr. Hender- 
son added, that the circular letter’ and 
the reply form are the best uniform 
direct mailing. The letter should con- 
tain the owner benefits crowded into the 
top part, and should read easily. It is 
also necessary to attract attention with a 
heading that builds interest sufficient to 
carry the reader to the benefits and hold- 
ing his interest until the message has 
created a desire to act. “The easier we 
make it for him the more action we will 
get,” the speaker pointed out. 

In the matter of competition between 
space advertising and direct mail, Mr. 
Henderson called it a “misconception” 
and added, “there could be nothing fur- 
ther from the truth. Space advertising 
will accomplish certain objectives that 
mail cannot do. Direct mail can accom- 

plish certain objectives that space cannot 
os. It is only when we get a combina- 
tion of the two—Direct Mail supple- 
menting Space Advertising—that we get 
the complete advertising procedure that 
produces the best results.” 

In closing his talk Mr. Henderson said: 
“Just remember—people do read their 
mail and all you have to do is prepare 
your mailing piece to reach your pros- 
pect attractive enough for him to want 
to open it—get his attention—create his 
interest by showing him how he can 
benefit by using your product—and give 
him an easy method to respond to your 
offer. It is that easy—and it does work!” 

NAME R. M. SCHWENKER 

Occidental Life of California announces 
the appointment of Ralph M. Schwenker 
as assistant brokerage manager in the 
company’s St. Louis branch. He joins 
ri see after serving as an agent in 

Louis for Phoenix Mutual Life. Mr 
prince te is a graduate of St. Louis 
University and a Marine Corps veteran. 
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Review Shows 19 States Have Increased 


W orkmen’s Compensation Benefits 


Bringing to at least 19 the number 
which thus far this year have 


provisions of 


of states 
liberalized the benefit 
workmen’s compensation laws, such leg- 
enacted in Con- 
Oregon and 


recently 
Missouri, 


was 
Maine, 


islation 
necticut, 
Texas. 
Similar bills were enacted earlier this 
the Colorado, 
Indiana, 
Minnesota, Montana, 
homa, South Dakota, 
Washington and West Virginia, 
still pending in several other states. 


legislatures of 
Kansas, Massachusetts, 
Nebraska, Okla- 
Tennessee, Utah, 
and are 


vear by 


Idaho, 


Among the more recent developments 
with respect to workmen’s compensaton 
administration and re- 
from 


legislation and 


reported state 


country, are the 


matters, as 
rhout the 


lated 
capitals throug 
following 
California, Connecticut and Maine 
bill 
compensation 
both 
legislature, 


California: A to liberalize work- 


benefits was ap- 

the Cali- 
sent to a 
dif- 


men’s 
branches of 
but 
committee to 


proved by 
fornia was 


conference iron out 
as to amounts. 


Assembly, 


ferences 
As approved by the the bill 


raise maximum weekly benefits 


from $40 to $50 in 
and from $35 to $40 a 


would 
temporary disability 


week for those 


permanently disabled in industrial acci- 
dents. The State Senate wanted a maxi- 
mum of $47.50 for temporary disability. 

The Assembly-approved bill also would 
boost the death benefit for widows with 
one or more children from $12,500 to 
$15,000, and increase the death benefit 
in all other cases of total dependency 


from $10,000 to $12,000. It further would 
set a possible maximum ceiling of $12,000 
rather than $10,000 in partial dependency 
cases 
Connecticut : 
mum weekly workmen’s 
benefits from $40 to $45 
other liberalizations was 
passage by the Connecticut 
and sent to the governor for signature. 
\lso given final legislative approval 
was a bill decreasing the waiting period 


A bill increasing maxi- 
compensation 
and making 
given final 

legislature 


under the workmen’s compensation law 
from 14 to 10 weeks. 
Maine: Bills enacted by the Maine 


ed a measure increasing 
the maximum weekly 
workmen’s compensa- 
a minimum ot $15 a 


egislature inclu 
from $30 to $3: 
benefits under the 
tion law and setting 
week 


ad 


Massachusetts and Missouri 


Massachusetts: A bill approved by the 
Massachusetts House of Representatives 
would raise maximum workmen’s com- 
pensation benefits from $25 to $30 a 
veek for a widow with no child under 
18 and from $30 to $35 a week for the 
widow of a killed worker with one child 
It also would increase from $3 to $5 a 
week the amount for each person “con- 
clusively proved to be a dependent.” 
This would make possible the payment 
of maximum benefits of $45 a week. 

Missouri: bill increasing maximum 
workmen’s compensation benefits from 
$35 to $37.50 a week and liberalizing 
other benefits was enacted by the Mis- 
souri legislature. { 


New Jersey, Texas and Vermont 


New Jersey: A committee 
Governor Meyner recently started an 
intensive study aimed at streamlining 
the appeal procedures in workmen's com- 
pensation cases. 

Gov. Meyner told the committee that, 
although prompt and relatively inexpen- 
sive adjudication of claims has been the 
case, “the process of appeal under the 
existing law frequently results in pro- 


named by 


tracted and expensive appeals through 
the county court, the appellate division 
and the Supreme Court of the state. 

“It would be a service to injured work- 
er, the employer or the insurance car- 
rier, and the attorneys who practice in 
the division,” the governor said, “if the 
deliberations of the committee result in 
acceptable recommendations for more 
efficient review of the determinations of 
the division,” 

Arthur F. Mead, a Newark lawyer, 
is chairman of the study committee. 

Texas: <A _ bill increasing maximum 
weekly workmen’s compensation benefits 
from $25 to $35 was enacted by the 
Texas legislature. 

Vermont: In a reversal of its earlier 
rejection of the measure, the Vermont 
House of Representatives passed and 
sent to the State Senate a bill to change 
the state occupational disease law to re- 
move an escalator clause and the maxi- 
mum $4,000 benefit available immedi: itely. 

Enacted in 1951, the law benefits vic- 
tims of silicosis. Under the escalator 
clause, maximum benefits are now $2,100 
and increase $25 a month until the $4,000 
eventual maximum will be reached in 
1960. 


Pier to Head General Re.’s 
New Los Angeles Office 


General Reinsurance Corp. announces 
on July 1, 1957, of a 
offices at 610 
Angeles 


the establishment, 
Pacific department, with 
South Harvard Boulevard, Los 
5, to serve a territory embracing seven 
states and two Canadian provinces. The 
department will handle fire and 
casualty reinsurance both 
treaty and facultative bases. 

Vice President Mortimer Pier, a 
tive of Los Angeles and a graduate of 
UCLA, wills be in charge, with E. A. 
Burkhard in charge of caims. Until his 
election as a vice president of General 
Pier served the group 
Herbert Clough, 
company’s reinsurance inter- 
Derek L. O’Donoghue has been 

from assistant 
secretary of Herbert Clough, 
will be in charge of the operations of 
that company. 

In addition to California, the territory 
of the company’s Pacific department wili 
include the states of Washington, Ore- 
gon, Idaho, Utah, Nevada, Arizona and 
the Canadian provinces of Alberta and 
British Columbia. 


new 
lines, on 


na- 


Reinsurance Mr. 
as vice president of 
Inc., the 
mediary. 
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How Safe 
Is Your — 
Business 









With crime continuing to increase, alarmed businessmen 
are looking for modern, adequate insurance protection. 
Unless you can provide your commercial clients with 
the newest package policy —the broad, easy-to-write 
Blanket Crime Policy —you may lose valuable accounts to 


an enterprising competitor. 


When you represent Zurich-American, you are in a 
strong position to get and hold commercial crime 
protection business. You can offer your clients a choice of 
the newest forms, including the American Guarantee 
Blanket Crime Policy. And the new circular, 

‘How Safe is Your Business?”’, will simplify your selling job. 

Ask the Zurich-American field man for a copy of the 
circular —and for a brief fill-in on why it pays to write 
commercial crime protection business in Zurich-American. 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





N. R. CLARK RETIRING JULY 1 


His Close Associates in Travelers’ N. Y. 
Branch Office Give Dinner in His 
Honor; 38 Years With Company 


Close associates of Norman Clark, 
manager, casualty brokerage division, 
The Travelers’ 80 John Street branch 


office, New York, gave a dinner in his 
honor June 27 on the eve of his retire- 
ment from the company’s service. A 
felicitous occasion, the dinner was held 
at the Downtown Athletic Club. Dean 
M. Parker, general manager, casualty, 
fidelity and surety agency department 
at the branch, was toastmaster. 

Mr. Clark joined The Travelers in 1919 
following his World War I service as a 
captain in the U. S. Army. Serving the 
company at several locations, he was its 
casualty manager in Cincinnati and Mil- 
waukee before his transfer to the home 
office agency department staff. He came 


to New York City on October 1, 1940, 
as casualty brokerage manager which 
post he has held until his retirement 


which becomes effective July 1. 

His affiliations include membership in 
the Insurance Federation of New York, 
Casualty & Surety Club of New York, 
Downtown Athletic Club where he was 
recently finance committee chairman, 
and the Innis Arden Golf Club of which 
he is currently finance committee chair- 
man and on the building committee. 

Mr. Clark plans to spend the summer 
in New Hampshire and will probably be 
in Florida next winter. 

J. W. VARRILL PROMOTED 

Appointment of James W. Varrill as a 
special agent of Hartford Accident & 
Indemnity, operating out of Pittsburgh, 
is announced by Branch Manager AIl- 
fred M. Battistini. 


Buyer Views Insurance 
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(Continued from 
expressed in insurance ads that IT believe 
insurance advertisine could become a 
sort of a ‘March of Time.’ 

“Last year, the casualty, surety 
fire companies underwrote more than 
$10 billion of insurance premiums. This 
premium volume is representative of the 
protection being afforded on a day to 
day basis for the great mass of the 
country. Graphically, this contribution to 
the economy of the nation has never 
been demonstrated to the public. Spe- 
cifically, the intent and conditions of the 
insurance contract have never been 
simply explained to the policyholder. Th> 
general reaction of most people is, ‘I 
rely upon my insurance broker or insur- 
ance agent for interpretation of my in- 
surance.’ True, this is as it should be, 
but how much better would the business 
be if the majority of your policyholders 
actually understood some of the simple 
terms and conditions which exist in every 
insurance contract. The chances for mis- 
understandings would materially de- 
crease.” 

Mr. McGuinness then referred to the 
drive underway to educate people on the 
needs for increasing insurance values for 
fire insurance purposes. Similar instru- 
ments (newspapers, magazines, televi- 
sion, radio) should, he said, be used for 
liability coverage. “Instead of making a 
case based on the trend of juries to give 
away money in the form of high jury 
awards, your advertising should stress in 
a positive manner the need for higher 
limits of coverage. By inversion, the 
effects of such an approach would be 
beneficial.” 

The speaker stressed the need for 
“mutuality of purpose to accomplish 
these ends.” While allowing the impor- 
tance for each individual company to 
convey its service aspects and outstand- 
ing qualities, he concluded, “how much 
easier it would be to accomplish this end 
if the basis of acceptance of the integrity 
of the entire industry were solidly en- 
trenched in the public’s mind.” 

He called the approach, the elements 
of a public relations program, but said 
that unless public relations are good, how 
effective can advertising be? 


and 
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J. R. Williams’ Talk 
To Texas A. & H. Meet 


ON “PUBLIC RELATIONS AND YOU” 


Health Insurance Institute Vice Presi- 
dent Also Presented Film Showing 
Public Attitudes to A. & H. 


James R. Williams, vice president, 
Health Insurance Institute addressed the 
annual meeting of the Texas A. & H 
Underwriters Association under the title 
“Public Relations and You.” The speaker 
told the recent gathering at the Sham- 
rock Hotel, Houston, that concern about 
public relations is of recent origin. 

He cited the fact that when this coun- 
try was in the agricultural era of de- 
velopment the business man knew per- 
sonally his customers and the public 
relations were on a personal basis. He 
spoke then of the era in which the atti- 
tude of corporation men took the attitude 
of the “public be damned.” 

Mr. Williams stated that later business 
men realized the need for assertion of 
leadership and the importance of public 
relations. He developed the fact that 
leadership meant that the public must be 
informed as to the services rendered by 
business and the conditions of this serv- 
ice. He described public relations as 90% 
performance and 10% talk about per- 
formance, declaring that unless there is 
performance there is little reason for 
the talk. 

Mr. Williams stated that public rela- 
tions in the present form is the result of 


David Gibson Talk 


(Continued from Page 36) 





margin on which the companies operate 
—even in a profitable year. 
Indispensability of Local Agent 

“The local agent is indispensable in his 
role as counselor and advisor on the 
kind and amount of property insurance 
to be carried. He occupies,” the speaker 
pointed out, “an even more vital role 
when his client’s pocketbook nerve is 
exposed — when a claim arises. Then 
comes the time when he can demonstrate 
his worth by seeing that his client’s 
interests are properly protected. In 
neither of these cases can an over-the- 
counter salesman, a captive agent, or a 
company-staffed branch office see the 
situation as your agent does, or do as 
much for the client as the agent can. 

“The agent is just around the corner 
at the other end of the telephone. He 
is an independent home-town business 
man, too. His interests are local. He 
employs local people, pays taxes locally. 
His money is spent locally to help main- 
tain other business enterprises. Actually, 
although the agent is called an agent of 
the company, he is the client’s agent, 
because it’s the client w ho pays his com- 
mission. And the agent is the man who 
will see that the interests of his cus- 
tomers are satisfied. 

“And what does this indispensable 
service cost the assured?” he asked. “As 
an illustration — in a field well known to 
Americans — the automobile. The aver- 
age automobile bodily injury and_prop- 
erty damage premium is about $53 and 
some odd cents. Let’s assume the agent’s 
commission is 20%, So the agent gets 
$10 commission for all his services on 
that particular policy. Bring it down to 
the cost per day for your agent’s serv- 
ices, and it’s less than 3 cents a day. 
Where else can you get such a buy? 

“That story stiil hasn’t been told ade- 
quately. The public has heard too much 
about rates, premium costs, high ver- 
dicts, and not enough about the ridicu- 
lously low price it pays for the financial 
integrity of stock companies and for 
agency service.’ 

In concluding Mr. Gibson emphasized: 
“The future of your business depends 
in large measure on your energy, imagin- 
ation and intelligence to promote fuller 
public understanding of capital stock 
company insurance. It is a great respon- 
sibility, And you can be proud of the 
role you are playing in it.” 


developments of the past twenty years. 
He emphasized the importance of ac- 
quainting with what is being done and 
spoke of “The Economist,” the British 
journal, which contained an article on 
American health and medical care under 
the voluntary system. 

Mr. Williams stated that the companies 
now provide accident and health care for 
more than sixty-six million people. He 
would have the companies make known 
to the public what they are doing through 
the press, the radio, and the TV, and 
through the men who underwrite, pay 
claims, sell and service insurance. He in- 
cluded also the freelance writer for mag- 
azines. 

Mr. Williams then presented the film, 
“People Are Our Business” which por- 
trays the several attitudes people assume 
toward accident and health insurance. He 
stated that this film is available for use 
in presentation to agencies or the public. 

R. B. Donovan, United American, pre- 
sented the report of the nominating com- 
mittee, and the following officers were 
elected by acclamation: John V. Borden, 
International Life, president; W. P. 
Hinsch, American Hospital & Life, San 
Antonio, vice president, and James ig 
Killmar, Republic National Life, Dallas, 
secretary-treasurer. 

Gavels were presented to past Presi- 
dents R. B. Donovan and E. O. Severin, 
and a gavel for the association was pre- 
sented to Mr. Borden to be passed on. 


HIAA COMMITTEE MEETINGS SET 

The HIAA methods and procedures 
committee, Hilton H. Campbell, Repub- 
lic National Life, chairman, approved 
the dates of March 10-11 for the 1958 
Methods and Procedures Forum at the 
Biltmore Hotel, New York. A forum 
subcommittee with Hugh F. Hughes of 
Nationwide Mutual, as chairman and 
ag J. Egan of Home Life and Burgh 

S. Johnson of Guardian Life as members, 
was appointed. The next meeting of the 
Methods and Procedures Committee will 
be held in the HIAA New York Office 
on September 18. 
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Nationwide to Sponsor 


‘I Remember Mama’ on TV 


“IT Remember Mama” will return to 
television this fall. Nationwide Insurance 
of Columbus, Ohio, 
television rights to this popular series. 
Nationwide 


has purchased the 
Beginning in October, will 
sponsor the program on approximately 35 
The will in- 
clude a minimum of 16 films, in 
addition to repeats of the most popular 


television stations. series 


new 


episodes shown previously, 

The series concerns the experiences of 
a Scandinavian immigrant family in the 
Midwest during World War Peggy 
Wood will be seen in the title role of 
“Mama _ Hansen,” with Judson Laire as 
“Papa Hansen.” Toni € Campbell will be 
featured as their daughter “Dagmar.” 

“This represents the first major TV 
sponsorship by Nationwide Insurance. 
The half-hour series will appear on week- 
day nights, with exact dates and time 
te be announced later. States in the 
operating territory of Nationwide and 
which will be included in the “Mama” 
telecast area, are Pennsylvania, 
York, Ohio, Connecticut, West Virginia, 
Virginia, Washington, D. C., Maryland, 


Vermont, Rhode Island, North Carolina, 
South Carolina, New Jersey and Del- 
aware. 


New 
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Lester Six Joins Federal 


Underwriters of Madison 
Federal Underwriters, Madison, Wis., 
has announced the appointment of Les- 
ter C. Six of Madison as vice president 
and sales manager. Newly incorporated, 
Federal Underwriters was established in 
1951 and is now headed by P. Kendall 
3ruce as president. 

Mr. Six came to Federal Underwriters 
from his real estate and insurance agency 
in Madison. A graduate of Indiana Uni- 
versity, he is a veteran of the United 
States Army with service in Europe. He 
had been with the Provident-Washington 
and the Aetna as special agent in Wis- 
consin prior to organizing the Lesix 
Corp. in Madison. 

In his new position Mr. Six will assist 
in the expansion program of Federal 
Underwriters. 


BLUE CROSS PROBE COMMITTEE 

Five members of a special Massachu- 
setts House committee to investigate 
Blue Cross-Blue Shield rates were an- 
nounced last week. The members are as 
follows: Frank S. Giles (R.), Charles F. 
Holman (R.), Louis H. Glaser (D.), Rene 
R. Bernardin (D.). 


Big Bil 


(Continued from Page 23) 





in the chair.” When his spirits descended 
so low as to be nearly at the suicide 
state he decided that finding work was 
essential, but plant after plant rejected 
his services. One lucky day he reached 
Abilities, Inc., where “I was immediately 
treated as a human being.” President 
Henry Viscardi, Jr., and others volun- 
teered help, gave him a job and even- 
tually he became a skilled and happy 
worker. 

All of the employes find their own 
methods of transportation in reaching 
the plant. In a tour of the building Mr. 
Diemand, Herbert Stellwagen and James 
M. Crawford, vice presidents of Indem 
nity Insurance Co. of North America, 
were amazed to find these disabled work 
ers smiling and non- complaining. 

Mr. Baruch, on behalf of Abilities, 
Inc., pre sented a medal to a worker who 
had triumphed over an unusually severe 
physical handicap. A native of Greece 
who came to this country in 1909 when & 
she was then totally blind. Marrying a 
totally blind man, they have two chil- 
dren and grandchildren. Beginning in 
April, 1955, she had a series of corneal 
transplants and other eye operations per- 
formed by Dr. W endell Hughes, a con- 
sulting physician of Abilities, Inc. She 
can now see for the first time. 

In presenting the medal Mr. Baruch 
said: “Irene, it is a great personal privi- 
lege for me to present the Abilities 
medal. It is given to you in acknowledge- 
ment of your great courage and success, 
and for the achievement of your re- 
habilitation. I congratulate you for this 
and I know your co-workers at Abilities 
share with you this tribute and this 
success.” 

The veteran philanthropist and former 
adviser of Presidents of the United 
States, was so overcome by the event 
that he had difficulty in maintaining his 
composure. Furthermore, there was 
hardly a dry eye at the conference. 

The Aetna Life carries Group insur- 
ance on Abilities personnel. Accident and 
health insurance is in Blue Shield. The 
plant is in Albertson, L. I. 








Page 40 








June 28, 1957 











North America Cos. Appoint 
Marshall A. & H. Secretary 





Farle R- Bennett Outlines Nine-Point 
List of Objectives for [LAAHU Advance 


Coffey 
He then detailed 
his nine point program: 

“1-Strong emphasis on membership. 
Membership has always been and prob- 


Earle R. Bennett, Provident Life & 
Accident, in his presidential acceptance 
speech at the International Accident & 
Health Underwriters Convention recent- 


ly in St. Paul outlined a nine-point 
program of objectives for the coming 
year. These aims include: attracting 


career personal underwriters in greater 
numbers to membership; establishing 
Group and claim committees and insti- 
tuting a correspondence educational pro- 
gram. Mr. Bennett also expressed his 
wish that a president-elect be nominated 
each year to establish a certain continu- 
ity of leadership for the International 
Association, 

President Bennett in his opening re- 
marks on being honored with leadership 
of the association said he accepted with 
aa emotions; pride in that his fel- 
lows bestowed such honor upon him, 
fear at the enormous job he is under- 
taking. He assured members, “that I 
will fulfill the post to the very utmost of 
my ability and capabilities.” 

He has seovened his “greatest joy” 
in his 12 years of membership in the 
Association and said: “I have never been 


able to understand the question that 
is often asked of me—Why do you do 
these things that involve so much of 
your time, and why do you take so much 
time away from your personal business 
in your efforts for the Association’? 
I believe that there are many of us in 
this business who should repeat the 
answer to this question over and over 
again to make us realize the great re- 
sponsibility that we have, not only to 
ourselves, but also to all of our fellow 


underwriters in the Accident and Health 
industry. This business has been good to 
all of us. If this were not true, none 
of us would be here tonight. No matter 
what our business or profession, I feel 
that we must do some giving as well as 
taking. As for myself, the A. & H. 
business has been wonderful to me. 

‘T can well remember that before be- 
coming affiliated with this business, I 
had nothing on which to set my sights. 
I had no security to look forward to, 
and dreaded the dawning of each day 


because it meant going to a job which 
I thoroughly despised for the simple 
reason that it was nothing more than 
just a job and held no security for me 
Upon entering the field of Accident and 
Sickness insurance, I found the oppor- 
tunity that I had been looking for all 


of my life. First of all, the opportunity 
for an income limited only by the amount 
ot effort I wanted to set forth. I found 
a career in which I look forward to going 
to my job each day.” 

Mr. Bennett then stressed the wealth 
and security he has found in his A. & 
H. association work, a wealth of friends 
and a wealth of education there for the 
asking. He added that attending associa- 
tion meetings at all levels, “I have never 
come away without ade ling something to 
my knowledge of how to become a better 
agent and sales manager. This then 
is the answer we should all repeat to 
ourselves daily as to why we should 
support our trade association, which, in 
turn, helps to support us, and promotes 
our interests from those who might be 


looking to take them away from us.” 


Program for Progress 


Turning to his objectives for the com- 


ing year President Bennett felt Mr. 
Coffey’s line of a positive thinking pro- 
gram cannot be questioned and “so you 


will find that many of my thoughts are 


follow-ups on what Mr. 
started.” 


simply 
has already 


ably will be our main problem. We must 
realize that the complexion of our busi- 
ness has changed drastically in the last 


Achievements of IAAHU’s 
New President Bennett 











Earle R. Bennett, newly elected pres- 
ident of the International Accident & 
Tealth Underwriters Association, has EDWIN H. MARSHALL 


been general agent for the Provident 
Life & Accident in Tampa since 1948. 


He was elected president of the Florida Edwin H. Marshall was elected acci- 


dent and sickness secretary of Indemnity 


y Associati f wo years (1948- 
a oe pipes pes had piab seo and Life of North America at meetings 
as served o >! Gaecihive 
wre vides a lisaigs of the boards of directors of the two 
board of the International Association sate 
for five y three as sone chainman  Cambanies tod: & Announcement was 
1 t 2e aS zone Che é 
pen cll lyr y . made by John A. Diemand, president of 


and two as vice president. He has also 
been chairman of the public relations 
committee of the International for two 
years. 


In 1952, Mr. 


North America C ompanies. 

Insurance Co. of North 
declared a quarterly dividend of 
cents per share on capital stock payable 


America also 
62% 


Bennett was recipient of 


y 15, 1957 “k srs of record 
the Junior Chamber of Commerce “Out- July 15, 1957 to BES kholders oieeerer 
standing Young Man of The Year” * the close of business June 28. 

, : r. Marsh as been assistant sec- 
award, and was Florida’s outstanding Mr. Marshall has, oe waar ant ex 
A & H. man in 1952, when he gained ‘etary ot Industry since 1953. He joinec 
mn. . < JZ, < iM 
the C. B. Pepper Memorial Award. On the company in 1942 as an underwriter 

1 fe ; eee i office and was made 


in the New York 
superintendent of the A. & H. depart- 
ment in 1946. He was transferred to the 
home office as superintendent, the spe- 
cial risks division of the A. & H. depart- 
ment in 1950. He was promoted to head 
of the department in 1951 and was 
few years, and that our appeal for in- elected assistant secretary in 1953. 
creased membership must take into con- Mr. Marshall attended Columbia Uni- 
sideration that Life men comprise a most versity, receiving his B.A. in 1934 and 
significant segment of untapped mem- his M.A. in 1937. He was awarded the 
bership. Our program should be strong designation of CPCU in 1947. 

on the recruitment of quality member- 
ship—men who are career personal in- 


a local level, Mr. Bennett’s distinctions 
include being chairman of the Polio 
Foundation for six years, chairman of 
the cancer drive and active in the com- 
munity chest. 








NAMED D GENERAL AGENT 


surance underwriters. These men will Lee D. Logan has been appointed, 

influence other quality A. & H. and Life general agent, in Appleton, Wis., for the 

men, and bring them into our Associa- Washington National, The announce- 

tion. ment was made by W. Watt, pres- 
(Continued on Page 41) ident. 





INCOME SECURITY A. & S. 
Our Best Seller 


Brokers who are anxious to give their clients the best in 
Accident & Sickness protection should get acquainted with 
our Income Security A. & S. policy. 


Among its saleable features are (1) full monthly accident 
benefits, even for life, for total disability; (2) six months’ 
benefit provisions for partial disability due to accident; (3) full 
monthly sickness benefits up to TWO years with no house 
confinement; (4) supplemental coverage by rider for hospital 
and surgical benefits. 


Don’t overlook, too, the confining sickness disability bene- 


fit for life. 
JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


45 JOHN STREET NEW YORK 38, N. Y. 
REctor 2-4567 











INTERNATIONAL COUNCIL VOTES 


To Increase IAAHU General Member- 
ship Dues from $5 to $8; Effective Sept. 
1 and at Renewal Periods Thereafter 

Bids for the 1959 IAAHU Convention 
were received at the International Coun- 
cil meeting from the Indiana delegate 
for French Lick, the Iowa delegate for 
Des Moines, the Colorado delegate for 
Denver and the Ohio delegate for Cleve- 
land. The selection of the 1959 site will 
be considered by the IAAHU board and 
final decision will be made by the Inter- 
national Council next year. 

In other actions, the council voted to 
increase general membership dues pay- 
able from each member to the Interna- 
tional from $5 to The increase will 
be effective beginning September 1, 1957, 
with renewal periods of the local and 
state associations as they come up 
through the year. The additional funds 
are needed to meet outstanding obliga- 
tions and to increase membership serv- 
ices for public relations, education, 
legislation and membership building. 

Another action was to increase the 
permissible number of board members 
on the IAAHU executive board from 21 
to 30. This will allow representation 
from areas that do not now have a 
board member and permit the splitting 
of zones that have now become too large 
for one board member to service ade- 


quately. 
A vote reaffirming the purpose of 
DITC and its plans to increase the num- 


ber of A. & H. courses to be given this 
next year was also recorded. John Gallo- 
way, Provident Life & Accident, Birm- 
ingham, Ala., remains director of DITC. 


R. P. Whelan Gets New York 
A. & H. Club Scholarship 


Richard P. Whelan, New York office 
of United States Casualty, was the re- 
cipient of the James R. Garrett Scholar- 
ship Award June 18 at the Closing 
Exercises of the School of Insurance 
of the Insurance Society of New York, 
Inc. 

Each year, the Accident & Health Club 
of New York presents this award to the 
leading student in the school’s A. & H. 
course. The award is in memory of the 
late James R. reas first president of 
the New York A. & H. Club, who at the 
a of his ret was considered a dean 
of A. & H. underwriters. 

A native New Yorker, Mr. Whelan 
began his insurance career with U. S 
Casualty in 1947, His service with the 
company has been continuous, except for 
a two-year period of Army service dur- 
ing the Korean conflict. He is a graduate 
of Cardinal Hayes High School. 


Memorial Service Held 


For Deceased Members 

An impressive memorial service was 
held on the morning of June 14 in 
tribute to nine deceased members of the 
International Association with Walter 
3ertram of the St. Paul Hospital & 
Casualty Co. as chairman. Two small 
girls, Brenda Bertram and Maverne Haas 
lighted candles in memory of the follow- 
ing deceased members of the association: 
Benjamin R. Michael of the Cleveland, 
Ohio, association; Ralph C. Garrity of 
the Chicago association; James F. Rus- 
sell, III, of the 3altimore association; 
Ralph Seyforth of the northwest Wis- 
consin association; James D. Baty of 
the Detroit Association; William F. 
Yates, Jr., of the Eastern North Carolina 
association; Herman Silzer of the Pe- 
oria, Ill., association, and W. L. Shep- 
herd and E. J. Schenk of the Central 
lowa association. 

The Rev. Elmer Rimpler of the South 
Shore Trinity Lutheran Church of White 
Bear Lake, Minn., said in his memorial 
address that the ‘A. & H. underwriters 
are performing a most valuable service 
to their fellowmen. “You help to solve 
the financial problems of your clients 
and thus make their burden lighter,” 
he said. 

The vocalist was Charles Fullmer. 
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IAAHU Program Outlined 


(Continued from Page 40) 


“Obtaining new members means abso- 
lutely nothing unless we retain the old 
ones. As in our own agencies, the busi- 
ness that stays is the business that pays. 
Therefore, during membership drives, it 
is most important that we call on old 
members for renewals before we even 
call on prospective new members. This 
means better organized membership 
drives must be carried out. Additionally, 
group and claim men must be given 
proper recognition in the Association 
picture. 

Texas and Ohio have demonstrated an 
interest in developing membership pro- 
grams that involve experimentation with 
professional membership recruiting tal- 
ent. I believe this experimentation is to 
be encouraged and carefully reviewed 
with the idea of possibly adopting it to 
the International’s program in the future. 

New Activities 

“2—-New Association Activities: The 
development of strong group and claim 
committees (and possibly others) that 
will map plans for Association activities 
in these areas. Special seminars on these 
special subjects to be held in connection 
with the next convention, or regionally 
in different localities during the year. 
The Magazine and other publications 
will give coverage to these activities. 
Set up local meetings and programs for 
these men, and in general make it more 
attractive for them to seek membership 
in the Association. 


“3—Changes in Our Educational Pro- 
grams: I believe we should try to de- 
velop a correspondence educational pro- 
gram similar to ones offered by some 
of the companies, but going a little 
bit further into advanced study. 


For Stronger Agents’ Licensing Laws 


“4The stepping up of a legislative 
program. I believe the time is here when 
our Association should begin working i in 
the separate States on the promotion of 
stronger agents’ licensing laws, as the 
laws in some of our states are pitifully 
weak on the licensing of agents in the 
A. & H. field for, if not corrected, will 
continue to leave us in a weak position, 
and at the mercy of law makers during 
their sessions. 

“We need to form a closer relation- 
ship and liaison with other trade Asso- 
ciations which have the same basic and 
fundamental interests as we have.” 
Mr. Bennett commented, “We have 
another need of closer cooperation with 
NAIC. We must have a strong legis- 
lative chairman for every state who will 
report regularly to the International 
office so that the office, in turn, may re- 
port to the membership, keeping all of us 
informed as to what is going on legis- 
lativewise at all times. 


“S—We must have a complete revision 
and improvement of our Speakers Bur- 
eau which will assure us of the best of 

talent from companies and field men for 
aepevial sales conferences at local and 
state meetings. 

Value for the Sustaining Members’ 

Money 


“6—For many years we have asked for 
associate company and sustaining mem- 
berships, and have been most fortunate 
in the response we have had. However, 
in my opinion, those company and sus- 
taining members have received little of a 
tangible nature in return for their 
money. Therefore, it is my idea that we 
must at least provide periodic informa- 
tional service to these associate com- 
panies sustaining members. 


“7—Public Relations: We need a new 
Speakers’ Handbook. We have a Code 
of Ethics adopted by our Association 
several years ago. However, many of 
our members have never seen ‘it. There- 
fore, I believe that the International As- 
sociation should print this Code of 
Ethics in a form suitable for mounting 


on the wall, and mail it out to each 
member. I have spoken with Bruce 
Gifford (IAAHU managing director) on 
more news releases to trade magazines 
and newspapers. For the next 12 months 
you will see a monthly message in the 
magazine from your president and your 

managing director in alternate months 
trying to fill you in on all the important 
activities and objectives of the Associa- 
tion 

“I believe that we need a much closer 
relationship with the Health Insurance 
Council who can be tremendously help- 
ful to us and who also needs our help. 
This holds true also for the Health 
Insurance Association of America and 
the Health Institute. 

“8_T believe more and more emphasis 
should be placed on the Leading Pro- 
ducers Round Table, and hope that I 
may have the cooperation of the Board 
and all of the membership in promoting 
it to the fullest. 

“9A revision of our By-laws is in 
order to provide each year for a presi- 
dent-elect of our Association. It has 
become a most painful proposition in 
several of the past years when our mem- 
bership and our board has been unable 
to ascertain until the last moment who 
our next president will be. In my opin- 
ion, there must be some semblance of 
continuity for leadership in our Associa- 
tion. With the permission of the Board, 
I intend to appoint a Nominating Com- 
mittee shortly after this meeting is over 
to work on the nominations of the proper 
man to fill our Board vacancies and our 
Officerships for next year. To fill this 
job, I have in mind a Committee of Past 
Presidents of our Association none of 
whom have an axe to grind and, there- 
fore, will be able to see and think clearly 
as to this continuity mentioned above.” 

Mr. Bennett concluded: “I do not 
believe that in anything of the things set 
forth above that I have laid out any- 
thing that cannot be accomplished with- 
in a reasonable length of time. 

“T should like to make it clear that in 


Tait's Talk At IAC Meet 


(Continued from Page 34) 


than the perilous profits gained from too 
much zeal in advertising certain bene- 


fits.” 


Insurance Is Bought on Faith 


Turning to the FTC study, undertaken 
four years ago, of A. & H. 
advertising the speaker said that that 
study “revealed a distinctive chdracter- 
istic of insurance buying.” This was, that 
when a family budgeted for such neces- 
food, clothing, mortgage 
medical and dental 
furniture, insurance 


insurance 


sities as 
payments, 
expenses, education, 
and utilities, “with one exception, the 
purchaser either sees, feels, hears, 
touches, tastes or smells the product be- 
fore he buys it. 

“Not so,” said Mr. Tait, “with insur- 
ance. In each instance following the 
purchase the consumer soon knows, by 
using it whether the product has the 
quality or is capable of the performance 
he had been led to expect. Not so with 
insurance. This vital protection is the one 


rent, 
clothing, 





the next 12 months I have three respon- 
sibilities. The responsibility to the Asso- 
ciation, the responsibility to the Com- 
pany that I represent, and without whose 
help and encouragement I would never 
have been able to accept this job, and 
thirdly a responsibility to my wife and 
children. I will do my utmost with all 
that is in me not to neglect any respon- 
sibility to any of those three. This is 
not a one-man job. It is a job that can 
be done only with the fullest coopera- 
tion and heip of all parties concerned. 
I know in my heart that I will have that 
cooperation.” 
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YOU... 


Major Medical. 


and tax planning. 


for ai] salesmen. 


Frank S. Vanderbrouk, President 


) 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Career Of An FTC Member 


Mr. Tait was born in Indiana, Pa., and 
has spent most of his life in the Pitts- 
burgh area. He received his B.S. and 
LL.B. from the University of Pittsburgh 
and then served as law clerk to the late 
Judge W. H. Dithrich of the Pennsyl- 
vania Superior Court. He was engaged in 
the practice of law in Pittsburgh, later 
becoming executive director and execu- 
tive assistant to the chairman of the 
SEC. More recently, he served as special 
assistant to President Eisenhower. He 
was a Major in the United States Army 
in World War 
Commissioner Tait is a member of the 
American Bar Association. He has been 
admitted to the U. S. Supreme Court and 
to all Pennsylvania Courts. 








that is purchased and_ renewed 
solely on faith—faith in the institution of 
insurance and faith in the integrity of 
the insurer.” 


Special Problems of A. & H. Policies 


The FTC representative then pointed 
to another “essential aspect” of A. & H. 
type insurance. He pointed up the fact 
that A. & H. insurance is relatively new. 
Some 20 years ago yi public spent less 
than $150 million on A. & H. type cover- 
age—this year they it spend $ billion. 
The public 20 years ago used to buy life, 
fire and automobile coupled with a fixed 
benefit liability insurance. The single- 
ness of the risk, death or fire does not 
“offer as broad an advertising target as 
the accident and sickness contract. How- 
ever, when the American family added 
this new kind of insurance—medical, sur- 
gical, hospitalization, and loss of income 
protection to their budget they derived 
the same comfort, the same specific con- 
fidence they had found in their other 
policies . . . to receive so much when 
sickness or accident struck. It was just 
that simple to them.” 

Mr. Tait, saying that it 
that there were special 
volved in a contract reaching a variety 
of sickness or accident risks, and that 
the contract must of necessity be more 
complex, pointed out: “What we must 
remember is that the public is not fully 
educated concerning the contractual dif- 
ferences between health and accident 
coverage and other forms of insurance. 
Certainly advertising must not misinform 
the reader as to the true nature of this 
protection. It must not exaggerate the 
scope of coverage nor hide limitations 
of the policies. 


item 


was agreed 
problems in- 


Supreme Court Will Give Final Answer 


“The final answer to the question of 
where jurisdictional lines should be 
drawn probably will be resolved by the 
Supreme Court. Two recent decisions by 
circuit courts of appeals held generally 
that regulation of the companies involved 
lies with the states. 

“But I think a practical result al- 
ready has been achieved. Both the in- 
surance companies and the state regu- 
latory bodies have been alerted to the 
basic problem, the need for fair dis- 
closure. This cannot help but have a 
salutary effect not only in the protection 
of the public but in building public con- 
fidence in the integrity of insurance 
advertising.” 

Mr. Tait then lauded the progress of 
the A. & H. policy in 20 years, “from 
an academic experiment to a real social 
need,” and the efforts being made “by 
your industry in extending the protective 
reach of this form of disability coverage.” 

In closing r‘ Tait said that he felt 
that sales of A. & H. are at “the thresh- 
old of an unparalleled increase.” The 
reason for my confidence is my convic- 
tion that such insurance is genuinely 
needed for the protection of the indi- 
vidual and the family. To this need can 
be added the intangible benefit of in- 
creased public confidence in the honesty 
of insurance advertising.” 
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N. Y. Insurance Dept. 
Criticized By FTC 

COMMERCIAL TRAVELERS CASE 

Initial Decision Says Department Has 


Not Regulated This Advertising; 
FTC “Must Step Into This Void” 





Ordering a New York insurance con- 
cern to stop misrepresenting its accident 
and health insurance coverage, a Fed- 
eral Trade Commission hearing examiner 
stated the New York State authori- 
ties have not regulated this advertising 
and that the Commission “must step into 
this void.” 

The examiner, Loren H. Laughlin, is- 
sued his order against The Commercial 
Travelers Mutual Accident Association, 
70 Genesee St., Utica, N. Y., “a leading 
mail order insurance company licensed 
only in New York (and nominally in 
Virginia).” The company advertises in 
major New York newspapers and na- 
tional magazines and_ sells policies 
throughout this country and in Canada. 

The examiner’s decision is not a final 
decision of the Commission and may be 
appealed, stayed, or docketed for review. 

Finding the company has falsely ad- 
vertised its policy benefits, the examiner 
said that, despite the fact that for nearly 
10 years New York has had the power to 
approve advertising prior to its use, “ap- 
parently nothing has been done to date, 
and the Federal Trade Commission has 
been obliged to step into this void and 
regulate” this company’ s advertising. “If 
there is any basis for any jurisdiction at 
all by the Federal Trade Commission 
under Public Law 15,” the examiner said, 
“it must’ be in a case like this.” (This law 
—the so-called McCarran Act—provides 
that the FTC will regulate insurance 
only to the extent it is not regulated by 
state law.) 

The examiner said the New York De- 
partment of Insurance, at least until the 
hearings in this case, did not have a sys- 
tematic method of preventing the use of 
false advertising by the insurers it 
licenses 

The Department, he said, acts only 
after complaints are received from pol- 
icyholders, a system he characterized as 
“locking the barn after the horse is 
stolen. 

“Tf the State of New York with its 
vast resources and its immense Insur- 
ance Department cannot and does not 
regulate the unfair or deceptive acts or 
practices of insurers who owe their very 
corporate life to it,” the examiner said, 
“it can scarcely be expected that the 
lesser states in the constellation of the 
Union can accomplish anything by simi- 
lar acts and powers. ‘The proof of the 
pudding is in the eating thereof,’ an old 
adage, is certainly applicable here. New 
York has let its own corporate child 
freely advertise throughout the Union 
in ways which are fully capable of de- 
ceiving the public.” 

The examiner ruled that the company 
has misrepresented (1) the duration of 
coverage of its policies, (2) the extent of 
coverage, and (3) the amount paid for 
medical, surgical, or hospital service. 

His order would prohibit the company 
from claiming benefits without conspicu- 
ously disclosing qualifying conditions and 
restrictions. 

An example of misrepresentation, ac- 
cording to the examiner, is the claim, 
“Hospital and surgical benefits which by 
the terms of this policy cease at age 65 
may nevertheless be continued without 
age limitation.” The fact is, the examiner 
said, each policy provides for cancella- 
tion at any time by the company. 

The examiner also cited as false the 
claim, “plus as much as $150 for a surgi- 
cal operé ation.” The fact is, he said, of 87 
operations listed, only 14 ort pay that 
amount. 

The examiner found inconclusive the 


Holz Comments on FTC 
Examiner’s Views 


COMMERCIAL TRAVELERS CASE 


Draws Reply to Criticism of N. Y. 
Insurance Department; Points to 
Unblemished Reputation 


Commenting on the opinion of FTC 
Examiner Laughlin in regard to the 
hearing held in the Commercial Travel- 
ers case, New York Superintendent Lef- 
fert Holz issued a statement in the 
course of which he said: 

“My Department finds justification for 
its own actions from its long record of 
consistent and constant surveillance over 
advertising practices of its licensed in- 
surance companies (wherever they may 
function), from New York State’s strong 
laws regulating all facets of insurance 
conduct, and from the practical applica- 
tion of its rules, regulations and laws 
to those activities and conduct. No fur- 
ther words are needed to defend New 
York’s unblemished reputation in that 
regard. And the testimony before the 
examiner amply supports this statement. 
The quality of New York State’s super- 
vision has never before been the subject 
of dispute—a supervision which now re- 
ceives accolades from all parts of this 
nation. 

“This initial ruling in the first stage 
of administrative procedure will not in 
any way affect the continuous, serious 
and careful scrutiny given by my office 
to every phase of insurance activity— 
including the assessment of the f fairness 
and truthfulness of companies’ advertise- 
ments, all within the ambit of proper and 
constitutional limits, having due regard 
to the American abhorrence to pre- 
censorship. 

“Tt would not be consistent with my 
determination not to engage in an extra- 
jurisdictional dispute to point up at this 
time the variance of the testimony on 
this subject given by members of my 
staff, with the conclusions arrived at by 
the examiner. Final determination of that 
difference will properly be left to the 
appropriate tribung al, 

“The examiner’s conclusion herein was 
apparently reached without serious refer- 
ence to whether the Federal Trade Com- 
mission even has basic jurisdiction to 
make a decision herein—a matter already 
having had the attention of several cir- 
cuits in the Federal Court of Appeals 
and determined adversely to the Com- 
mission’s assumption of jurisdiction. That 
the examiners continue to arrogate to 
the Commission unilaterally such right 
will not here be the reason for further 
comment. 

“T shall withhold all further statements 
in this case until its final determination.” 





opinion of officials of the New York De- 
partment of Insurance that the com- 
pany’s advertising was not false. These 
officials, he said, are competent experts 
who have had lifetime experience deal- 
ing with insurance and its regulations 
and are “familiar with all of the excep- 
tions, exclusions, and reductions which 
were to be 1 aan in respondent’s in- 
surance certifice ates However, the ex- 
aminer said he “is " obliged to consider 
the advertising ... in the light of the 
little clerks and tradesmen who are ap- 
pealed to by respondent’s adver- 
tising.” 

The examiner discussed the respon- 
dent’s argument that it has abandoned 
the questioned advertising and ruled that 
it lacks merit. Additionally lacking merit, 
he found, is the contention that the Com- 
mission lacks jurisdiction. A long series 
of decisions, he stated, has upheld the 
Commission’s jurisdiction over direct 
mail order companies, such as respon- 
dent, which employ no agents. 

The complaint in this case was issued 
October 14, 1954 








First President of LPRT 





CLARENCE G. KLUCKHOHN 


The Leading Producers Round Table 
last week elected their first president, 
Clarence G. Kluckhohn. He is a worthy 
choice for this perhaps_ historic honor. 
Mr. Kluckhohn, in September 1954 
started with the Chester C. Elson 
Agency, for Mutual and United of 
Omaha in Waterloo, Ia. 

He immediately established himself by 
topping the record for all-time producers 
of Mutual of Omaha for the first eight 
weeks of training period through No- 
vember 1954. In 1955 he was the top 
first-year producer in the company merit 
club points. He qualified for the com- 
pany’s President’s Club in 1955 and 1956, 
and in both these years also received 
the distinguished salesman’s award for 
eastern Iowa. 


NEW MAJOR MEDICAL POLICIES 


From Continental Casualty; For Indi- 
vidual and Family Groups; Details 
of Plans, Exclusions 

Continental Casualty Company an- 
nounces plans to introduce on July 1 a 
new Major Medical Expense Policy for 
individuals (CP 13979 Series) and family 
groups (CP 13980 Series). 

Designed to cover large medical ex- 
penses both in and out of hospital, there 
is no limitation on room and board, and 
surgical expenses are covered on a blan- 
ket rather than on a schedule basis. 

The new major medical expense policy 
covers accidents after the effective date 
of the policy, and sicknesses originating 
30 days after the effective date of the 
policy. 

After the first $500 or $750 of covered 
expense—there is a choice of deductible— 
Continental Casualty will pay 75% of all 
covered medical expenses to a maximum 
of $10,000 over a two-year period. The 
policy can be written on individuals up 
to age 60 with no increase in premiums 
because of age once the policy is in 
force. 

The exclusions in the policy are preg- 
nancy, mental disorders, Military Serv- 
ice, any losses covered by workman’s 
compensation, or occupational disease 
laws, war, air travel except as a passen- 
ger for transportation only in a certified 
aircraft, suicide, dental treatment, cos- 
metic surgery, and any treatment ren- 
dered in any Veterans Administration or 
other Federal government hospital. 





TED J. SANDERS, A. & S. MANAGER 

The appointment of Ted J. Sanders to 
the position of A. & S. underwriting 
manager of Guarantee Mutual Life has 
been announced by President Ralph E. 
Kiplinger. Prior to joining Guarantee 
Mutual, Mr. Sanders had 31 years’ ex- 
perience in the line. New Accident and 
Sickness business is 38% ahead of the 
first five months of last year. 








Federal Employes’ Health 
Insurance Bill Introduced 


The Administration’s legislative pro- 
posal for a health insurance program for 
Federal employes was introduced by re- 
quest June 19, in the Senate by Senator 
Odin Johnson, chairman, Senate Post 
Office and Civil Service Committee for 
himself and Sen. Frank Carlson. 

The Bill, S. 2339, would provide both 
basic and major medical insurance cov- 
erage for practically all Federal em- 
ployes. The Government would pay one- 
third of premium of each. This would 
be limited on basic coverage to no more 
than 50 cents biweekly per single em- 
ploye or more than $1.50 biweekly if 
married with dependents. For major 
medical a flat payment of one-third 
amounting to 12 and one-half cents bi- 
weekly for single employes and 37 and 
one-half cents biweekly for employes 
with dependents. The employes’ con- 
tribution would be made through pay- 
roll deductions. 

Major medical insurance would pay 
75% of the covered hospital expenses 
after the first 70 days, and 75% of all 
covered medical costs not paid for by 
basic coverage except the first $100 of 
such costs and surgical charges up to 
an amount set by the Civil Service Com- 
mission for a particular operation. Bene- 
fits under the major medical would be 
limited to a lifetime maximum of $10,- 
000 and a calendar year maximum of 
$5,000, after benefits of $1,000 had been 
paid reinstatement of the $10,000 maxi- 
mum is provided if he is completely re- 
covered 


Chesapeake Life Announces 
Three A. & S. Policies 


The Chesapeake Life of Baltimore, 
Md., has received approval on three acci- 
dent and sickness contracts, which have 
been designed to cover the varying needs 
of all income groups. 

The Income Protection policy is a low 
cost cancellable policy, primarily for the 
salaried man or woman, which pays 
accident income for life, while sickness 
income can be either for two or five 
years. Accidental medical reimburse- 
ment or death for the assured and his 
family are optional. 

The Perfect Protection policy, primar- 
ily for the executive or professional man, 
is non-cancellable and guaranteed re- 
newable to age 65. Income in the event 
of accident or sickness is payable for 
two years (subject to a 30 or 90 day 
waiting period), and then continued at 
half rate until age 65. 

The Catastrophe Protection policy is 
a major medical plan designed for all 
groups, family or individual, to protect 
against catastrophic medical or hospital 
bills. It is available in three amounts, 
$10,000, $7,500 and $5,000, with deductibles 
of $1,000, $500 and $300 respectively. 
The company will pay 75% of all medical 
or hospital expenses above the deducti- 
ble. A special feature is its non-cancella- 
bility solely because of change of physi- 
cal condition of the assured. 

In announcing this new A. & H. pro- 
gram, Leonard H. Rosenberg, president 
of the company, disclosed that in the 
first seven months of operation, the 
Chesapeake Life has over $3 million of 
life insurance in force. 


Kerst, McGrade Promoted 


Continental Casualty, Chicago, an- 
nounced two new field appointments in 
its association Group division this week. 
Fred W. Kerst was named regional man- 
ager with offices in the Dallas branch. 
Mr. Kerst was an association Group spe- 
cial agent for two years, operating 
mostly in the south and southwest. 

Robert W. McGrade was appointed 
special agent for the east division and 
will operate from the New York and 
Philadelphia branches. Mr. McGrade has 
been with Continental A. & H. depart- 
ment for six years, serving in the east- 
ern territory. 
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FIREMEN’S INSURANCE COMPANY | 
OF NEWARK, NEW JERSEY Hi 


DECEMBER 31, 1956 Hit! 
ASSETS LIABILITIES 











H | 
i Cash $ 5,518,043.87 Reserve for Losses_____ $ 37,769,677.75 HH ‘ 
\ Mortgage Loans on Real Estate 919,345.67 Reserve for Loss Expenses____3,846,000.00 Ht 


*Bonds and Stocks. —__— 175,209,752.30 





Reserve for Unearned Premiums 55,576,597.70 Ht 













































































i Interest due and accrued___ 436,618.85 Reserve for Taxes and Expenses _1,954,250.00 
i Agents and Departmental 
i} Balances Seine tk yg — held under Reinsurance 
i Real Estate _____________2,958,000.00 fe eae aR i che He 
| Equity in Marine and Foreign All other Liabilities —— 324,094.62 
| Insurance Pools 10,942,414.98 Capital ___________—S>s—_ 15,000,000.00 
All other Assets... 2,065,416.71 Net Surplus —  79,988,281.30 | 
| Total admitted Assets_ $201,996,496.35 Total FP a esas $201,996,496.35 
| SURPLUS TO POLICYHOLDERS $94,988,281.30 
Securities carried at $4,090,259.60 in the above statement are deposited as required by law. 
| NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY 
COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. 
DECEMBER 31, 1956 DECEMBER 31, 1956 
ASSETS LIABILITIES ASSETS LIABILITIES 
dl 
Cash pate test as ge $ 862,064.60 Reserve for Losses___._____. $_ 3,776,967.77 og pes ee eee ee $ 898,584.08 Reserve for Losses____ $11,330,903.31 
*Bonds and Stocks____ 15,343,603.47 Reserve for Loss Expenses_____._ 384,600.00 Mortgage Loans on Real Estate 314,698.21 Reserve for Loss Expenses___ 1,153,800.00 
Interest due and accrued 58,424.58 Reserve for Unearned Premiums 5,521,842.39 “Bonds and Stocks____ 44,759,683.28 Reserve for Unearned Premiums 16,565,527.17 
Agents and Departmental Reserve for Taxes and Expenses 196,365.00 Interest due and accrued___ 158,274.88 Reserve for Taxes and Expenses 516,595.00 
Balances 5 RS SAT OF All other Liabilities. 103,005.98 Agents and Departmental All other Liabilities __._ 151,809.57 
Real Estate (00000 Capital __ —————————S—S=«é 000,000.00 Balances — 2,863,446.61 Capital ___ ————————S—~=« 000,000.00 
All other Assets____________ 126,651.86 Net Surplus ___________ 6,095,510.46 All other Assets__________ 316,395.11 Net Surplus __________ 16, 592,447.12 
Total admitted Assets_$18,078,291.60 fotal  .___..._.____-_$18,078,291.60 Total admitted Assets_ $49,311,082.17 Tetel ________ $49,311,062.17 
SURPLUS TO POLICYHOLDERS $8,095,510.46 SURPLUS TO POLICYHOLDERS $19,592,447.12 
Securities carried at $2,086,802.60 in the above stat t are deposited as required by law. Securities carried at $2,958,841.60 in the above statement are deposited as required by law. 
THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 
DECEMBER 31, 1956 DECEMBER 31, 1956 
Hi ASSETS LIABILITIES ASSETS LIABILITIES 
EE ee Se em se $ 1,530,271.76 Reserve for Losses. J $11. gaggesat CO gee can. cision 934,735.84 Reserve for Losses__.______$ 11,330,903.31 
Mortgage Loans on Rea! Estate 9,000.00 Reserve for Loss Expenses______1,153,800.00 Mortgage Loans on Real Estate 414,862.64 Reserve for Loss Expenses_— 1,153,800.00 
Bonds and Stocks____________ 38, 767,115.71 Reserve for Unearned Premiums 16,565,527.17 *Bonds and Stocks —___——— 40,300,943.62 Reserve for Unearned Premiums 16,565,527.17 
Interest due and accrued____ 145,923.17 Reserve for Taxes and Expenses 615,695.00 Interest due and accrued____ 156,166.83 Reserve for Taxes and Expenses 607,495.00 
Agents and Departmental All other Liabilities__.._ 231,148.39 Agents and Departmental All other Liabilities 121,598.79 
Balances _ 3,758,150.11 Capital ___ 3,000,000.00 Balances — — 4,249,919.58 Capital __ re 3,000,000.00 
Equity in Marine and Foreign Net Surplus __._-- ___ 11,730,258.38 Equity in Marine and Foreign Net Surplus __________ 13,625,088.59 
Insurance Pools______ 202,834.42 insurance Pools —__.___ 217,110.96 - 
aM cher 1ia—— 214,037.08 A che: ee... 130,673.39 
| Total admitted Assets__$44,627,332.25 Tete $44 427,332.25 Total admitted Assets_ $46,404,412.86 Total ss t( ststCséséC<‘S 46,404, 412.86 
i SURPLUS TO POLICYHOLDERS $14,730,258.38 SURPLUS TO POLICYHOLDERS $16,625,088.59 
H Securities carried at $4,346,473.47 in the above statement are deposited as required by law. Securities carried at $1,696,848.40 in the above statement are deposited as required by law. 
i} 
i 
| ROYAL GENERAL INSURANCE COMPANY 
|| 
| OF CANADA 
i DECEMBER 31, 1956 
\\| 
i ASSETS LIABILITIES 
| Cash $ 42,794.64 Reserve for Taxes and Expenses_$ 2,780.94 
i Bonds and Stocks___________ 404,158.65 Capital ____—————S—Cs«é'00, 000.00 
H] Interest Due and Accrued___ 2,945.21 Net Surplus _ 377,959.09 
H] Agents and Departmental Balances 11,541.53 
| All other Assets 19,300.00 
Total admitted Assets____ $480,740.03 Total $480,740.03 
i SURPLUS TO POLICYHOLDERS $477,959.09 
| Securities carried at $55,636.41 in the above t t are deposited as required by law. 





*Valuations on basis prescribed by National Association of Insurance Commissioners 


Western Department HOME OFFICE Pacific Department 
120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush St., San Francisco 6, Calif. 
Foreign Department Canadian Departments 
102 Maiden Lane, New York 5, New York 800 Bay St., Toronto 2, Ontario i 


912 Commerce St., Dallas 22, Texas 206 Sansome St., San Francisco 4, Calif. 535 Homer St., Vancouver 3, B. C. 
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Southwestern Department 








PERFECT PROSPECT 


for Atdtna Life’s 


ESTATE ANALYSIS 


He's Sam Ballard. .. active sportsman and collector . .. owner 
of a prosperous business... secure in the thought that he has 
enjoyed good financial success—and has accumulated a sub- 
stantial estate for his family... BUT... 


All of his efforts and energy have been devoted to building 
up his estate ... little, if any, attention has been given to its 
conservation and distribution. He has not, for example, con- 
sidered the fact that his death could bring a 20-50% loss in the 
value of his estate. Consequently, he has not taken necessary 
steps to minimize this loss. He's a perfect prospect for Atna 
Life's Estate Analysis Service. 


Undoubtedly, Mr. General Insurance Man, you have among 
your clients men like Mr. Ballard with estates—or potential 
estates—of $150,000 and more. They will gain immeasurably 
from this service. You will, too—through large life insurance 
sales that frequently result in such cases. Why not get in touch 
with the Atna Life General Agency in your area today? Their 
skill and experience are at your clients’ service in your behalf. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
tna Casualty and Surety Company ° Standard Fire Insurance Company © 





HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 


“Compass” is a monthly Aetna Life service publica- 
tion written especially for general insurance men 
and brokers. It points out unusual opportunities for 
building commissions and for cementing client rela- 
tionships. To receive your copy regularly write: 
“Compass,” A€tna Life Insurance Co., Hartford 15, 
Connecticut. 








